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Radio Batteries 


~they last longer 


Radio Batteries 


-they last longer 
The Eveready Radio “A” Battery 


The Eveready “A™ is the culmination of dry battery 
science in “A™ Battery buil 

Here the forces of electrochemistry are concentrated in 
a single direction—to light the filaments in your dry cell 
vacuum tubes for the longest possible time 

The Eveready “A™ will astonish you by its long-sus- 
tained vigor. It will outlive your expectations. Use 1 
and know the ultimate in dry cell “A™ Battery service. 

Demand the Eveready Dry Cell Radio “A™ Battery 


The Eveready “B” Battery 


Remember this—it is the energy in your “B™ 
Battery that gives life to your wan proe or loud 
speaker. The better the “B” Battery you use the 
better results you secure. 

Users everywhere have found the Eveready “B” 
Battery the most satisfying source of reliable, long 
life “B” energy 

Use the Eveready “B™ No. 764, 22'4 volts, 
equipped with two Fahnestock Spring Chips. It 
stands vertically instead of flat to save table space 
The Eveready “B” Battery No. 764 is a tharvel of 
economical, compact capacity. Its base measures 
about the same as the smallest flat “B™ Battery but 
it will last more than twice as long and costs only 
one-fourth more. 

For maximum economy use Eveready “B” Bat 
tenes. They are made in six types and sizes, for 
every condition of use 





Eveready gives you the right Battery 
for every Radio use 


EVERY Eveready Radio Battery represents thirty years of battery 

experience Every Eveready represents millions of dollars 
invested in men, methods and machinery. Overseeing Eveready 
— is the greatest battery laboratory known to science 


veready chemists and scientists are constantly searching for new 
substances, better combinations, or improved treatment of Eveready The Eveready “Co” Battery * 
materials. To standardize Eveready serviceability, batches x 
of Eveready Batteries are set aside for daily performance tests The Eveready “C™ Battery No. 771 1s one of Eveready's 
extending well over a year's time. most important contributions to economical, satisfying 
To bé certain of battery satisfact‘on insist on Evercady Radio radio operation 
Batteries—they last longer Apphed to the grid of amplifying tubes the Eveready 
‘C” will save your “B” Battery to a remarkable degree, 
NATIONAL CARBON COMPANY, Inc. New York and San Proncuco sometimes tripling its fe. Best of all, st improves the natu 
Hestquenne for Ratko Sanery infornense ralness of reproduction, making the loud speaker a new delight 





* Aoextel The Eveready “C™ can also be used as a filament bat 
Carter Co. tc. Thompear ud Manley Berwen, Lang ida Cay 6 Y tery in portable sets and as a “B™ Battery booster 
Use the Eveready “C™ for economy and best results 
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This is one of a series of Eveready Radio Battery advertisements now appearing in leading national publications 


Presenting the Eveready family 
to each radio buyer 


ACH Eveready Radio Battery is outstandingly the best of 
its type. Moreover, they are all of one family and each one 
has its particular and distinctive duty to perform. 


All radio batteries you sell, whether ““A,” ““B” or “C,” can 
and should be members of this justly celebrated Eveready 
Radio Battery family. 


Behind it stands the greatest battery organization in the To Jobers, 


world for research, development, manufacture and distri- Mle sge 
bution. Ahead of it lies ever-increasing demand, and ever- tisio dealer in 


America sees an 


growing profits for dealers. Ask your jobber. advertisement like 
this from one to 
eleven timesa 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco month. 
Headquarters for Radio Battery Information 


Canadian National Carbon Co., Limited. Factory and Offices: Toronto, Ontario 


EVEREADY 


Radio Batteries 


-they last longer 
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UNIQUE feature of the May is- 
sue last year was a collection of 
old time pictures of electrical jobbers 
and jobbing institutions. These were 
the subject of so much interested com- 
ment and discussion that it has been 
decided to do the same thing again 
this year, on the occasion of the E. S. 
J. A. annual meeting at Hot Springs. 
In almost every jobber’s place there 
is someone who possesses a picture of 
the early days of the establishment. 
Furthermore, those pictures that 
“took” best, perhaps, were the ones of 
individuals, showing them in their 
childhood days, or in the days of exu- 
berant youth. Everyone who has such 
a picture is urged to send it to Tue 
JosRer’s SALESMAN to be used in the 
old time section. The best possible 
care will be taken of it and it will be 
returned in good condition as soon as 
the cut can be made. Please let us 
hear from everyone who can put us 
on the trail of “old time stuff.” 


x * * 


HERE is another variety of pic- 

tures in demand all the time— 
snapshots of jobbers’ salesmen, execu- 
tives, and men connected in any way 
with jobbing activities. These consti- 
tute the news and “family life” so to 
speak of the business. In the last 
issue—count ’em up—236 smiling 
faces (mostly smiling). This is ex- 
clusive of banquet pictures where 
manufacturers or contractors or may- 
ors might have crept in, so we did not 
count them. To keep up a constant 
flow of these interesting photographs 
means that your co-operation is need- 
ed. Do not hesitate to send in snap- 
shots for publication. Every once in 
a while there comes a wail from the 
South, or from New England, or from 
Canada, or other great section to the 
effect that we publish more about 
some other section than we do about 
them. There is one clear remedy if 
we are at fault, and that is for you to 
furnish us with ammunition. 


Published monthly. Entered sa efladctien matter October 24, 1922, at the postoffice at Chicago, Illinois, under the Act of Mar. 3, 1879 
Copyright, 1924, by The Electrical Trade Publishing Company. 
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The Simple Inexpensive Way 
to bring electricity where needed 


OR WIRING extensions and alterations in any 
type of building there is economy, convenience and 














: : or : i Three of these illustra- 
time gained by the original method of laying the wires s scares deeaatieeaiitoded 
in a surface raceway of National Metal Molding. Molding in the installa- . 
: Soe ; A ti f ] I t ¢ 
It is the only raceway that eliminates fishing of wires— Coleuuide!Edananek Pitts. 
yet it permits fishing, easy fishing, if desired. burgh. The fourth shows 
’ the economical wiring of 
The Sherardized surface of National Metal Molding a billiard room. 
is positive protection against corrosion. Its dull 


battleship gray with ‘‘egg shell’’ finish is handsome in 
itself—or it will take and hold additional coats of any t] 
water or oil paint. h 


National Metal Molding is provided with a complete 
line of fittings for the most intricate wiring job. Avail- 
able for any number of wires up to four, this two-piece 
surface raceway solves many of your knotty wiring 
problems. 











We will be glad to send you without charge the 
48-page instruction booklet, ‘‘For the man on the 
Job’’—valuable to any one doing surface wiring. 


National Metal Molding Company 


WORLD'S LARGEST PRODUCERS OF ELECTRICAL Gioia 
ed CONDUITS AND FITTINGS : 


1116 Fulton Building, Pittsburgh, Pa. 7 
Represented in All Principal Cities 
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National Products 


NATIONAL RIGID CONDUIT 
Pot high grade witing 


SHERARDUCT ECONOMY 
Protected by both Protected by 
sine and enamel ename! oniy 


FLEXSTEEL ARMORED CABLE end CONDUIT 
Ser high class work at minimum cost 


PLEXTUBE NON-METALLIC CONDUIT 
For knob and tube wiring and the like 


NATIONAL METAL MOLDING end FITTINGS 
Por circuit entensions and surlace wiring 


NATIONAL INSULATING BRACKETS 
For service entrances and similar wees 


NATIONAL CONDUIT and CABLE FITTINGS 
Box connectors 
end other items 


NATIONAL OUTLET BOXES 
@ box or cover for every need 


LIBERTY WIRES, CABLES and CORDS 
For 600 volts or less 
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National Metal Mold 


for Surface Wiring 
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Editor’s Page 


Jobber Initiative 

NITIATIVE on the part of the jobber is 
I often taken while his light remains hidden 

under a bushel. As an excellent example of 
how a jobber frequently enters upon that kind 
of development work for which he is not fre- 
quently given credit, the Milnor Electric Co. of 
Cincinnati, may be mentioned. 

After a year of unsuccessful efforts to get the 
local newspapers to start radio departments, this 
company assumed the responsibility for such a 
department itself. A full page was contracted 
for in the Cincinnati Enquirer, beginning with 
the issue of Sunday, February 17, and covering 
a weekly program of some. length. Approxi- 
mately a third of this page is devoted to reading 
matter and the balance to advertising. 

It is not so easy for a jobber, already bur- 
dened with a thousand and one detail duties, to 
take upon himself the responsibilities of an edi- 
tor and an advertising salesman. But in this 
case the thousands of radio fans in Cincinnati 
and vicinity were clearly entitled to an up-to- 
date radio news section in one of their papers. 
Believing this, the Milnor company saw its duty 


and did it. 


x* %* * 


Why Wait for Perfection? 


N ONE of the contemporary publications a 
warning was given to the prospective buyer 
of radio equipment. It was to the effect 

that if he waits until “radio is perfected” before 
buying a set he will be likely never to own one. 

The same thing applies to the jobber or dealer 
who thinks that there are sales possibilities in 
the line, but that he will wait before going into 
it until it has been fully standardized and the 
other fellow has taken all the grief. 

Radio will never be perfected, any more than 
any other great electrical or mechanical discov- 
ery. There will always be something new. Even 
the telephone is going through a revolutionary 
change at this moment, from manual to auto- 
niatie operation. 

While these changes in radio are taking place 
some jobbers—fortunately the majority—are 
going right ahead and making a remarkable suc- 
cess in handling radio. One large eastern job- 
ber reports that it is now 70 per cent of his total 
business. Another in the central west reports 
6) per cent, another 40 per cent, and so on. 

Kvery electrical jobber who is handling radio, 
is taking it seriously and is carrying on the 
work conscientiously, is doing his part to hold 





this great business in the commercial channels 

where it belongs—electrical channels. It would 

be well for those who have not gone into it to 

give serious thought to this phase of the subject. 
* * * 


The Electrical Salesman’s Inspiration 

RANK FARRINGTON in his story of 

the self-starter salesman in this issue, says 

that the electrical salesman should reflect 
something of the quality of electricity. Elec- 
tricity and electrical goods are so modern and 
up to date that there is a certain inspiration 
connected with being in the “electrical busi- 
ness.” 

There is a lot in this thought. Every jobber’s 
salesman is in a business much broader than that 
of selling only—-broader even than the jobbing 
business. He is part of the electrical industry. 

The other day one of the great leaders of the 
electrical industry, Samuel Insull, president of 
the Commonwealth Edison Co. of Chicago 
spoke to 35,000 stockholders of the company 
through the agency of the radio broadcast. 
With the expenditure of $30,000,000 this year 
the last link of the great super power trunk line 
around Chicago will be completed. This is the 
heart of a great system reaching into Illinois, 
Indiana and Wisconsin. In I]linois alone there 
are 6,282 miles of transmission lines, a total 
generating capacity of a little under 2,250,000 
kilowatts. The kilowatt capacity per capita is 
0.187, the miles of line per square mile 0.112. 

To have heard this address was an inspiration. 
With every year the onrush toward the goal of - 
complete electrification is almost irresistible. It 
is proceeding all over the land. To be a part 
or an agency in this great scheme of things a 
man cannot help, as Farrington says, but absorb 
electrical qualities. If his function is selling, he 
will find himself selling like a dynamo instead 
of perhaps like a sardine if fate had landed 


him in the canning industry. 
* * * 


Prize Contests 
’ \HERE seems to be a decided tendency 


for the manufacturers to appreciate the 

strategic position of the jobbers’ salesmen 
in the distribution of their products. This is 
shown by the increasing number of prize con- 
tests planned for the benefit of the salesmen. 
We shall welcome expressions from jobbers 
telling what they think of these contests in gen- 
eral and giving information as to results ob- 
tained through them. 
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Whatshare OF Hti5 B000,000 
willyou pet this Year ? 


2,000,000 This is the “cream’—the _buyers of Pierce- Arrows, 
Packards, Cadillacs—the ‘ 


‘personages” who can af- 
ford the luxuries of life. This 2,000,000 represents 
the number of wired homes, whose occupants are 
the so-called elite. 



































Here’s the “milk’—the great, substantial, hard- 
working class who own Fords, Chevrolets and 
Dodges. This 8,000,000 is the number of wired 

— homes inhabited by plain, every-day “folks”—who 
ei work hard for every cent they make and make every 
cent work hard for them. They demand VALUE. 
And when they get value, their aggregate is 











VOLUME. 
Think about this a minute. Out utility value—that nets a nice 
of every ten wired homes, eight profit, needs no servicing, that 
are inhabited by folks whose in- stimulates desire for specialized 
come is less than $3,000. As a’ appliances, does not tie up much 
merchandising expert, ask your- capital—and for which there is a 
self this: ‘What can I be sure demand. 





of selling—and selling quickly That’s the Liberty Hot Spot— 
—to get va share of these eight- the finest all ° around profit 
out-of-ten ! maker that you can offer—the 
You can’t be sure of selling them leader of the Liberty line. 


a high-priced appliance. You " 
Se cae a pai a cheap, All Liberty Hot Plates are at- . 
flimsy article. But you can tractively priced, ranging from 
offer VALUE—a meritorious $2.50 to $16.65 retail. One for 
commodity that’s attractively Each a and pocket-book. 
priced—that’s sure to give real ach brings you a real profit. 
satisfaction—that meets his or Sell your dealers the complete 
her pocket-book and has a big Liberty line—get them 
— to display it. Tell them 
to write us for cuts so 
that they can capitalize 
locally on our national 
advertising. 


The Liberty Gauge & ad Co. 


World’s Largest Exclusive Makers of Electrical Hot Plates 
6545 Carnegie Ave., Cleveland, O. 
Chrome ‘heating element ; 6 


— * Liberty! 


two-piece attachment plug 
and detachable handle. 
aaa: — Oo ates 


LIBERTY USERS BECOME APPLIANCE BOOSTERS 












Liberty Hot Spot 


The Aristocrat of the sales 
counter. $3.85 Retail. $4.20 
west of Rockies. An indis- 
pensable electrical aid that 
attaches to any outlet— 
needed in every home and 
traveling bag. Percolates, 
ils, fries or toasts. 







Built of steel, beautifully 
nickeled; genuine Nickel 


























tw woe 





2 01 B610443 














CThe madazine of the wholesale 
électrical distributor and his salesmen 


Z 








$1.00 a Year CHICAGO, MARCH, 1924 


Vol. V—No. 3 





Now That Lighting Fixtures 


Are Merchandise 


How the Business Is Flourishing Under the New Order 


—Jobber-to Dealer-to Consumer 


there was nothing in the fixture business for the ments with competent heads and going actively after the 


Tae was, under the old order of things, when in it a year ago, are now establishing fixture depart- 


jobber and he very wisely stayed out of it. But business. 


a revolutionary change in fixture merchandising methods To certain far-sighted manufacturers, belongs the 


has been going on 
during the last three 
years. It would ap- 
pear that the jobber 
who does not take cog- 
nizance of that fact 
may be missing a 
profitable source of 
revenue. At any rate, 
it has now been fully 
demonstrated, over a 
period of time, that 
lighting fixtures can 
be bought by the job- 
ber and sold through 
the dealer so that both 
can build up a fixture 
business and make 
money out of it. 


It is unnecessary to 
dwell at any great 
‘ength upon the one- 
‘ime troubles in the 
tixture industry — the 
period of chaos, so to Glimpses in Typical Jobber’s Fixture Display Rooms—-Commercial 
peak, out of which it Electric Supply Co., Detroit. 

‘iS emerging. It is, 





credit for this change. 
Others are _ rapidly 
following suit. The 
idea of assembling a 
line of attractive, high 
quality fixtures, with 
sufficient variety in de- 
sign, but without em- 
barrassment in num- 
bers and then building 
this line on a quanti- 
ty production basis, to 
be sold in quantities 
like any other mer- 
chandise, took hold al- 
most at once after it 
was originated. No 
one was more happy 
over it than Mr. Gen- 
eral Public, who for 
the first time was able 
to buy fixtures for his 
home which pleased 
his sense of beauty 
and at prices that did 
not leave a bad taste 
in his mouth. 


‘owever, pleasing to observe, that in this recotistruction What is the dealer’s method of selling fixtures? What 
period, the electrical jobber is fast assuming a command-_ is the jobber’s set-up to serve the dealers in his ter- 


ing position. 





Many of those who could not see anything ritory under the plan? These questions are best an- 
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swered by taking a typical 
jobber who is operating 
successfully under any one 
of the several manufactur- 
ers’ plans, and showing the 
actual results that have been 
obtained through typical 
dealers in his territory. 

The jobber selected for 
this review is the Commer- 
cial Electric Supply Co. of 
Detroit, Mich. Working 
with one of the prominent 
fixture manufacturers who 
distributes only through 
jobbers, a profitable fixture 
business has been built up by Commercial 
through establishing a line of dealers who 
sell this jobber’s line exclusively. At present 
it has about 75 such dealers. 

The first thing done was to establish a 
fixture department with a competent man— 
S. O. Lane,—at the head. All Commercial 
salesmen are expected to sell fixtures—that 
is, establish dealers and assist them in car- 
rying out the details of the plan.. To tutor 
the general salesmen in the work, to assist 
them in closing dealer accounts and to -be 
generally at the command of the dealers who 
may require assistance at times in closing 
up some of their larger contracts, a fixture 





















































under Mr. Lane. 


carried a line of desk lamps, of indus- 
trial units, of reflectors and of glass- 
ware. In each of these five groups 
only one manufacturer’s product is 
handled, all sold on a uniform policy 
of strict protection to the contractor 
or dealer. 

An adequate stock of all the fixture 
numbers is kept on hand to fill the 
dealers’ demands on a moment’s no- 
tice. For in effect the dealer sells 
from samples and the jobber’s ware- 
house is his stock room. 

As explained thus far, the plan is 
generally understood. How the dealer 
operates under the plan and the actual 
results that he is able to obtain will 
now be of interest. 

The Norton Electric Co. of Royal 
Oak, Michigan, is a typical suburban 
contractor-dealer working in coopera- 
tion with the Commercial Electric Sup- 
ply Co. Royal Oak is a suburb of 
about 12,000 inhabitants. It is fairly 
new and growing rapidly—principally 
houses with few if any apartment 
buildings. It is practically a continu- 








specialist, P. J. Kirkpatrick, has been appointed to work 


On the ground floor and at the front in the Commer- 
cial building, fixture display rooms have been equipped, 
where a full line of the home lighting fixture manufac- 
turer’s products are exhibited. In addition there are 


Another 


Out of This 


Fixture Business 


Small 
Store of the Norton 
Electric Co., a $40,000 


Was 


Done Last Year. 


ation of the city of Detro’ 
and, with surrounding buili 
up districts, the Norton 
Electric has within th 
scope of its operations 

territory representing pos 
sibly 20,000 inhabitants. 

As seen in the illustra 
tions, the store is not pr 
tentious. The display room 
is approximately 25 ft. deep 
by 15 ft. wide. Yet out of 
this small space a business 
of between $40,000 ani 
$50,000 in lighting fixture, 
was done last year, with in 
dications of a large increase this year. 

This business was done upon an invest 
ment in sample fixtures of about $1,000. 
Practically no stock is carried by the dealer, 
which is one of the cardinal selling prin 
ciples of the plan. A very few of the most 
commonly called for brackets are kept on 
hand, but not of sufficient importance to be 
designated as a stock. 

When this dealer obtains an order for 
fixtures sold through his showing of samples, 
his jobber is notified and the fixtures are 
laid at his door by noon the next day, 
through the agency of a trucking company, 
the dealer paying this cartage cost. This 


service may be said to be invariable. 


The Norton Electric’s line of samples comprises 50 to 


75 numbers. 
The fixtures themselves are of fine quality and artistic. 
The prices to the consumer are reasonable. The busi- 
ness is clean and profitable and is done on a_business- 





Example of a _ Typical 
Dealer’s Fixture Display— 
Esser Bros., Detroit 


The store is neat as a pin and attractive. 


like basis. 

Contrast this with their earlier at 
tempts at doing a fixture business. 
This firm has been a contractor-dealer 
in the locality for 10 years. Until the 
new plan was accepted, they followed 
along the old lines—buying parts from 
this or that manufacturer, assembling 
for each individual job, turning out 
an inferior product and making littl 
or nothing out of it. 

At present the business is about 50 
per cent dealer and 50 per cent con 
tracting. A dozen wiremen are at times 
employed but in addition to them, this 
relatively small dealer is able to em 
ploy with profit a special man whose 
whole work is selling fixtures—prin 
cipally for the new buildings and 
usually through the owner. If a spe 
cial job comes up such as a schoo! 
building or the like, his work is aug 
mented by that of the jobber’s fixture 
specialist or one of the jobber’s sales 
men. Someone is always available 
when the dealer calls for assistance. 

Esser Bros. (Turn to Page 77) 
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Swat the Claim 


Returned Goods and Claims Are the Blood Suckers of Business— 
Some Causes and Some Remedies Cited 


HEN any one phase or part of a business is a 
Wii on the rest, it is appropriately described 
as a “missing cylinder,” or “the weak link in the 
chain,” or perhaps “the cog with a broken tooth.” All of 
these are expressive and efficient in making people think, 
but the present day critic is required to suggest construc- 
tive and workable remedies or forever hold his peace. 
Before corrective action can be taken, a comprehensive 
undertanding of the difficulties and their causes is neces- 
sary. First, what is wrong, 
second, what caused it, and 


significant that for every operation in the original trans- 
action there are three involved in correcting the error. 
The question of what part of all the errors can be fas- 
tened on the customer is only important as a means of 
removing the cause and reducing the number of errors. 
As a factor in transferring claim expense to the customer 
it means very little. No jobbing house can adopt the 
department store slogan: “The customer is always right,” 
but as a matter of policy and custom the jobber shoulders 
the major part of the load and 
the benefit of the doubt goes 





last, what to do? Boiled down 
and condensed, the solution of 
a business trouble lies in the 
way the remedy is applied. All 
the rules and forms in the 
world mean nothing unless 
they are strictly observed. 
Throughout the business 
world, returned goods, claims 
and errors are acknowledged 
as an ever-present, blood-suck- 
ing, money-wasting drain on 
the profits of the business. 
They are not regarded as a 
necessary evil, for the simple 
reason that they constitute a 
larger money loss than either 
bad debts or depreciation. With 





““Q\OME time ago I ordered a 

switch from you and when 
it came it wasn’t what I wanted 
so I sent it back and so far I 
have not received credit.” 
you read this the chances are you 
can reach out your hand and lay 
it on just such a letter. Further- 
more, probably 50 or more dis- 
tinct operations will be necessary 
before he does get his credit. 
Proper rules prevent a part of 
this grief, but are useless without 
religious application. 


to the buyer. Assuming that 
a gradual weeding out of 
errors on both sides will result 
in reducing the losses, the next 
thing is to consider the sources 
of trouble. 
Where the Salesman is to 
Blame 

1. Wrong interpretation of 
the customer’s order. 

2. Delay in getting the or- 
der through; writing it from 
partly legible 


As 


memory or 
“cold” notes. 
3. Promise as to delivery, 
price, or policy which the 
house cannot fulfill. 
4. Unauthorized permission 
to return certain classes of 








the electrical jobber a claim 

is a costly affair because of 

his intermediate position in the merchandising scheme. 
Where the Jobber Loses 

1. Replacement by the jobber where no redress may 
be had from the manufacturer. 

2. Depreciation on returned articles which cannot be 
sent out again as new. 

3. Cancelled orders and lost customers. 

4. Telegrams and postage on unnecessary correspond- 
ence; express, freight and parcel post charges paid on 
returned goods and replacing shipments. 

5. Extra packing expense, material only. 

6. Interest on money tied up while claims are threshed 
out, 

7. Actual money lost through undiscovered mathemati- 
cal errors. 

Any of the above losses can be figured and listed in 
dollars and cents by taking a specific case and running 
it down. Unfortunately the trouble, delay and expense 
caused by errors extends far beyond the line of actual 
money figures. To prove the untold work and worry 
caused by an ordinary error one jobber made a personal 
investigation of the handling of a single claim. Without 
seeking to exaggerate in any way he discovered that 51 
separate and distinct operations were performed between 
the making of the error and the final adjustment. It is 


material. 

5. Quotations or special prices without notifying the 
house or placing on the order. 

6. Accepting return of goods from customer and leav- 
ing same in receiving department without record. 

Where the House is to Blame 

1, Wrong interpretation of the order; incorrect tran- 
scribing and editing. 

2. Haphazard substitution; errors in assembling, pack- 
ing and shipping. 

3. Typographical and mathematical errors by price- 
clerks, billers and stenographers. ; 

4. Errors in quotations; quotations without a record or 
a copy on file. 

5. Failure to notify customer of unusual developments 
or shortages. 

Where the Customer is to Blame 

1. Incomplete or incorrect numbers, sizes or descrip- 
tions given in ordering by the “guesswork” system. 

2. Returning material without notifying the house or 
placing identifying marks on the package. 

3. Returning material without authorization, knowing 
that same is required. 

4. Returning common material bought from another 
house. 

5. Returning material with identifying marks and noti- 
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fication but without necessary information as to time of 
purchase, etc. 

























6. Returning material in bad shape from lying in the 
customer’s shop, or through his poor packing. 
7. Returning materials after six months or a year. 


8. Making his own adjustments and arbitrary deduc- 
tions, including cash discounts. 

9. Failing to answer specific questions from the house. 

In addition to the causes enumerated there are the 
errors on the part of the various carriers handling mail, 
express and freight shipments. Although these claims 
are supposed to be settled without loss or inconvenience 
to the jobber, such is not the case, chiefly because the 
customer insists on dragging his supplier into the fray as 
an ally. Also the jobber replaces a great deal of defec- 
tive material which he is entitled to return to the fac- 
tory, but which never gets there, being shoved aside and 
forgotten, to finally land in the junk barrel. 

Probably the most noticeable feature of the claim de- 
partment is the tremendous amount of correspondence it 
takes to settle a single dispute. The ever growing bundle 
of documentary evidence may include everything from a 
bill-of-lading to an affidavit, or it may be a straight dia- 
logue between the claim man and the customer. A cer- 
tain percentage of this is necessary, but in one regular 
case it was proved that, out of 11 letters, eight were 
absolutely uncalled for and need never have been written 


if the dealer had told the whole story when he returned 
the goods. 

The style of customer’s letter which forms the begin- 
ning of a long correspondence goes something like this: 
“Some time ago I ordered a switch from you and when 
ii came it wasn’t what I wanted. So I sent it back and 
so far have not received credit. Hoping to hear from 
you, etc.” It is possible to get complete information in 
one letter, but the probability is a man writing as this 
one did will answer one question per letter until the 
affair is disposed of. 

Remedies 

Taking up the subject of remedies‘ and going back to 
the very beginning it is obvious that the first chance for 
an error is when the customer is being sold. What is 
essential to the completion of this stage of the journey 
without a hitch? The answer is, not only must there be 
a clear and thorough understanding between the sales- 
man (or the house) and the customer, but the agreement 
must be one that can be fulfilled without doubt or ques- 
tion. The next lap of the race is a longer one, carrying 
the order clear through the house at the mercy of not 
two but 20 people. No cure-all or preventive can be 
prescribed here except eternal vigilance, up-to-date 
methods and double checking. 

Granting that every possible precaution has been tak- 
en to prevent mistakes before shipment, there remains 

the large portion of lost motion, (Turn to Page 80) 
































NE of the most ambitious engineer- 
O ing projects attempted in recent 
years is the building of the Hud- 
son River vehicular tunnel, which will 
link New York to New Jersey. There 
will Actually be two tunnels, one for east 
bound and one for west bound traffic. 
Each will be 29 ft. 6 ins. in diameter, and 
9,250 ft. long. The roadways will be 20 
ft. wide and have an overhead clearance 
of 18 ft. 6 ins. The rest of the space 
will be required for the ventilating sys- 
tem, which consists of air ducts at the 
top and bottom of each tunnel. 
One of the most difficult problems in 
connection with building the tunnel has 
been proper illumination. The _ illumi- 
nating engineering laboratory of the 
Westinghouse Lamp Co. recently became 
interested in this problem and began a 
series of experiments to determine the 
best possible lighting system. In order 
to study all suitable systems of illumina- 
tion under approximate operating con- 
ditions, an exact model of the tunnel on 
a scale of one inch to one foot, and 10 feet, 
long was constructed in the Bloomfield 
plant. Exact replicas of the proposed 
lighting units were installed in this 
model, furnishing an amount of light 
corresponding accurately to the desired 
illumination. The model tunnel, pictured 
here, is complete to the very last detail. 




































The physical features of the tunnel are: (1) Ventilation—Air completely renewed 42 times per hour, transverse ven- 
tilation, no longitudinal movement of air; (2) Exhaust ports every 15 ft. throughout; (8) Telephone and telegraph 
cables, annual income $100,000; (4) Fire extinguisher; (5) Water supply pipe; (6) Continuous fresh air supply to road- 
way; (7) Fresh air flues every 15 ft. throughout; (8) Fresh air duct running through the entire length of the tunnel; 
(9) Exhaust air duct running through the entire length of the tunnel; (10) Tunnel segment, weight 3,000 lbs.; (11) 
Weight of complete ring 21.6 tons; (12) Concrete; (18) Sidewalk; (14) Power cables for operation of tunnel; (15) 
Fresh air expansion chamber; (16) Fresh air flues every 15 ft. throughout; (17) Drain. 
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The cost will be $42,000,000. 
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Getting Industrial Plant Business 


A Jobber’s Salesman Gives Some Facts Out of His Experience— 
It Comes Hard and Pays Big 


HOUSANDS of years ago Confucius said: “Deep 

in the hardest rock lie the world’s most beautiful 

jewels.” Today the modern philosopher says: 
“The fruit that tastes the sweetest hangs highest on the 
tree.” Thousands of variations of the proverb have been 
handed down in every language. All mean the same 
thing—that the most desirable things in life are difficult 
of attainment. That this applies to business success in 
general, and specifically to the electrical purchases of 
industrial plants, is the opinion of a jobber’s salesman 
who has had more than ordinary success in selling that 
class of trade. 

The industrial from the electrical salesman’s stand- 
point is quite different from the dealer buying for resale. 
The factory, brewery or mill keeps only a nominal emer- 
gency stock of wire, fuses, lamps and other replacement 
material. While the replenishing of this stock is a sub- 
stantial item, yet the big deals are on material for new 
installations, changes and additions and _ break-downs. 
Thus at the very start the salesman is put on his mettle, 
he cannot be an order-taker and stand high with indus- 
trial buyers. He must become so familiar with the plants 
and their workings that he can anticipate requirements 
in time to be on the job with his very best efforts. 

Industrial plants are very desirable and _ profitable 
accounts for many reasons. Their credit is usually above 
reproach, discounted bills being the rule rather than the 
exception. Their systems are clear and strictly adhered 
to, doing away with muddled claims and misunderstand- 
ings. Their requirements, while somewhat affected by 
seasons, are heavy and run into big money. They like 
to buy low if possible, but are thoroughly sold on quality 
because the material bought is all for their own business 
and no risks can be taken. The very nature of their re- 
quirements demands excellent service. This raises the 
competition to a higher plane for the livest firms. 

According to the salesman interviewed it is hard to 
classify the buyers for industrial plants or lay down any 
set rules for dealing with them. Conditions vary greatly 





and must be met with special methods. Because every 
plant has a purchasing agent, for instance, it does not 
follow that the salesman should concentrate on him alone. 
The P. A. is a mighty busy man and usually brainy 
enough to welcome assistance from below in providing 
quality material for the plant. In any case it behooves 
the jobber’s salesman to seek the acquaintance and friend- 
ship of everyone about the plant who comes in contact 
with maintenance affairs. The opinions and recommen- 
dations of electricians, superintendents and engineers 
are not only important but usually final in the choice of 
material. This is because they are the ones to use the 
equipment and have won the confidence of their superiors 


by the results of their judgment in the past. 


Another reason for cultivating friendships about the 
works is the fact that promotions are always in order and 
the assistant of today may be the chief tomorrow. Sub- 
ordinates who have been well-treated and consulted re- 
member the salesman after they step up. One instance 
of this was the cultivating by our salesman friend, of a 
young man in the purchasing department of a certain 
plant. Without any ulterior motive and never dreaming 
the youngster would rise so suddenly, the salesman grew 
interested in him and won his complete friendship. Some 
time later the purchasing agent left rather abruptly and 
the young fellow who had studied the game was promoted 
to the position. The same thing happens now and then 
among the electricians, and the salesman who has sin- 
cerely tried to help them “is in good all the way.” In 
connection with the above story, radio was pronounced 
to be the shortest way to the heart of the industrial em- 
ployee, assistance in buying as well as advice being very 
welcome. 

It is important to watch out for a certain type of 
roughly dressed individual who may resemble a truck 
driver and prove to be a mechanically-inclined vice- 
president or a visiting expert. Again it may work the 
other way as witness the experience of our contributor, 
who spent five minutes explaining his visit to a pompous 
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person in brown overalls in the courtyard of a brewery, 
only to find the handshaker was an intruder and wanted 
the “loan” (?) of a quarter. In spite of this experience, 
safety first is the best system in greeting folks around 
the plant. It also follows that mixing with the men on 
their own plane, being interested in their hobbies and 
earnestly trying to help solve their problems will carry 
a man far, 

Many plants have experts who have come up from the 
ranks by means of their uncanny ability to make im- 
provements in the conditions 


the dark season when lighting conditions are more bal- 
anced. In the summer when the factory still uses arti- 
ficial light at times during the day, the ratio jumps to 
80 to 1 represented by 4,000 industrial burning hours 
against 50 in the homes. 

Industrial requirements cover nearly all electrical ma- 
terial, but certain lines are naturally out in front. Where 
the machinery is driven by electric motors the new and 
replacement material between the line and the motor 
runs into big money. The motors themselves mean much 

when changes are made or 





and operating methods. They 
are paid big salaries to de- 
vise means of speeding up the 
work, make it safer and there- 
by improve the quality of the 
product, at the same time re- 
ducing the cost of manufac- 
ture. The confidence of the 
plant “Edison” means much to 
the jobber’s salesman. Not 
only is he a source of advance 
information as to contemplated 
improvements, but his word is 
usually law when the time 
comes to select material. His 
judgment is good and his de- 
cisions snappy. He is not so 
much concerned as to price, 
but can sce a defect in a sys- 
tem or class of goods at a great 
distance. His habits and hours 
should be carefully learned 
and his friendship cultivated. 

As to stunts and special 
ways to build up the volume 
of business in a plant, the first 
to be used is “filtration,” i. e., 
slipping in a few high-class 


terial. 


affairs. 


tract, etc. 





HE industrial from the elec- 

trical salesman’s standpoint 
is quite different from the dealer 
buying for resale. The salesman 
is put on his mettle from the 
start and as merely an order 
taker cannot stand high with in- 
dustrial buyers. 

There are many people around 
the industrial plant to cultivate 
besides the purchasing agent. 
The latter is generally brainy 
enough to seek assistance from 
below in providing quality ma- 
So the salesman should 
seek the acquaintance of every- 
one in contact with maintenance 


Many ways exist for getting 
into these plants on the right ba- 
sis—as by the process of “filtra- 
tion,” by means of the lamp con- 
While the resistance 
is stiff, the reward is generous. 


units added. Lighting instal- 
lations of standard units are 
eagerly sought by the jobber’s 
salesman, who wins _ three 
ways. If the factory is young 
and additions are to be made 
later, the salesman making the 
first installation of modern 
units can figure on his line be- 
ing standard for the additional 
rooms or buildings. If he gets 
his line tried out in a factory 
full of old units, it is safe to 
expect the speedy changing- 
over of the whole lighting sys- 
tem. Again if he merely man- 
ages to place a substantial in- 
stallation without a chance to 
equip the entire plant, he at 
least has broken into the big 
league and gained a new ac- 
count. 


In closing sales on special 
installations, or inducing the 
boss to change the equipment, 
showing him an absolute ben- 
efit or a saving at the psycho- 
logical moment will generally 








special lines controlled by the 

house represented. To illustrate, if the salesman can 
sell a quantity of hard-service cord or a certain brand 
of reflector or lighting unit, the fact that these give un- 
usual satisfaction will assure their continued use. Being 
sticklers on quality, the industrials are loath to change 
horses in the middle of the stream. Thus it becomes a 
habit for the electrician to order so many more of a 
certain lighting unit or so many feet of such a cord, etc. 
The presence of his special brands also helps the sales- 
man on new orders by inspiring confidence in his wares. 


Lamp contracts with factories form about the best 
tie-up possible for pulling other business. In addition 
they are highly profitable because of the constant neces- 
sity of replacement. This is not only natural but is 
expected. A lamp is really a commodity which is grad- 
ually consumed by heat. As soon as it is put in the 
socket the inevitable consumption begins working towards 
a repeat order. Considering the steady use of lamps 
in factories will give some idea of the immense value 
of this part of their business. Making a liberal allow- 
ance for the time lamps are burned in average homes, 
1,000 lamps of various sizes are kept burning 8,000 hours 
a day in the industrial plant against 150 hours for 1,000 
lamps in homes or a ratio of 53 to 1. This is based on 





do the work. “We can’t afford 
these new lights,” said a plant superintendent who had 
full. authority. ‘We have spent a lot of money lately 
and we have to watch the pennies for a while.” “I’m 
glad to hear you say that,” returned the salesman quietly, 
“because I’ve just been watching a bunch of pennies 
getting away from you.” He then showed the super- 
intendent certain men here and there leaving their ma- 
chines and carrying fine work to a window. It did not 
take much figuring to show the size of the leak, which 
was stopped with an installation of better units. 


> 


It takes years to work up industrial business. The 
resistance is stiff and the way leads through a maze of 
hazards, but the reward in the end is permanent and 
generous. The business friendship finally resulting is 
built on all the things that go to make up a smooth trans- 
action—price, quality, service and confidence. When the 
business has been properly nursed along, there comes a 
time when the salesman forgets the slow progress, diffi- 
culties and problems. By industry, diplomacy and 
square-shooting only can this rich vein be tapped, and 
when pay dirt shows after every blow, the salesman can 
be justly proud of the victory because he has followed 
the line of greatest resistance. The industrials are forced 
to wear thick armour to avoid (Turn to Page 90) 
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The Self-Starter Salesman 


Electrical Goods Are Strictly Modern and Up-to-Date—It Would Seem’ That 
the Electrical Jobber’s Salesman Should Reflect Something 
of the Quality of Electricity 


By FRANK FARRINGTON 


in the morning. Their energy and ambition are 

below par the fore part of the day. Some sales- 
men are naturally lethargic at all times. 
men need constant stimulation from 
the house to keep them producing 
anything approaching capacity re- 
sults. They have to be spurred on 
by pep talks and speed-up letters. 
Then there are other salemen who 
seem to possess that vital spark that 
sets them off regularly on their own 
initiative. 

Three traveling salesmen were 
standing by the newstand near the 
foot of the steps into the trainshed 
in the Cincinnati Union Station wait- 
ing for a B. & O. train. It was seven 
o'clock in the morning and they had 
got out early to get the seven-fifteen 
express. They were gloomily dis- 
cussing and cussing the fact that the 
train was reported an hour late. 

“If we'd had sense enough to find 
that out before we left the Sinton we wouldn’t have had 
to rush off with nothing but a cup of coffee and a roll,” 
said one of the three. The others were agreeing with 
the speaker when a fourth man came down the steps 


S OME salesmen find it hard work to get under way 


Some sales- 


and recognizing the group as fellow traveling men, 


asked about the train. 

“An hour late and probably more,” he was told. 

The newcomer whistled. 

“We might just as well go back up and sit down and 
be comfortable,” suggested the one who had complained 
about missing breakfast. 

“Not me,” said the last arrival. “I’ve got to beat 
it. I can’t wait all day for this man’s railroad to move. 
I'll make an interurban connection.” He hurried off 
toward the street car line. 

“Grocery salesman, probably,” said one. of the trio. 
“Got to get to his customers before they order their 
codfish and sale molasses from his competitor. Nothing 
to that business of rushing around all the while. A 
fellow soon wears himself out like that. He’s new on 
the road, I’ll bet.” 7 

“He’s a green man all right,” agreed one companion. 
‘Probably hasn’t got any customers yet and is afraid 
everybody’ll go out of business before he makes a sale.” 

The three acquaintances sat and smoked until their 
train was finally announced, and now and then they 
made humorous remarks about the new salesman. 
Meanwhile this man who wouldn’t wait was making 








his way toward his destination. He reached there by a 
rather roundabout route at 11 o'clock and was in time to 
see one customer before noon. He found this dealer 
ready to add radio equipment to his line and sold him 
his full initial order and walked into 
a restaurant for lunch just as the 
acquaintance of the morning who had 
picked him for a grocery salesman 
instead of the electrical jobber’s 
salesman that he was, was ordering 
a meal with a view to making up for 
the breakfast he had missed. 

“Well,” said the electrical sales- 
‘man, as he recognized the other, 
“you got here after a while, I see. 
I didn’t know you were coming here 
too.” 

“The train was nearly two hours 
late getting here. I guess I might 
better have come along with you at 
that. Done any business?” 

“Why, I just sold the Flanders 
Electrical Co. a stock of radio stuff. 
They’re just starting that line. I 
had a tip they were going to buy and I was afraid 
somebody would beat me to it.” 

The other saleman looked up from the baked potato 
he was fixing, eyed the speaker in amazement, laid 
down his fork and exclaimed, “Well, I'll be damned!” 

“What's the matter? Aren’t those people good?” 

“Good! I'll say they’re good. They’re so good I 
was expecting to land them for that initial radio order 
myself. In fact I had and inquiry from them in my 
pocket. And I loafed away the forenoon and let you 
get in ahead of me.” 

The defeated salesman seemed to lose his appetite 
and soon paid his check and left. 

“That’s the way with a lot of fellows that care more 
about riding on the most comfortable train than about 
getting the business,’ said the successful electrical 


‘ jobber’s salesman to himself as the other went out. 


“It may look green of me to rush off for a roundabout 
electric road when the other roads aren’t running on 
time. I don’t suppose the sales manager would have 
had anything on me if I’d waited and come by the 
B. & O., but there’s too many other fellows after the 
business. I’d rather do my resting after I get the day’s 
work done than before it begins.” 

I sometimes think the jobber’s salesman is more 
likely to jog along over his route, following about the 
same routine trip after trip, taking about the same 
trains, waiting for them if they’re late, than the manu- 
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facturer’s salesman whose job has less of regularity 
about it and often has inquiries in his pocket that take 
him on definite leads. 

But there is certainly plenty of reason for the jobber’s 
saleman being alert and ready to make a quick, even 
an unexpected move, if occasion demands. The great 
thing is for the saleman to have the initiative to jump 
when opportunity of- 


of them took an ocean trip on a troopship. 


Yes, I realize there are railroads on which the serv- 
ice is always bad, though you pay enough to be en- 
titled to good service. A man may have a right to 
kick in such instances, but the way to do that is to 
resister an official complaint and then shut up. To go 
along complaining to everyone, finding fault with rail- 

way employes who can- 





not help _ conditions, 





fers, without waiting 
to be urged. 
The self-starter 


salesman observes all 
the instructions he 
gets from the house, 
but he keeps his eyes 
and ears open and 
when he sees an op- 
portunity to make a 
clean-up, he doesn’t 
wait to be urged ahead. 
He goes to it. Some- 
times it requires the 
entrance of a new and 
active competitor in 
the field to stimulate 
the old timer into 
greater initial activity. 


When a_ jobber’s 
salesman allows him- 
self to slow down, to 
get into the habit of 
considering comfort . 
and convenience more 
than orders, he may 
get to where he is not z 
even responsive to the 
stimulus of the sales 
manager’s efforts. 
Even an_ electrical 
salesman may develop 
a case of mental hook- 
worm if he allows him- 
self to get into a rut. 














feeling and acting sore 
about train service and 
coach conditions, is to 
keep up a mental stew- 
ing which prevents 
hundred per cent brain 
function in selling. 


Physical _ condition 
has more to do with 
successful selling than 
some salesmen realize. 
A man may keep him- 
self dull and short of 
energy without getting 
actually sick, just by 
failing in proper care 
of himself. To overeat 
and undersleep, to al- 
low the intestines to 
become overloaded 
with poisonous waste, 
is never to be a self- 
starter. The physic- 
ally lethargic men are 
mentally slow and they 
have to be _ pushed 
along constantly by 
the efforts of the sales 
manager. It is worth 
while to know that 
when the sales manager 
discovers that a sales- 
man will not start him- 


self, he is likely to de- 



































It is hard work for a 
salesman to start him- 
self off daily with an 
energetic effort to make that day the greatest possible 
success if he is lacking in physical energy. A salesman 
ought to feel physically fit in the morning. It is the 
man who is right on his toes who feels compe- 
tent to handle any situation that may arise, and it is 
such men who are able to take the business world by the 
neck and shake out the orders. 

It means little to such a man to ride in the poorest 
train on the road, or to joggle cross country over a 
rutty highway, so long as he gets to where he wants to 
go and gets there in time to land the order he wants. 
Yon don’t hear these alive, active, self-starting sales- 
men complain because there is no parlor car on the 
train. They are so anxious to get along that they for- 
get about the discomforts of travel. 

Unfortunately there are others. There were some 
traveling men who even complained about the lack of 
travel luxuries during the war. Needless to say none 





“‘He’s a Green Man All Right,”’ Agreed > One Companion. 


cide that he might 
better be replaced with 
a more active man. 

I don’t know whether there is anything in the sort of 
goods a salesman handles that ought to be an index to 
his characteristics, but it would almost seem that 
everyone would expect a salesman selling anything 
electrical to reflect in his own actions something of 
the quality of electricity. And electrical goods are so 
distinctly modern and up-to-date that dull, sleepy sell- 
ing methods, and lazy, slow going salesmen certainly 
cannot appeal to the men in that trade. If there is any 
kind of salesman who ought to be a self-starter it is the 
salesman representing an electrical jobber. 

I have heard a good many men say they weren't 
going to work themselves to death just to get a little 
more business right now on this trip, but I never heard a 
self-starter talk like that, and I never knew one of those 
careful men who was in any real danger of doing too 
much work even if he did all he was urged to do and 
more besides. (Turn to Page 92) 
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Eternal Problems 
of the 


Sales Manager 





Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 













F. S. Hagerman, Sales Manager, The 
Electric Appliance Co., Chicago, Who 
Gives Views on Six Major Problems. 





ing Sales Managers 








Basis of Compensation 


' , / ITH straight salary and expenses as a basis, the 
salesman’s earnings are only limited by his abil- 
ity to develop his territory and build up the busi- 
ness. After salary the most promising possibility is in a 
percentage of the gross profit computed at the end of the 
year, the rate being determined by location of territory. In 
addition every man reaching his yearly quota or “bogey” 
receives a substantial cash prize. Still another means 
of boosting his compensation is the regular monthly prize 
system which brings a cash reward for selling certain 
specialties which the company desires to push. The 
benefit and. possibilities of this last system can be seen in 
the fact that the high man in 1923 received $608.00 in 
monthly prizes. Out of 30 men all told, the twenty- 
fourth on the list received $107.00. To keep the men 
thoroughly informed as to their progress, a monthly state- 
ment is compiled and forwarded to each man. 

This addition of cash prizes has proved beneficial in 
many ways. It helps morale by transforming the trans- 
action of ordinary business into an exciting race with 
desirable awards available to all entrants, a source of 
added income through special effort. In addition the 
proper selling intensity is assured for the leading lines. 
The territorial quota is one definite goal for which to 
strive. The monthly prize system is simply a follow- 
through, providing a number of definite marks to shoot 
at. 

Methods of ‘“‘Working”’ the Salesman 


The Electric Appliance Co., in training its men, has 
sold them the idea that each man is in business for him- 
self and that the house is merely his shipping department. 
He is of course, subject to regulation as to what prices 
he can quote, credit rules and lines handled, beyond 
that he is expected to operate as a jobber should and 
build up his own business. He is not asked why he 
did not call on John Jones or why he goes to Pumpkin 
Center twice a month. He is expected to produce legiti- 
mately an amount of business in keeping with the charac- 
ter of his territory, and to make reasonable progress. 


This does not mean that he must go it alone; in addition 
to assistance from factory men the house provides a 
man to concentrate on heating appliances and all spe- 
cialties. This specialist makes the rounds of all territories 
and everything he sells is credited to the salesmen. 

As to territorial lines, the system in use necessitates 
strict adherence to boundaries. Both road and city men 
are assigned to definite geographical districts. The only 
exceptions ever made are in isolated cases where a city 
customer moves out of his district and has become sufi- 
ciently sold on his regular salesman to insist on his re- 
This practice is not encouraged or overdone, 


As pre- 


tention. 
being employed where absolutely necessary. 
viously stated, the location of the territory and its poten- 
tial market are considered in determining the percentage 
of the gross profit accorded the salesman, also in 
setting the “bogey.” To keep this quota idea constantly 
alive the monthly statement is issued, showing what has 
been accomplished. On the same order, but with the 
human touch added, is an attractive folder in the four- 
page letter style, called the “Bulletin Board.” Here are 
found each week breezy paragraphs of noteworthy sales 
in the different territories, mentioning the salesman’s name 
in each case. This bulletin has the effect of calling atten- 
tion to different lines or specialties so that none will be 
inadvertently neglected. 


Co-operation with Credit Department 


The company regards the credit man as one of its 
best salesmen. His ability as a business builder naturally 
results in close co-operation between the sales and credit 
departments. The word of the latter is final but deci- 
sions are not arbitrary and a reasonable request usually 
results in a proper tempering of the wind. For the sales- 
man’s information a copy of every credit letter going into 
his territory is included in his regular mail. He recipro- 
cates by making his credit data on new customers as 
complete and accurate as possible and of course is always 
ready to collect a slow account when the personal touch 
is needed. An instance worthy of mention was the noti- 
fying of all the salesmen a month before the closing of 
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the fiscal year that the collection of all accounts due 
would be appreciated. The response consisted of a hard 
thirty day drive which brought in a majority of the 
accounts mentioned. During the year it is sometimes 
necessary to write a salesman that one of his accounts 
has reached its limit and request his assistance. 


Salesmen’s Reports 


Salesmen’s reports are considered important more as to 
their accuracy and completeness than as to the number 
turned in. Because of this the only report required from 
a salesman in addition to itinerary and expense is a 
weekly tabulated statement showing how much business 
in dollars and cents he has done. It is understood that 
it is necessary from time to time to make special reports, 
covering lamp business, prospects, deals pending, etc. 
These special reports require no form as the salesman will 
not need a reminder in any case where a few lines to 
the house will mean business a little later. 


Automobile Operation 
The driving of a car in the company’s service is op- 
tional with all the salesmen. The company believes driv- 
ing preferable but recognizes the fact that in some parts 
of the territory the men do not care for it. Another place 
where a car would be a drag rather than a benefit is the 


“loop” district in Chicago. The road men drive their 
own cars, the company financing them when desired. 

All upkeep, gas, oil, tires, etc., necessary to keep the 
car running well, are paid for by the company. In addi- 
tion the salesman is paid a fixed monthly allowance for 
depreciation. In the city of Chicago a different deal is 
made, the house owning the car. The entire system of 
automobile operation has proved suited to the conditions 
and territories. The salesman is relieved of considerable 
worry and figuring, while the house gets excellent service 
out of the cars. No suggestions or restrictions as to 
distance are made, results counting here as in other ar- 
rangements already mentioned. 


Sales Meetings, Conferences and Schools 


One annual general sales conference is held between 
Christmas and New Years. During this meeting, as a 
part of it, there is held a session attended by the credit 
man, and other department heads, for the purpose of 
constructive discussion between the salesman and the 
office. Three or four times a year all local men, (those 
within 200 miles of Chicago), are called into conference 
for a day or two. Every two weeks the city salesmen, 
both supply and automotive, meet to compare notes and 
makes sales plans. Another fortnightly meeting of un- 
usual interest is that of all de- (Turn to Page 41) 


























tributing Co., San Diego, Calif. 








The Four Jobbing Corners of America 


In the upper left-hand picture is S. E. H. Smith, Superintendent of 
Supply Sales, Canadian General Electric Co., Ltd., Vancouver, B. C. 
Twenty-five hundred miles to his right is A. L. Brown, district manager, 
Northern Electric Co., Ltd., Halifax, N. S. Next, after a 2,000-mile 
drop, we are greeted by the sunny smile of Paul F. Schmidt, manager, 
Florida Electric Supply Co., Tampa, Fla. 
brings us face to face with three members of the Electric Supplies Dis- 
To call on these four jobbers a sales- 
man would travel 7,500 miles and be on the road almost three weeks. 


Another spin of 2,500 miles 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 




































































































































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES MARKET PRICES MARKET PRICES 
Jan. 15 to General Jan. 15 to General Jan. 15 to General 
COMMODITY Feb. 15 Trend Feb. 15 Trend Feb. 15 Trend 
BlalslelalElgislelSiziElzlalsl3iai: 
SielelBlalsSidsielaelRlals Ole |e |e] a a 
Transformers, insulators, distribution equipment 3}15]} 4] 0/21] 1 6;19} 5] 1|29] 0O 0; &5|] 5&5] 0/10] O 
Poles and pole-line hardware .................. 7) 12; 5;10/12] 2] 10|16; 3/18/11] 0 1; 4] 5] 2] 8] 0 
Switchboards and accessories .................. $115} 6] 1] e@38] 0 1/14] 12] 0} 27} 0 a4 ST St it St e 
Motors and control apparatus ................. 4};16/ 5| 3] 2] 0O 3}16] 8] 0; 27) O 0; 6] 5] 0} 11] O 
| ETE UT RTT SE PT SET TT ee wih 2/ 6)/@4] 0}, 17; 16] 1 1 | $2 1 si 7 4 1;12); 0 
I vice cnkececncesesnccsccceen 17} 14] 1] 2/7] 83]1 17; @] O| 2) 84] 1 5} 6] 1] 2/10] 0 
CoE oon os ois oc cc been ese seumns 24) 8/ OO} 6fe5}] 1/3117) 17] 8] 8] 84] O $8}; 8] 2] 2/11] 0 
ee a rere ae 23 9; 0 9 | 20 8 || 15 | 21 1 5 | 29 3 3 8 2 7 6 0 
We er a ieces cas bedecnwads OueeN 14 | 18 + 4/19 8 || 17 | 17 2 4 | 23 9 3 t 6 2i 11 0 
EES RO Pe ee EE PE eee 24 8 0; 3| 7] 22 ij 23{ 11 1 4/10] 23 9 4 0 1 3 9 
III. oo asci cece doceds cen cewen 10; 18/ 8| 2/29] o|] 7/2] 5{| 1/36] 1 0}; 8| 4] 0} 12] 0 
Commercial lighting units. .................... 14/} 9/| 8| 2| @| 2 8|20|; 6; 2] 81); 1 2; 6|] 8$}] 1/10] Oo 
Residential lighting units...................... 9/12} 2] of] 2] 1] 4/14] 6] 2] 2@] off 1} 6] 3s} 1] 8] 1 
Street lighting equipment...................... 2; 7/10) 0/19] oO I] Ti; @1 @ oi Ff St @F St 3 
Heating appliances .............cc000 sesees 10/17|/ 4] o|e@7] 4|| 9} 21] 7| S]s0}] 4// 2] 9] 2] of 13] o 
Motor-driven appliances ............4.2. concl GEIST el 61a 3 4} 9/18] 0; 25] 1 0; 6; 4] O; 9; 1 
ee oa te Aa vlals wie ute a ia patie aconine + 4/14 0 | 22 0 4 5/15 Wnt 24 Bids 1 0 8 Baa 9 0 
Peek he ate ha ita o tere ersten Kicleruala eye Bain 3 0; 1 9 | 10 |} 2 3 1 0} 15 Band Rel ee: 0 0 6 4 
Flashlights and batteries...................... 15}12] 2| 2/|]24|] 3]||18|18] 1 86 ea & 4 6} 2] 0/12] O 
Telephone equipment....................5000- 2} 6] 8] 0/16] 0 1] 6/15 Bas Rad Bad eA 4} $3] 0}; 7; O 
IIR 5 alec hsas esdmeaendadewsdud Sul 2.) Si 1s 4 bw 5 bid hed a Sil had Bs Ba fs 0 
gl hee een ern eee nea Sone Se er Ee 10112 1 £: 36 21119 | 15 0 1' 88 0 2i il 0 2/11 0 





*EHastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla 


homa and Texas; Central States all between. 
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Enjoyment, Contentment and 
Achievement 


By DR. FRANK CRANE 


HERE are three words which seem 
to express the three types of civiliza- 
tion which the world in all the past 
generations has been able to work out. They 
are Enjoyment, Contentment and Achievement. 

We might say that the 
ideal of life in Europe is 
Enjoyment, in the Ori- 
ent Contentment, and in 
America Achievement. 

Of course there are in- 
finite exceptions to this, 
but as broad generalities 
they may hold. 

The European who 
works looks forward to 
the time when he shall 
have laid up enough 
money to enable him to 
quit work and _ devote 
himself to enjoyment. 

He is still more fortu- 
nate, or so both he and 
his fellows deem him, if 
he does not have to work 
at all, but can live on the 
money that his father or 
his grandfather left him. 

So ingrained is this in 
the European mind that 
a man can hardly be 
called a noble so long as 
he has to make his own living. 

The corollary of this is that work is a mis- 
fortune, that the great masses of people who 
have to work are out of luck, and that only 
those people work who are so unfortunate or so 
stupid that they are not able to live upon the 
labors of others. 

Most of the literature that comes out of 
Europe treats of the lives of idlers, of those 
who devote themselves to sports or to the arti- 
ficial amusements of what is known as society. 

This explains why Socialism is so strong in 
European countries. As a theory it is illog- 
ical, but the real force of it is a protest against 
idleness as an ideal. 

In the Orient the ideal is Contentment. Bud- 
dhism, the prevalent Eastern religion, empha- 
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sizes this virtue. The great toiling masses live 
in conditions of unspeakable poverty, yet in 
the main are cheerful and contented. 

This makes plain in a measure “the lure of 
the East.” 


For a person coming out of the 
turbulent conditions of 
life in the West and 
finding in China a vast 
population that is docile 
and peaceful, there is a 
certain charm, especially 
when he can live in lux- 
ury and keep many serv- 
ants at little expense. All 
of us love to be coddled, 
and when we can have a 
whole nation coddle us 
quite as a matter of 
course the sensation is 
appealing. 

In America we find 
neither Contentment nor 
Enjoyment as ideals. 
The mainspring of every 
American is A chieve- 
ment. He thinks he is 
born to do something and 
he is not happy unless he 
is doing it. 

That class of Ameri- 
cans who imitate the EKu- 
ropeans and spend their 
time in sports, amusements and social dawdling, 
are regarded by the general public with more 
or less contempt. It is not fashionable in 
America to do nothing. , 

The American is proud of making his own 
money, and is a little bit ashamed if he is living 
on money that someone else has made. 

An American could not be contented with 
the content of the Orient. He has born in him 
a divine discontent, urging him to achievement. 
This discontent may make him in a measure un- 
comfortable. But it would make him infinitely 
more uncomfortable if he did not have it. 

The future war of ideals in the world will be 
between these three contestants, Enjoyment, 
Contentment and Achievement. 

It will be interesting to see which will win. 
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Pictorial Review of Electrical Developments 


This electric lamp is so small that it is 
officially listed as “The Grain of Wheat” 
lamp. It is but 4 inch in diameter and 
uses current at but 1-5 of a volt. It is 
estimated to give 4, candlepower of light. 
The light is used for medical purposes. 











The little brick house in the village of Milan, near Sandusky, Ohio, in 
which Thomas A. Edison was born almost 77 years ago was electrically 
lighted recently for the first time. Until then, the kerosene lamp held full 
sway. The house, with approximately one acre of land on which it stands, 
is owned by Mr. Edison, a second cousin of whom, Miss Marietta Atwood, is 
the occupant.—Underwood & Underwood. 





Interior of the new Central Market of Newark, N. J. This is lighting and electrical job in the city of Newark accomplished 
a building 750 ft. long by 115 ft. wide and furnishes a back- in 1928. A more complete description of the remarkable instal- 
ground for splendid lighting effects. It is probably the largest lation will be found in the “Illumination” department. 
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The very last word in cigarette lighters for the automobilist is shown here. It is 
both a container and lighter. Push down the lever and a cigarette is brought down 
from the container, lighted and presented to the driver. One hand, only, is required. 
It eliminates the necessity of slowing down to light up and cuts out one cause of driv- 
ing accidents.—Underwood § Underwood, 











An interesting view of the General Electric loco- 
motive shops at Erie, Pa., is presented below. In 
the foreground is an oil-electric locomotive and be- 
hind it in the various stages of assembly are three 
switchers for the Paulista Railways. Beyond are 
some of the heavy duty locomotives for the Mexican 
Railway electrification and a 3,000-volt multiple unit 
car. 

















Army Signal Battalion in 
radio drill. Company B, 10Ist 
Signal Battalion, N. Y. N. G, 
are keeping abreast of the times 
in radio construction and oper- 
ation. They hold regular drills 
in the 71st Regiment Armory, 
N. Y. C. Photo shows field 
radio set in operation under 
the direction of Lt. M. F. Nor- 
ton.—Photograms, 
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In this sphere, 38 inches in diam- 
eter, candlepower measurements of 
incandescent lamps are made to sup- 
ply standards for lamp manufac- 
turers and the public. The in- 
tegrating sphere is used in measur- 
ing the mean _ spherical candle- 
power, that is the candlepower in 
all directions. Donald Detwiler is 
reading the photometer—OUnder- 
wood & Underwood, 





C. S. Clay and F. J. Carraher, store 
keepers of the Mountain Electric Co., 
Denver, “fishing” on horse back on 
the Cache Le Poudre River near Ft. 
Collins, Colo., about 80 miles from 
Denver. 


The first beauty contest to be held 
by radio in the Crosley studio, Cin- 
cinnati, on St. Valentine's night. 
Votes were cast from all over the 
world and the winner announced at 
midnight. Mary Costello, Helen 
Hamilton, Mathilda Brooks and Sta- 
tira Childress are the contestants in 
the WLW broadcasting novelty. 
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W. B. Satterlee 


President, Columbian Electrical Supply Co., Kansas City, Mo. 
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MEN YOU SHOULD KNOW 


W. B. Satterlee, 


in Kansas City who knows the subject of this sketch 

intimately. In speaking of Satterlee he stressed 
several characteristics. According to his testimony, Sat- 
terlee is one of the best posted men on financial matters 
in the city and stands high in the opinion of its banking 
fraternity. He is always out after the “big game’ and, 
as the saying goes, can see 


Tee is a man high up in the electrical business 


President, 
Columbian Electrical Supply Co. 


going through the factory and becoming familiar with the 
whole overhead material line, which even then was an 
extensive one. A short time was then spent in the St. 
Louis office under Ed Brown, becoming familiar with the 
branch office routine. This company is nothing if not 
thorough. They picked him first because he was familiar 
with the installation and maintenance of overhead line 

material and rail bonds from 





money through a stone wall. 
Added to these qualities is a 
natural ability to analyze ad- 
vice and seize upon the good 
points. Very thorough in his 
methods of thinking and work- 
ing, the solution of every prob- 
lem in his business affairs must 
be based on financial returns. 
And associated with him is an- 
other man who is equally able 
to size up the profit aspects of 
a proposition—Walter S. Blue. 
[t is a happy combination, re- 
sulting in a growing and pros- 
perous business. 

“Bert” Satterlee, as most 
people call him, is a young 
man, only 37 years old. He 
was born in Kansas City, Mo., 
where his father was connected 
with the Metropolitan Street 


ness. 





He “Arrived” Young 


“W ERT” SATTERLEE is 

only 37 years old, but he 
has made a pronounced success 
in the electrical jobbing busi- 
This has been due very 
largely to an instinctive ability 
to work straight toward the fac- 
tor of financial returns involved 
in every problem. In business he 
hunts “big game” and when he 
has tracked it down he generally 
brings it home. 
the electrical industry but with 
an overshadowing interest in 
its commercial aspects. 


field experience, then 
they taught him the manufac- 
turing end and office routine of 
the business before permitting 
him to sell. When he did at 
last get a grip in his hand he 
took his first order from a man 
on a roof. 

It came about in this way. 
He was called to the home 
office in Mansfield and given 
prospects in nearby 
The very first buyer 
he went to see at one of the 
car barns was found to be at 
his home. 


actual 


some 
towns. 


That was nothing to 
the young salesman, who im- 
mediately repaired to the man’s 
house. No one in sight but a 
man on top of the house repair- 
ing the roof. It turned out 
that this was the man he was 


He grew up in 








Railway Co. As a boy, this 
street railway connection in 
the family spelled opportunity. Old batteries, wire and 
other “‘stuff” dear to the heart of a boy were always avail- 
able with which to rig up telegraph sets. It was all that 
he ever played with. Later, while in High School, his 
vacations were spent with the surveying gang driving 
stakes, 

Matriculating at the University of Kansas with the 
class of 1908, he took the course of commercial law, his 
idea being that law was the foundation of all business, 
and that if he wanted technical things done later in life 
he could always hire an engineer or a chemist. 

After graduating from the University he went back 
to Kansas City and ran a gang of men for the street 
railway company, on construction. He was only 19 years 
old at the time but became very much interested in over- 
head construction work, with the principal idea back in 
his mind of its sales possibilities. 

Commercal work rather than engineering was what he 
was intent upon getting into. The opportunity came 
sooner than he anticipated. E. F. Wickwire of the Ohio 
Brags Co. was in town one day talking with the purchas- 
ing agent. They needed a young salesman and Satterlee 
was mentioned. A meeting was arranged and the out- 
come was that he started for the factory in Mansfield, 
Ohio, the next day. Here he spent three or four months 


after and the details of a good 
order were shouted down from 
the house top. 

This incident made a favorable impression upon Wick- 
wire, who took a personal interest in him and steered 
him around through the Ohio, Michigan and West Virginia 
territory. After about two years of this he became a 
salesman with an unusually good record. 

A serious illness from typhoid fever then interrupted 
his selling career and he was obliged to leave the Ohio 
Brass Co. and return to his home for several months. 
When he had recovered from this another opportunity 
came along which he accepted. One B. C. Moss, for- 
merly purchasing agent for the street railway company in 
Kansas City, had taken on the agency for the Davis- 
Bournonvill line of oxy-acetylene welding and cutting 
equipment. Together they opened a shop for custom 
welding along with the agency, Satterlee putting in $1,000 
that he had saved up for a part interest in the business. 

Soon they began to accumulate additional lines for the 
sales agency—Albert and J. M. Anderson street railway 
supplies, American Steel & Wire rail bonds, the old Mo- 
line lamps, ete. The name of the agency was the Moss, 
Satterlee Electrical & Railway Supply Co. 

With only two cases of lamps in stock, Satterlee went 
to the street railway company and secured a contract for 
5,000 carbon lamps per month— (Turn to Page 84) 
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Adventures of Hardluck Sam. 


Beginner’s Luck 


EAR PHIL:—Your're an old head at a lot of dif- 
D ferent games and I guess you know what gen- 

erally happens when you try to teach one of ‘em 
to a rookie. Yep, that’s me, I’ve been transferred from 
the Wisenheimers Club to the Ancient Order of Has- 
beens. As Bismarck, Bob Fitzsimmons, Cy Young and 
Uncle Joe Cannon have all said in turn: ‘Youth will be 
served.” I’m telling you the story before I come home 
so you can enjoy it in ad- 
vance. The hounds will be 
peddling it to the World Crier 
tomorrow. 

Soon after old man Standish 
made me sales manager for 
Nonpareil I hired a kid named 
Haskell He’d 
been selling batteries there for 
a year and wanted to go to 
work so he picked on me. I 
never saw a kid so full of pep, 
his approach was wonderful. 


for Tennessee. 


You know how a grasshopper 
flies up under your chin and 
you bat at it and miss it and 
the next thing you know it’s 
sitting on the porch rail star- 
Well, that was 
I couldn't help 





ing at you? 
Haskell, but 
liking him. 

dead one, but he needed a Jot 
of things. Mostly he needed 
a Maxim Silencer, but you can’t fit one on a 7! head. 
Phil, when that boy got going he could drown out Hewitt 


I saw he was no 


and Dancy put together. 
No sooner was he hired than he locked 
the stationery room and started selling stuff out loud. 


himself in 


The second day he was with us I heard him calling for 


“Wilmarie’” and wondered who he meant. Dog my cats 
if it wasn’t my stenographer’s first name—I didn’t even 
know it myself. It was too late to can him so I begin 
to figure how I could get him out in the sticks and kill 
him quietly before he talked some good customer to 
death. 


it was lively, so we went to Memphis. 


Then I thought no, I’d better take him where 
When we got 
there I told him to just percolate around and if [ saw 
him going down I'd throw him a rope. 

I give you my word I had half the hair scratched out 
What with 
paging everyone in Memphis except the mayor, dating 
up every customer for miles around and dashing madly 
here and there he had me like a fussy hen with one 
duck. Asking him a question was like throwing a lighted 
match in a fireworks stand. I hated to sit down on him 
because he was pretty well acquainted and they really 
liked him. However, I had to do something so the sec- 
ond day I told him we would each go out on our own 


of my head before we’d been there a day. 


and see who could get the most business—a nice little 
contest. 





“He Slipped the Kid That Order While He Was 
Getting a Light From Me.” 


“Now listen son,” I says, before we started, “Remem 
ber we’re competing with each other, and if you run into 
me anywhere, remember I’m not your boss, I’m just a 
rival salesman, and you're trying to get business away 
from me.” He soaked that up like a young owl watcl)- 
ing his ma catch field mice, and away he went to beat 
me to the orders. Of course I figured on steering the 
gravy his way, but I was also anxious to teach him a 
good lesson that would put a 
crimp in his conversation be- 
fore he got in a jam. 

The contest ended that day 
with the kid a little ahead of 
me, as I hoped, and no par 
ticular damage done except an 
epidemic of 
Memphis 
Also I 


with 


earache among 
purchasing agents. 
had to tell Haskell, 
feeling and expression, 
that our advertising fund was 
for something else besides 
keeping the girls in Tennessee 
dolled up. He couldn’t of had 
more crust if he stood under 
Vesuvius and let the lava dry 
on him. Every time a steno 
addressed an envelope or an 
operator got him a number, he 
wanted to send her a curling 
iron and charge it to advertis 
ing. 
The third day, about eleven a. m. I started down to 
ward the river to knock off a couple of battery contracts. 
Who should I meet but Haskell puffing up the hill in a 
“Hot dog!” 


“New account—Sparks Box Co., saw the 


wringing sweat, but grinning like a hyena. 
he screeches. 


old man himself. I’m going back and sell him six motors, 


” 


two of ’em big ones.” “Fine!” I says, “You could fall 
in a polecat’s den and come out smelling like a rose, 
“Up to the library,” 
he says, to get some special dope on motors.” “The 
Library?” I yelps, “Say, have you.lost all your chinics! 
Get back down there and sell those motors!” “Wait a 
minute,” he comes back, hard as a bride’s biscuit, ‘I! 
ain’t letting an? rival salesman tell me what to do! | 
know my stuff,” and off he goes. 

Well, he had me, but right there I saw how to smack 
him for a dock full of cottonbales and teach him his 
lesson. Here he was, reminding me of our bargain, and 
in the same breath tipping his hand like a rookie. | 
knew old man Sparks from the old days and it was so 
easy I laughed all the way down the hill. I just visited 
till I got Sparks warmed up to the point where I could 
let him in on the sweet joke I was going to play on 
Haskell for the good of his future career. Finally I men- 
tioned the kid having been there. ‘“Yes,’”’ said Sparks, 
“that boy made a hit with me and I’m going to buy some 


He couldn’t figure the (T'urn to Page 88 


but where are you going now?” 


motors. 
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‘The Westinghouse 
SOL-LUXx 


and better k business 


= 


What a marked leet ‘proper oat Mitniiantion has on the 
customer in the store, the clerk in the office, the guest 
in the hotel! The prospective buyer finds it easier to 
appreciate wares displayed under the light of the proper 
quality. Light brings with it a warmth, cheer, and ele- 
vation of spirit, stimulating those who work under it. And 
merchants know this. 
Where decorative effects are desired, the ornamental 
shades may be used effectively. 
The Westinghouse Sol-Lux puts good lighting within the 
reach of every one. You can handle this business profit- 
ably. This is the time for you to in- 
troduce it. 


Write for Catalogue 40-B and Folder 
4519-A. 


Westinghouse Electric & Manufacturing 
Company 
George Cutter Works, South Bend, Ind. 


‘ , Sales Offices in All Principal Cities of 


the United States and Foreign Countries. 


Westinghou se 
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Ways to Save Money 


Practical Hints from 
the Field of the Other 
Fellow’s Experience 











Checking Sales Orders 


HE Commercial Electric Supply 
Co., of Detroit, has recently hired 
J. B. Neal whose sole business it is 
to check minutely all sales orders, 
both billed and cash. Everything 
passes under his inspection and it 
has already been demonstrated that 
his work will be productive of a very 
large saving in the course of a year’s 
time. He checks up prices on every- 
thing down to screws and the minor 
parts. He sees that things are not 
priced per dozen or per hundred 
when “per each” is meant, etc. 
Where a large amount of business 
is transacted in a day, under rushed 
conditions, every jobber knows that 
these mistakes and ommissions are 











J. B. Neal Before and After 


apt to creep in, even under what is 
assumed to be accurate checking as 
done in ordinary office routine. Some- 
times it may cost more to rectify such 
an error than the item is worth. 

Mr. Neal, by the way, was born 
in Scotland and knows this dollars 
and cents business as well as Harry 
Lauder. From Scotland he went to 
Egypt, working there in the tire 
trade. Later he came to Canada 
and went into the automobile tire 
vulcanizing business for himself. 
When the war came on he sold out 
his business and went into the army 
for a period of 314 years. After the 
war was over he came to Detroit and 
had charge of the stock room of the 
Great Lakes Engineering Co. for five 
months, when he came to his present 
position with the Commercial. Here 
are shown two pictures of him—one 
taken just before he had found a 
price error and one right after. 


Number of Credit Delinquencies 
Decreases 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during December, 1923, and 
January, 1924, as compared with 
the same months the previous year, to- 
gether with the total amounts and 
average amounts of the delinquencies. 


Branch Number of 

and Delinquent Ac- Total Average 

Month counts Reported Amount Amount 
Central Division > 
Dec., 1922........ 1104 $126,342.89 $125.84 
Dec., 1923........ 746 92,731.23 124.80 
gon,., 1086.....:. 809 88,811.52 109.78 
Jan., 1924.......... 643 104,657.18 162.76 
New York 
Dec, 1922.......... 485 93,428.00 193.00 
i ee | 844 42,943.00 125.00 
Jan., 1928..........392 54,452.00 139.00 
Jan., 1924.......... 248 40,799.00 164.00 
Philadelphia 
Dec, "1082....-...: 183 19,807.58 105.51 
Dec., 1928>:<:....- 208 28,025.04 184.74 
SON, TURD knives 216 82,449.17 150.28 
Jan., 1924.......... 197 22,760.53 115.54 
New England 
Dec. 102:......-.: 34 8,809.68 112.05 
Dec., 1088..:....-. 36 4,176.85 116.02 
Jan., 1928.......... 66 7,805.66 118.27 
Jans JOA... 2... 28 8,948.95 141.08 
Pacific Coast 
Dec., 1922.......... 14 2,225.43 158.90 
Dec., 10R8.......-.. 17 1,791.96 105.40 
Rit ies | | ae 12 1,087.20 90.60 
Jan., 1004.......... 19 1,896.43 99.81 

x % * 


Professor ‘Thomson Receives 
Kelvin Medal 

Professor Elihu Thomson, one of 
the founders of the General Electric 
Co., and among the world’s most 
eminent electrical engineers, has 
been awarded the Lord Kelvin gold 
medal and will go to England dur- 
ing the coming summer to receive 
it on July 11. The award was made 
by British and American Engineer- 
ing societies acting jointly. It is 
awarded every three years as a mark 
of distinction and for excellence in 
original research work in engineer- 


ing. 
* * * 


Outlook for Building Opera- 


tions 
The Copper and Brass Research 
Association has completed a survey of 
building construction in 1928, and 
sums up the result, divided among the 
different classes of buildings as fol-. 









lows: 

Classification Total Per cent 
Apartments.................$ 947,670,000 16.00% 
CRUrGheGs <.....ccanc..... 400,980,000 6.77 
So). a ae 710,750,000 12.00 
FAOMTOENE on ncccenccncenes 450,015,000 7.60 
area 643,820,000 10.87 
Industrial buildings.. 748,065,000 12.63 
Office buildings.......... 607,690,000 10.26 
Public buildings........ 248,770,000 4.20 
Beneele <6 1,165,140,000 19.67 

| ene $5,922,900,000  100.00% 

























































No, this is not 42nd and Broadway, 
New York, but 89 North Third street, 
Columbus, Ohio. In the window are F. 
O. Carpenter, secretary and_ treasurer, 
(white shirt) and H. D. McCleery, presi- 
dent, proud of the new sign and with 
good reason. 





The review estimates that on Janv- 
ary 1, 1922, the deficit in building ex- 
penditures resulting from the war was 
$6,363,000,000, that this was reduced 
in 1922 by $1,785,000,000, and in 1923 
by $2,617,900,000, leaving a shortage 
on January 1, 1924, of $1,960,935,000. 
The expenditure for 1924 is estimated 
at $4,835,935,000 of which amount 
$3,125,000,000 will represent the nor- 
mal requirements for population 
growth, leaving an uncovered deficit 


at the end of the year. 
* + ** 


For Every Lost Sale There’s a 
Reason 

The next time you lose a sale find 
out the reason, the real one we mean. 
If you will make this self-analysis 
you will increase your earning power 
so much it will surprise you. 

Try to satisfy yourself that you 
have not failed in any respect; that 
your sales talk was not weak, and that 
quality considered, your price was in 
line. You will be surprised to dis- 
cover that many times you have over 
looked a bet somewhere. 


We know of one case where every- 
thing seemed in favor of the sales- 
man, yet he lost the sale. He called 
back and frankly asked the customer 
why. Pointing to a mark on the desk, 
he told the salesman that in laying 
out his samples he had placed his 
cigar on the desk, and the customer 
hadn’t discovered the burn until after- 


wards, It cost that salesman a large 
order. For your own good form the 
habit of self-analysis. It will pay 
big. 
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31W.46TESt. 
New York 


Color-Ray No. 66 shown 
above attached to an 
X-Ray Reflector with 
Color Slide inserted. 


Can You Answer Bill Jones’ 
Questions on Lighting? 


Whenever you call on Bill Jones to sell him a 
bill of Zoods there’s Zenerally quite a few things 
that you talk about. 


More than likely the talk will turn to lightin3. 
Can you answer Bill Jones’ questions? 


The coming of Spring, means a new interest in 
show window and show case lighting. Many 
questions will arise. We've anticipated this 
and have carefully prepared’a new book, 
“Store Lighting with X-Ray Reflectors.” 


This book, serial 393, packs a good wallop! It’s 
written to tell you about lightin3 in clear, con- 
cise words. Every page has a lot of meat in‘ it. 


Get your copy now! Don’t let Bill Jones catch 
you on an easy one that you should have known. 


Curtis Lighting, Inc. 


Groupi 


NATIONAL XRAY REFLECTOR CO. XRAY REFLECTOR CO. of NEW YORK inc 


LUMINAIRE STUDIOS inc. 
1131 West Jackson Boulevard Pacific Finance Bldg. 
Chic ago Los Angeles 


Above— X-Ray Show 
window Footlights. Left 
“No. 33 FLOOD-RAY 

With Center Spot Beam.” 


















“We Harness Light” 


That is the purpose of the 

newly formed organization 

which is known as Curtis 

Lighting, Inc. 

This organization is a Zroup- 

ing of three separate com- 

panies under the personal 
direction of Augustus 

Curtis whose picture to- 

gether with that of our 

newly completed buildin 
is shown above. 

Curtis Lighting, Inc. is a 
rouping of the National 
-Ray Reflector Co., X-Ray 

Reflector Co. of N. Y. Inc. 

and Luminaire Studios, Inc. 





















CURTIS 
F LIGHTING, 

 ? Inc. 
e131 W. Tackson Blvd 


Cricago, Illinois 


Gentlemen: Send mea 


copy of your seriai 393, 


i) 
o “Store Lighting, with 
¢? Reflectors.” 
@ more about store lighting, effects. 


X-Ray 


I want to learn 











































































THE JOBBER'SfR)SALESMAN 

















Rost Buys Hudson Electrical 
Supply Co. 

O. Fred Rost has recently pur- 
chased the Hudson Electrical Supply 
& Equipment Co., 572 Newark ave- 
nue, Jersey City, N. J., and will, in 
future, serve as president and general 
manager of that company’s business. 
He expects to operate the Hudson 
company as a first-class electrical sup 
ply jobbing house, pursuing a policy 
which is in harmony with the highest 
standards of business practice. and in 
accord with best ethics of business. 

The Hudson company will carry a 
complete stock of high-grade electrical] 
materials, and will have several sales- 
men covering that part of northern 
New Jersey territory in which a ware- 
house located in Jersey City can give 
superior service. 

This company will be maintained as 
an organization separate and distinct 
from the Newark Electrical Supply 
Co., of which Mr. Rost is 
head, and will in no way take on the 
Mr. Rost 
expects to continue actively in charge 


also the 
status of a branch house. 


of the business of the Newark Elec- 
trical Supply Co., and his interest in 
the Hudson company will in no way 
affect or change his connection with 
the Newark company. 

* * * 


Detroit Western Electric Going 
Strong 

The Detroit branch of the Western 
Electric Co. reports that last year it 
had the largest volunger and also the 
largest total sales of any year in its 
history. 

Two new high-power men _ have 
been added to the sales force: J. D. 
Benson, formerly of the Western 
Electric Co., New York City, has 
been transferred to the supply de- 
partment at Detroit where he will be 
power apparatus specialist. 

C. H. Talmage formerly sales man- 
ager of the Western Electric Co. sup- 
ply department, Omaha, has _ been 
transferred to the Detroit supply or- 


ganization. 














Changes in Personnel 
A. A. Weider has been made pur- 
chasing agent of the Robertson-Cata- 
ract Electric Co., Rochester, N. Y. 
W. J. Schlotterer formerly sales 
manager of the Crescent City Electric 
Ind., 


been made general manager. 


has recently 


my. 


Co., Evansville, 
Collier is now sales manager. 

J. A. Ehrhardt has been made man- 
the Electric 
It was erro- 


ager of city sales of 
Appliance Co., Chicago. 
neously announced in this column last 
month that F. W. Roepke had been so 
appointed. Mr. Ehrhardt 
Mr. Roepke in that position. 


Maleolm H. Carpenter, formerly 


succeeds 


manager of the San Francisco branch 
of the Mine and Smelter Supply Co., 
Colo., 


managership of the El Paso branch 


Denver, has taken over the 
of that company. 

Irving B. Boyer. formerly with the 
Westinghouse Electric and Manufac- 


turing Co. at East Pittsburgh, who 











joined the sales force of the Mine 
and Smelter Supply Co. as a lamp 
specialist, has been made a general 
salesman for that company, handling 
all material. 
 «* &@ 
Varney Expects Prosperous 
Year 
J. H. Richards, sales manager of 
the Supply CO 
Indianapolis, believes 1924 will show 


Varney Electrical 
clean heels to the past year, both in 
volume and profit. On the other hand 
this will not be in the 
flare-up or runaway race, a_ steady 


nature of a 


normal increase being predicted. Mr. 
Richards makes an interesting state- 
ment as to credit policies for 1924, to 
the effect that there will be quite a 
He 


there has been some very liberal credit 


change in his territory. Says 


extended, on the basis of either moral 


risk or to freeze out competitors. 


The new policy will be conservative 


rather than prohibitive. 

















a 





This photograph shows most of the salesmen of the F. D. Lawrence Electric Co 
and a few of the prominent electrical contractors from Cincinnati, Ohio; Covington, 
Ky., and Hamilton and Dayton, Ohio, taken on the steps of the main office building 


of the Robbins & Myers plant at Springfield Ohio. 
Co. are distributors of Robbins & Myers fans and small motors. 
started a special sales campaign on electric fans for 1924. 


The F. D. Lawrence Electric 
This meeting 
All of the men were 


guests of the Robbins & Myers Co. for luncheon after which they inspected tle 


factory. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories 
and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Outside sales force and executives of the St. Paul Electric Co., St. Paul, Minn. 


Left to right: 


Jockers, vice-president and sales manager. 


B. B. Downs, president; V. A. Hoar; J. W. Schuelter; A. R. Rhein- 
berger; “Parker” E. Simons; A. R. Clark; 


R. C. Barnard; V. W. Eaton, and J. W. 





News of the Salesmen 


James Bishop of the Parr Electric 
Co., Inc., New York City, has been 
promoted from the shipping depart- 
ment to the counter in the New York 
store at 77 Warren street. 

B. W. Cochran has recently been 
employed as counter man of the Ful- 
lerton Electric Co. of New York City. 

New salesmen of the Robertson- 
Cataract Electric Co., Rochester, N. 
Y., are: T. Clauss and Guilford Hon- 
dorf and Robert Amberger, counter 
men. 

Russell Hardy has recently been 
employed as store salesman in the au- 
tomobile department of the Wetmore- 
Savage Co., Springfield, Mass., office. 
He was formerly with the Orr Motor 
Co. 

Tom McCarville and Otto Hora are 
new outside salesmen for the Steiner 
Electric Co., of Chicago. 

J. C. Woodworth is acting as R. Wil- 
liamson fixture specialist for the C. J. 
Litscher Electric Co., Grand Rapids, 
Mich. 

J. C. Wagerman comes to the Hy- 
land Electric Supply Co. of Chicago 
to take care of the “loop” territory. 
He has lots of friends in this district 
and apparently a successful year is 
ahead of him. Clarence Wilber takes 
charge of the counter for the same 
company. 

A. McCracken is now employed at 
the city desk of the Crescent City 
Electric Co., Evansville, Ind. 

L. R. Ward is outside salesman for 
the Dodge Electric Co., Tulsa, Okla., 
and Frank Gross has recently been 
employed in the Hoover department. 


E. Youngfield, J. 


Callahan and 


George J. Hall are new counter men 
for Crannell, Nugent & Kranzer, New 
York City. 

G. C. Dyer is now traveling north- 
ern Missouri for the American Elec- 
tric Co., St. Joseph, Mo., and W. L. 
Divilbiss is one of their new house 
salesmen. 

L. A. Woolley, Inc., Buffalo, N. Y., 
reports that R. DuQuette has joined 
their sales force. 

D. W. Nation is now radio sales 
engineer for the Peabody Electric Co., 
Muskogee, Okla. 

J. T. Greene, Jr., and J. F. Flynn 
have recently joined the sales force 
of the H. C. Roberts Electric Sup- 
ply Co., Philadelphia. 

H. J. Gorke, Inc., Syracuse, N. Y., 
reports two new salesmen—-A. C. 


Dodds and H. A. Maybach. 


~ 


H. W. Whittacker, formerly U)- 
derwriters inspector for Broome 
County, N. Y., has joined the sales 
force of Bunnell-Stevens Co., In 
Binghamton, N. Y. 

A. D. Ferguson is now salesman 
for the Brown & Hall Supply Co., Si. 
Louis, Mo. 

J. W. Wood is a new member of tlic 
sales organization of the Peabody 
Electric Co., Muskogee, Okla. 

Emil Schmitt has been transferred 
from the purchasing department 
the sales department of the F. D 
Lawrence Electric Co., Cincinnati. 

C. R. Wood has been appointed 
buyer for the Tri-City Electric Sup- 
ply Co., Davenport, Iowa. 

* * * 
New Men for McKenney & 
Waterbury 


In a recent interview with C. O 
Duston, sales manager of McKenny & 
Waterbury Co., Inc., of Boston, he 
commented upon the excellent busi 
ness of their radio department. They 
handle Tuska sets which are enjoying 
much popularity in the territory. 

C. G. Verdi is now radio depart 
ment manager having succeeded Mr. 
Redfield. G. W. Lang is assistant to 
Mr. Verdi and J. E. Bunnen will rep- 
resent the radio department as outside 
radio salesman throughout New Eng 
land. 

F. B. Merrill has been appointed 
supply sales manager. A. T. Whit 
ney has joined the staff as salesman 
in the supply division. R. Hanson has 
been appointed appliance sales spe 
cialist, and J. C. Holey will cover 
New England on supplies and fixtures. 








Store and radio department of the St. Paul Electric Co., St. Paul, Minn. 
Arch R. Strong; T. E. Gallagher; 


right. 


Left to 
Matt Luby; R. R. Bauman; Miss “Babe” 


Cahill; Joe Keller; Miss Hazel Olson, and E. R. Smith. 
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ITTSBURGH is another ILG Fan town—always was 
and always will be. It’s another example of public 
preference for a product that’s made good on its merit and 
religiously lived up to a quality standard and a business 





. ’ : PARTIAL LIST OF ILG FAN IN- 
policy that’s respected by dealers and jobbers everywhere. STALLATIONS IN PITTSBURGH 


Anchor Bank Bldg. Standard Linotype 


One ILG Fan sells another. That’s the history of ILG Arrot Power Bldg. Company 


Diamond Bank Bldg. Magee Hospital 


dominance and the experience of every merchant who has Farmers Bank Bldg. Pittsburgh Post 
. . . . . tt i dg. c 
identified himself with the ILG line. As usual, we are sup- Oliver Building ce Childs Dining Hall 
e * ‘ . ee ittsbu st dg. aig’s auran 
porting the trade with a National Advertising Program — Union Arcade Bldg. Fishel Company : 
f . t atham andarin sta'n 
and a sales plan that’s 100% co-operative. Fort Pitt Hotel ——e 
a — ee ii 
JSend for a copy of ILG Tell Tales, an illustrated Elks’ Club , unseen Cabidine 
prospectus that tells the whole story regarding the ee ee 
ILG proposition from the standpoint of Dealer, Davis Theatre Fulton Building _ 
° “ Grand Theatre Monongahela Nat’! 
Jobber and Jobber’s Salesman. Duquesne Light Co. Bank Building 





ILG ELECTRIGIVENTILATING COMPANY 


2854 NORTH CRA 
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A group snapped at the McGraw Co., St. Louis. 
V. Griefield, Chicago Fuse Manufacturing Co.; W. Saltmarsh, manager; 


Scanlon; E. 
F. M. Pannell; H. A. Steinmeyer; J. 


Left to right they are: Lee D. 


Woods, Crosley Radio Corp.; Hal R. 


K.dwards, sales manager, and R. W. Bennett, manufacturers agent, praying for warm 


weather. 





The Dumb Bell Club 


An original idea, the product of 
tle fertile brain of Glenn Smiley, 
the 
Electric Supply Co., Detroit, is the 
Dumb Bell Club. 


As everyone knows, mistakes will 


sales manager of Commercial 


occur in the office of a jobbing estab- 
lishment. The idea is, of course, to 
keep these bone-head plays down to 
a minimum. Hence the Dumb Bell 
Club. 

Smiley has had the symbol of the 
club manufactured to order—a large 
pair of crossed dumb bells arranged 
on a stand with suitable crepe dec- 
At the end of each day it 
is ascertained who has made the big- 


Then all the 


next day the appalling contrivance is 


orations. 
gest or dumbest error. 
parked on that man’s desk. 


Rumor has it that this 
stein, the very first day, came and 


Franken- 


perched on the desk of its unhappy 
originator. 
2 


Western Electric Correction 

In the February issue of the Jos- 
BER’s SALESMAN it was erroneously 
stated that S. B. Hardin was sales 
manager for the Western Electric Co. 
at Oklahoma City, being responsible 
for the Tulsa office. The Tulsa office 
is in an entirely different territory. 
Both the Oklahoma City and Tulsa 
sales offices report direct to Kansas 
City. 





Cornwell Active in Charleston 
League 

Friends of E. C. Cornwell of the 

Charleston Electrical Ce:, 

Charleston, W. Va., will be pleased 


Supply 


to learn that he has been elected 


secretary and treasurer of the Charles- 
ton Electrical League. Among the 
steps taken by this company to in- 
crease its efficiency and improve 
service are the installation of a perma- 
nent inventory and a new bookkeep- 


ing system. 





























Gershon Becomes Mazda 
Agent 
The Gershon Electric Co., Kansas 
City, was recently appointed a Mazda 
agent, handling Bryan-Marsh lam)s. 
Joseph Gershon, president, 
diately entered his five salesmen in 
the On-to-Nela Contest which 
March 1. In spite of the short time 
remaining, his boys have hopes of 
making the grade, having signed uj a 
large number of contracts already. 
* *% 
McGraw Signs Memphis Stars 
The McGraw Co., of St. Louis an- 
nounces the acquisition of two new 


imme- 


ends 


salesmen, both of whom were former 
Mem 
Pannell, who 


ly with Reichman-Crosby at 
They are F. M. 


will travel Arkansas from Little Rock 


phis. 


and H. A. Steinmeyer who will oper 
ate in Kentucky and Tennessee. 
* * # 
Good Stunt For Jobbers 

A copy of the 1923 National Elec 
trical Code Regulations of the Na 
tional Board of Fire Underwriters for 
Electric 


recommended by 


Wiring and 
the 
Protection Association was presented 


Apparatus as 
National Fire 
to all of the contractors in Cincinnati 
by the F. D. Lawrence Electric Co. 
* * % 
Robertson Handles Riddle Line 
In Florida 

The Robertson Supply Co., Inc., 
of Orlando, Fla., announces that it 
has taken on the distribution for the 
of Florida of the Edward \N. 


Riddle Co.’s line of lighting fixtures. 


state 








A quintet of Cleveland, Ohio, go-getters. 
M. Snyder, Western Electric salesmen; then William Todt] of the Mutual Electric 


& Machine Co.; next G. E. 





Left to right: C. F. Murphy and C. 


Fishell, another Western Electric salesman; last comes 


W. E. Rice, Western Electric credit manager, who shows he knows his stuff by the 


“lean” he has on some customer's car. 
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DURADUCT 








REG.U.S. PAT. OFF. 
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~~ xX a 


7 
ee « * 


Thousands of Contractors Have Dis- 


covered That Wire Slides Through 
Duraduct with Lightning Speed! 


HESE live-wire contractors are way ahead of their 
competitors when it comes to doing a good wiring job 
in the shortest possible time. 


You know how it is when fishing a long length of ordi- 
nary loom. The waxed braid on the wire slides back, bunches 
up, clogs the tube; you do a lot of cussing, and finally pull 
the wire out, cut off the bunch, and start again nursing the 
wire through the tube. 


That’s where the user‘cof DURADUCT gets the jump on 
his competitor. He can fish fifty feet as easily as five; and 
there’s no pulling back the wire to get a fresh start. The 
roller-bearing wireway takes care of that. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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Gangway for a young army! ‘Taken at Union Electric Co. Pittsburgh. Note 


there are six manufacturers’ representatives on the job. 
G. Cole, Hot Point; E. E. Shryock, West Pa. Appliance Co.; W. C. 


left to right: 


(Picnic maybe.) Rear row, 


Bates; J. W. Long, Hot Point; H. A. Tullidge; J. S. Johnson; A. A. Milligan; B. 


P. Williams; W. E. Ament; H. M. Lang. Front row: 


J. H. Mulhall, Albert Wahle 


Co.; J. J. MeKenny, Hurley Machine Co.; John Houserman; J. C. Coffin; E. C. 
Vey; A. Briegle; Wm. Hogan, General Electric Co., and J. L. Morgan. 





Matthews’ Novel Catalog 


The Matthews Electric Co., of Bir- 
mingham, Ala., has recently issued a 
new catalog of 200 pages containing 
about 500 illustrations. The distinc- 
tive feature about this catalog is that 
they are listing only merchandising 
items carried in Birmingham stock. 
They are probably the first distributor 
to issue a catalog listing merchandis- 
ing items exclusively. They feel that 
their dealers will be able to increase 
their sales by this up-to-date method 
of cataloging. 

* # # 


McCoy Heads Motor Depart- 


ment 


J. R. McCoy has been named man- 
ager of the motor department of the 
Erner and Hopkins Co., Columbus, 
Ohio. Mr. McCoy is well known to 
the electrical fraternity and the in- 
dustrial men of Columbus through 
his long connection with the new 
business department of The Colum- 
bus Railway, Power and Light Co. 
For the past four years he has been 
commercial manager of the Texas 
Power and Light Co., of Dallas. As 
a motor expert, he will assist their 
trade in solving problems of electric 
mcvurization. 





* * x 


Frank Teal at Hot Springs 


Frank C. Teal, of the Frank C. 
Teal Co., Detroit, left on February 
16 for a month’s vacation at Hot 
Springs, Va. Mrs. Teal and daugh- 
ter accompanied him. 


Basks at Palm Beach 


Fred Lafferty, vice-president and 
general manager of the A. T. Knowl- 
son Co., Detroit, left the middle of 
February for a month’s vacation at 
Palm Beach, Fla. 


* * * 


Sweeney President Waterloo 
Association 

A live association exists in Water- 
loo, Iowa, known as the Greater 
Waterloo Association, and at a recent 
election the presidency was given to 
John E. Sweeney, who is secretary 
and treasurer of the Waterloo Electri- 
cal Supply Co. The activities of 
this association cover a multitude of 
operations all making for the general 
welfare of the city and of the com- 
raunity. 


Coghlin Active in Electric 
League 
J. W. Coghlin of the Coghlin Elec- 
tric Co., Worcester, Mass., has been 
elected secretary of the Worcester 
County Electric League. 


*¢ @ ¢ 


Capital Sells Automotive 
Business 
The Capital Electric Co., of Salt 
Lake City, Utah, has discontinued its 
automotive accessory department, hav- 
ing sold the stock and good will of 
this department to the Covey-Ballard 
Wholesale Co. of the same city. It 
is now devoting its entire efforts and 
energy to the electrical business. 
* * * 


Scott An Electrical Booster 


R. H. Scott, advertising manager of 
the Carter Electric Co. Atlanta, Ga., 
has been elected vice-president of the 
Atlanta Electrical Association. He 
will be of great service to the asso- 
ciation for he has been active in simi- 
lar work in that district for a num- 
ber of years. 

* * * 


Busy Brown & Hall 


The Brown & Hall Supply Co. of 
St.° Louis has recently added three 
important lines; namely, Curtis Light- 
ing, Inc., Holophane Glass Co. and 
Trumbull Electric Mfg. Co. 

The same company also recently 
put in a complete new stock card in- 
dex system. 

They recently won the Buckeye 
Division “Glad Rags Race” and the 
silver cup “Sweepstakes Trophy.’ 
and are to be congratulated. 

































The Universal Electric Co. of San Francisco was organized only a few months 


ago but from all indications it is going strong and no wonder. 
Harry Herning and his son; Lloyd Butcher; Gevrge 


why. Left to right they are: 


This picture tells you 


Curtiss; George Curtiss, Jr., and Eugene Ferrari. 
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The Best Seller 


These big Standard Electric 
Range installations testify to the 

















quantity sales: 










Shenly Apartments, Pittsburgh 
(largest job in the world), 230 


ranges. 


















MODEL 952 


aiuteatbiareanenn Sovereign Apartments, Buffalo, 


60 ranges. 






A compact range of the cabinet type, consisting of a 
cooking top with three hotplates and a Standard 
ALUMINUM lined oven to the right or left of the 
cooking top.. Cast legs, cast front and door. 


























Watters Apartments, Akron, 20 


Finish (one finish only)—Black high baking japan. ranges, 


white splashers to back and side of cooking top. 
Nickel rail ornament, nickel rims on hotplates. 














You can do the same. Send 
for new catalog on Standard 
Ranges, Water Heaters and 
heavy duty equipment. 


Hotplates—Two eight-inch open or enclosed type, and 
one six-inch open or enclosed type. 


Oven—Size, 11x14x16 inches, aluminum with two burn- 
ers, the upper burner being a broiler; equipped with 
oven pan and rack; glass door panels; thermometer. 






Cooking Top—Stamped, rust-proof steel; size, 1814x2214 
inches. 






























Floor Space—22x45 inches. 

Height to Cooking Top—32 inches. 
Height to Oven Top—40 inches. 
Connected Load—5060 Watts. 


This model is made up of component Standard Parts 
and has all the economical operating features of other 


Standards. 


May be furnished in either left or right hand oven. 





MODEL 9$53 
SPECIFICATIONS 


A compact range of the cabinet type, consisting of 
cooking top with three hotplates, and a Standard 
ALUMINUM lined oven to the right or left of the 
cooking top. Cast cooking top, cast legs, cast 
front and door. 


Finish (one finish only)—Black high baking japan, " 
white splasher panels to back and side of cooking 
top, nickel rail ornaments, nickel trim on hotplates, 


nickel name plate. 


Hotplates—Two eight-inch open or enclosed type, 
and one six-inch open or enclosed type. 


Oven—Size, 11x14x16 inches. ALUMINUM LINED, 
with two burners, the upper burner being a broiler, 
equipped with broiler pan and racks, glass door 
panels and thermometer. 


Cooking Top—Cast iron; size, 1854x2214 inches. 
Floor Space—22x45 inches. 

Height to Cooking Top—32 inches. 

Height to Oven Top—46%4 inches. 

Height to Top of Rail—51%4 inches. 

Connected Load—5060 Watts. 


Let us tell you about our 
Jobber Proposition 






This model is made up of component STANDARD 
Parts and has all the economical operating features 
of other STANDARDS. 


May be furnished in either right or left hand oven. 









1718 N. 12th St. Toledo, Ohio 
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A few friendly words 
on Porcelain— 


to the manufacturers who think all 
Insulations are equally safe 





THe picture above was meant to 


PORCELAIN represent Aesop writing that 
‘ ) famous slogan, *‘Look before you 








leap. We think he was referring 
F to the man who imagines that one 
PERMANENCE] insulation is as SAFE as another. 


FORCILAT 
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— is all any insula- 


tion has to offer! 


To be ‘safe’ an insulation 
must be durable, permanent 
and above all—able to stand 
up under extraordinary con- 
ditions. 


ELECTRICAL PORCELAIN is 
the only insulation that will 
not carbonize! 


There are numerous manu- 
facturers of electrical devices 
who thought they had to 
“try anything once.’ They 
had to stop their unwise flirt- 
ation with substitutes for 
Porcelain. Now they check 
their policies against general 
experience. 


Many a moving tale of failure 
can be attributed to the un- 
fortunate choice of an insul- 
ation! 


PORCELAIN will not carbon- 
ize! 


There is a host of devices and 
appliances making their daily 
appearance on the market 


that put an abnormal load on 
the line at starting. 


Switches, plugs, receptacles 
and switch boxes have to 
stand up under it. Arcs are 
common and arcs cause heat 
and consequent carboniza- 
tion— 


—unless the insulation is 
PORCELAIN! 


The electrical industry is not 
for faltering feet, nor cold 
ones. Success is predicted on 
the ability to provide devices 
that are easy and safe to 
handle. It also requires cour- 
age to stick to the tried and 
true. 


—and that is PORCELAIN. 


All the electrical institutions 
of today set their goal, began 
modestly, then swerved 
neither to the left nor the 
right. 


They consider PORCELAIN 
as the custodian of safety. 


They know it’s safe—it won't 
carbonize! 





—is PERMANENT 
—is DEPENDABLE 


—is ECONOMICAL 
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Clever Advertising Copy 


The Parr Electric Co., of 
York, Brooklyn and Newark, has for 
some time past carried a line of at- 
tractive newspaper advertising using 
small space in a very effective way. 
Mention was made of this in a past 
issue of THe JoBpBper’s SALESMAN. 


New 


McKew Parr, president of the com- 
pany, was never quite satisfied with the 
copy that had been running, although 
he was sure that the smal] 2 in. 
square picture advertisements were 
getting results. Lately, through per- 
sonal friendship with Harold Wade 
Douglas, the well known artist, he has 
induced the latter to prepare a copy 
series, four examples of which are 
here reproduced. 

These advertisements are now run- 
ning in the newspapers and have at- 
tracted some very favorable comment, 
a number of judges pronouncing them 
to be the best of their kind that have 
been displayed in New York papers 
for some time. They certainly show 
an exceptional use of small space, and 
it is Mr. Parr’s policy to keep them 
constantly before the public on a defi- 
nite schedule. 

Mr. Douglas is not a commercial 
artist but a portrait painter of note. 


ELECTRIC CO. INC. 


77 Warren St. NEW YORK Barclay 0630 
177 Atlantic Ave BROOKLYN Main 4272 
28 Treat Place NEWARK Mitchell 2441 





ELECTRIC CO. INC. 


77 Warren St. NEW YORK Barclay 0630. 
177 Atlantic Ave BROOKLYN Main 4272 
28 Treat Place NEWARK Mitchell 2441 








It is not very often that salesmen and credit men fraternize, but here evidently 
the salesmen have the credit man where they want him. Left to right are: E. Lord, 
counter salesman; Chas. Green, counter salesman; H. B. Large, assistant credit 
manager, and R. Johnson, salesman; all of the Myers Electric Supply Co., Los 


Angeles. 
the Myers organization. 


K. Johnson, formerly with Grander Electric Co. of Omaha, recently joined 





He also designs the art work and 
scenic effects for such leading theatri- 
cal producers as John Goldman, Sam 
Harris and Wynchell Smith; being 
art director for a number of .recent 
Broadway successes such as “Light- 
ning,” “Seventh Heaven,” “Thank 
You,” “Dear Me,” and “Six Cylinder 
Love.” 


ELECTRIC CO. INC. 


77 Warren St. NEW YORK Barclay 0630 
177 Atlantic Ave BROOKLYN Main 4272 
28 Treat Place NEWARK Mitchell 2441 





ELECTRIC CO. INC. 


77 Warren St. NEW YORK Barclay 0630 
177 AtlanticAve BROOKLYN Main 4272 
28 Treat Place NEWARK Mitchell 2441 





Examples of Effective Advertising Cony Used by Parr Electric Co. 


Cadillac Inaugurates Fixture 
Department 

A recent departure of the Cadillac 
Electric Supply Co., of Detroit, 
Mich., is a fixture department. R. W. 
Warner, who is sales manager of the 
company will have charge of this de 
partment and the merchandising 
activities connected with it. Arrange- 
ments have been made to handle the 
Brandt-Dent Co.’s line of home light 


ing fixtures, from Watertown, Wis. 
Te ee 


Miller-Seldon Owns New 
Building 
On April 1 the Miller-Seldon Elec 
tric Co. of Detroit will move its head 
quarters to Twelfth and McGraw 
streets where it has built a three 
story steel, brick and concrete build 
ing 60 by 220 ft. Coincidently the 
company will change its policy to that 
of wholesale only. 
* * * 


Peabody After Fixture Business 

The Peabody Electric Co. of Mus 
kogee, Okla., has just put on a spt 
cial sales campaign to secure 30 au 
thorized dealers in Riddle lighting 
fixtures. 

This company recently purchased 
new cars for each of its salesmen so 
that they will be able to cultivat: 
their territories more intensively. 

* * * 


J. M. Beach Wins $500 Prize 

J. M. Beach of the E. B. Latham 
& Co., New York City, won the Na 
tional prize of $500 recently offered 
by the Birtman Electrie Co. 
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Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywhere by the Benjamin Electric Mfg. Co. 





‘‘Show and Sell’’ Display 


Stands—A Notable Suc- 
cess with Two-way Plugs 


One of the big daily papers of 
the middle west has coined an ex- 
pression that has come to mean a 
This 


great deal in merchandising. 


It goes without saying that so 
far as the general public is con- 
cerned, no other thing is so well 
known and universally recognized 








The Benjamin Pyramid Two-Way Plug ‘Show and Sell’ Stand 
—A New One with Every Ten Plugs 


expression is “The more you tell, 
the quicker you sell.” 

With some things it is necessary 
to tell a good deal in order to sell 
quickly, and with others it is more 
a question of showing the article 
and illustrating its application than 
talking a good deal about it. 





in the electrical field as the incan- 
descent lamp. But next to this, 
and occupying a big place in the 
public mind, is the two-way plug. 
The tremendous increase in the use 
of portable appliances of every kind 
has created a widespread demand 
for and knowledge of these socket 


devices which increase the useful- 
ness of the lamp socket. Despite 
the splendid work that has been 
done by the progressive ones in the 
industry to increase the use of con- 
venient receptacles, the  installa- 
tion of these receptacles has not 
kept up with the requirements of 
the householder in using the multi- 
tude of portable appliances that 
have come upon electric circuits. 
In developing the new Benjamin 
two-way plugs a great deal of 
study covering years of experience 
upon the part of the most progres- 
sive merchandisers of the country 
has been given to inventing a form 
of display that 
greatest exposure in the most ef- 
fective way to the advantages of 


would give the 


these devices. 

The result of a 
amount of experimenting with and 
trying out various forms of win- 
dow and counter displays is the 
pyramid form of: “Show and Sell” 
stand on which these new two-way 
plugs are now being packed. 

After we had satisfied ourselves 
that the design was all right so far 
as we could see, we submitted it 


tremendous 


with several other forms of display 
stands to a large number of dealers 
in different sections of the country. 
Invariably the choice was for the 
pyramid form, so we concluded 
that we were on the right track. 
There were several things to be 
accomplished, but among them all 
there were two big features which 
were striven for and which have 
been most successfully achieved. 
The first was to get a stand that 
would not take up too much reom 
in the window or on the counter, 
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and could not be toppled over 
either by an accidental heavy blow 
or when the stand happened to 
get in line with a strong blast of 
wind from an open door or an elec- 
tric fan. The other big thing 
that had to be discovered was a 
stand that could be automatically 
put in use by the dealer without 
having to do a single thing except 
lift it out of its container and set 
it on the counter or in the window. 

The pyramid form of stand has 
taken the dealers by storm because 
it solves these two problems. It 
takes up but very little room on 
the counter or in the window and 
cannot be knocked over, and all the 
dealer has to do is to lift it out 
of the container and place it wher- 
ever he wishes. Not only this—the 
form of display is unusual in de- 
sign; it gives a maximum exposure 
to the article itself and illustrates 
very clearly to the prospective pur- 
chaser the beauty and application 
two-way plugs. These 
stands literally call out to the buy- 


oft these 





er “Here is just what you want— 
take one home today.” 

There is another big advantage 
in this method of packing in that 
the dealer always has available a 


brand new display with every ten 





plugs. Four of the plugs are 
screwed into tabs on the four faces 
of the pyramid and the other six 
plugs are compactly and securely 
nested in the interior of the base 
of the pyramid. 

The old saying goes that the 
proof of the pudding is in the eat- 
ing, and certainly the proof of 
the exceptional sales value of these 
‘Show and Sell” display stands has 


been found in the increased sale- 
made by dealers in every part o: 
the country as a result of usin 
these stands. 

We have some other very inter 
esting information on these “Show 
and Sell” stands and some real in 
side stuff on what dealers are doing 
with Benjamin two-way plugs. It 
is yours for the asking if you send 
in the coupon on page 4. 


Introducing the Dealer to 
His Show Case 


One of the big things brought 
out in the Four-Star Campaign of 
the National Lamp Works of the 
General Electric Company was the 
extensive field that existed among 
storekeepers of every description 
for increasing the use of better 
lighting. The manufacturers of re- 
flectors and units for window and 
interior store lighting have done a 
fine job in educating the store- 
keeper to properly illuminate the 
window and the interior, and the 


lamp folks have done a wonder- 
ful job in showing the store- 
keeper how to employ the newer 
types of lamps in making effective 
his window and interior lighting 
equipment. 

It is onlv a step from properly 


illuminating goods in the window 
and in the interior of the store to 
properly illuminating inside the 
show case for the proper “close- 
up” of these goods. 

With the Benjamin Sectional 
Show Case Lighting Units it is 
just as easy to sell good show case 
illumination to the storekeeper as 
it is to sell him the right kind of 
fixtures for his window or his store 
interior. And it isn’t necessary to 
go to the storekeeper with these 


The Benjamin Show Case Units Themselves Are a Big Feature of the Easy Selling. They Not Only Do a 
Good Job, But It’s Mighty Easy to Do That Job. See the Details on the Next Page 


sectional show case units because 
the contractors and dealers are get 
ting in line and enthusiastically go 
ing out after this business and 
making a killing at it. 

‘Benjamin salesmen have been bus) 
showing these show case units 
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jobbers’ salesmen and to contrac- 
tors, and wheréver a show case 
campaign has been put on both 





The Stem Sets Up Like This 


the jobber and the contractors who 
have taken it up have made easy 
sales and long profits. 








The Sections Are Joined Mechanically 
and Electrically in One Operation 


There is a very complete setup 
to this show case campaign which 
includes getting the right kind of 





This is the Way ‘the Brackets Are Mounted 
on a G'ass Case 


information to the storekeeper, to 
the contractor and contractor-dealer 
ana coordinating this with the 





On a Wocd Frame Case Like This 


sales opportunity of the jobbers’ 
We will be glad to go 





jobbers’ salesmen working in ter- 
ritories where there is a good 
deal of retail storekeeping. The 


be more than well worth while. 
Good store lighting is an asset 
in business and it is holding the 

















The Assembled Sections Are Placed on Brackets This Way 


matter is worth a good deal of 
investigation and the returns will 








Two Binding Screws Only to Connect 


center of the stage in many com- 
munities today. Showcase light- 
ing is a part of good store 
lighting. 

Mark up the coupon on page 4 
and send it in today for our com- 
plete showcase selling plans. These 
plans show the classes of retailers 
who have the greatest need of 
show case lighting and who are 
most receptive and how to go at 
it to sell them. 


Ben-ox—An Easier, Better 
Way to Install Commer- 
cial and Industrial 


Lighti 

gnting 
We had a conference at Buf- 
falo,a few weeks ago, of the sales 
organization of the Benjamin Elec- 
tric Mfg. Co., and all of the boys 
were enthusiastic over the way in 
which the Ben-ox line of commer- 
cial and industrial lighting equip- 
ment was going over, particularly 
with the jobbers’ salesmen. 

This line has a decided appeal 
for architects and engineers, and 
the electrical contractor is finding 
in it a solution of many of his 
most important lighting jobs. 

The big feature of the Ben-ox 
line, and this is something that the 
jobber’s salesman gets next to im- 
mediately, is the simple, easy way 
in which Ben-ox commercial and 
industrial lighting devices are wired. 

In either case, whether it is a 
commercial or an industrial lighting 
installation, the salesman starts in 
with his bare hands, a screw driver 


and a standard outlet box. For a 
commercial lighting installation he 
can show the architect or engineer 
or the contractor how the Ben-ox 
mounting element is wired by loop- 
ing the wires under big binding 
posts, clapping the wired mount- 
ing element to the standard out- 
let box and fastening it by means 
of the regular screws. Then, a 
brass shell canopy is slipped in 
place, and there you have a com 
pletely wired ceiling outlet. 
With the outlet thus completely 
wired inspection and approval can 
be secured immediately. He can 
then explain that if light is wanted 
at once, all that is necessary is to 
screw in a socket element, put up 
a lamp and there you are. 
Another feature that means a 
whole lot to everybody is that if 
local control of the lighting units 
should be required, instead of go 


ing to the expense of buving and 
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wiring up a ceiling or canopy 
switch you simply screw in a Ben- 
ox pull socket element and have 
the best looking, sturdiest, locally- 


You Start with a Standard Outlet Box 


controlled lighting unit you could 
get anywhere. 

Sut there is another big feature 
involved, and that is one of the un- 


This is the Ben-ox Mounting Element 
derlying advantages of the whole 
Sen-ox line. 

The 


equipped 


Ben-ox basic element is 


with a 3en-ox 


sturdy 





The Mounting Element Wired and Fastened 
to Outlet Box 


thread which supports the socket 
also 
reflector, threaded shade 


elements and 
threaded 


supports the 


holder, or a threaded connector. 


ger ee 





The Canopy Goes in Place Like This 

Thus, it isn’t necessary to know, 
in loft or office buildings for ex- 
ample, just what kind of work is 
going to be done on the premises 
in order to complete the wiring of 
the ceiling outlets and get light to 
finish up preliminary construction 
and equipment. 





Peer eee ee ea eae ee ee ee ey 


jamin Electric Mfg. Co., 
847 West Jackson Blvd., Chicago. 


right, Benjamin, show ME how tto sell: 


‘wo-Way Plugs. 


show Case Lighting Units. 


Letin ee © 


eve  CQ200bee 662 204 84 6 8 


Any time when the occupancy is 
decided upon the proper kind of re- 
flector, or shade holder if glassware 


This is a Keyless Socket Element 


is to be used, or a connector if a 
pendant type of equipment is de- 
sired, may be screwed in place. 

In addition to this utility and 





The Pull Socket Element Gives Local Control 
wide range of flexibility, should it 
be desirable to take down the re- 
flector or the glassware for clean- 
ing or during redecorating to save 





Threaded Shade Holder 
it from possible danger, it is just 
as easy to unscrew this part of the 
equipment, take it down and put it 
back again as it is to take down 
and screw in the lamp bulb. 


cS 
w 6 


A Connector with a Two-Hook and 
Single Chain Loop 

Now, suppose you are lighting 
an industrial plant, the procedure 1s 
practically the same, except that 
in this case there is a cast flange 
which is wired just like the Ben-ox 
basic unit for commercial lighting, 
and the flange is then fastened with 
the regular screws to the standard 
ceiling outlet box. 


xen-ox for Commercial and Industrial Lighting. 


6 6 “PRS 6.6 6 wd 0. 686 6 EE wb ew Oe 4 6 
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This cast flange is equipped, also, 
with the Ben-ox thtead and either 
the keyless or the pull chain ele- 
ments are screwed into it just the 
same as described before. In the 
same way an appropriate R-L-M 
standard dome, bowl or angle re- 
flector may be screwed on to suit 
any particular lighting requirement. 

With the industrial unit the re- 
flector can be taken down for fre- 





The Cast Flange Industrial Unit 


quent and thorough cleaning, or if, 
at any time, it is desired to use a 
different size or style of reflector, 
the same range of interchangeabil- 
ity is available as with the commer- 
cial units which we have already 
described. 





Standard R. L. M. Dome, Angle and Bowl 
Reflectors Are Threaded Like This 


Benjamin salesmen are making 
these demonstrations every day to 
architects, engineers and contrac- 
tors, and the sales promotion de- 
partment is keeping the contractor 
in touch with opportunities for the 


installation of Ben-ox in many 
ways. 

In fact, there is a chain of in- 
formation constantly circulating 


among architects, engineers and con- 
tractors keeping them advised of 
the desirability and advantages of 
the Ben-ox line through bulletins, 
folders, catalogs and advertising in 
the various trade and technical pub- 
lications, and contractors and job- 
bers are being advised every day of 
installations in new buildings and 
wherever changes are being made 
in the lighting equipment so that 
they may have an opportunity of 
introducing the Ben-ox line to these 
prospects. 

We will send you more on this, 
if you like. 
page 4. 


See the coupon on 
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Problems of the Sales 


Manager 
(Continued From Page 14) 

partment managers. ‘This meeting 
covers all subjects relative to the 
affairs of the house and backing up 
the sales department in particular. 

The general policy covering all 
meetings large and small is to invite 
discussion that will be a definite im- 
provement in some part of the service 
after each meeting. Once the system 
of meetings was made regular every- 
one became familiar with the proper 
method of procedure. This meant the 
transaction of more business and act- 
ing on more suggestions in the short- 
est possible time. The same courtesy 
in all meetings is accorded all in at- 
tendance as they receive during work- 
ing hours namely, a hearing and an 
answer for everyone. 





Roepke Starts Chicago Jobbing 
House 

A new jobbing concern in Chicago 
is the Roepke Electric Co., 124-128 
N. Jefferson street. This is headed 
by Frank W. Roepke, president and 
treasurer. Associated with him is 
Frank R. Bieber, secretary. This 
company has been incorporated under 
the Illinois laws. 

Mr. Roepke is well known in the 
territory having been with the Elec- 
tric Appliance Co., for 17 years. 

A general line of merchandise will 
be carried under the very appropriate 
slogan ‘““The House of Super Service.” 
Standard lines of quality merchandise 
will be adhered to. 

* * * 


Gabel Moves to New Quarters 

The Gabel Electric Co., Inc., for- 
merly of 155 West Twenty-first 
street, New York City, moved to a new 
store at 145 West Twenty-second 
street about February 1. They carry 
a general line of electrical supplies 
and specialties. Arthur A. Gabel is 
president, J. R. Speich, Jr., vice presi- 
dent and F. O. Erickson, secretary- 


treasurer. 
* * # 


Special Sales Campaign on 
Irons 

The Tri-City Electric Supply Co. 
of Davenport, Ia., reports a special 
campaign on 614-lb. electric irons. 
These are being pushed at the regu- 
lar price but with the added induce- 
ment that an ironing board cover and 
pad are given free with each iron. 
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<> SuPer SERVICE <> 





1 EACH conductor built up of very 

fine, soft drawn, annealed copper 
wires, free from splices, scales and 
other imperfections. Rope stranding of 
the individual wires insures maximum 
flexibility. 


“/ A CLOSE wound cotton thread, 


evenly applied, separates the con- 
ductor from the first rubber coating. 


STANDARD code thickness of 30% 

high grade selected rubber forms a 
tough elastic insulation which adheres 
closely to the cotton separator. 


4 THE rubber insulation on the indi- 
vidual conductors is protected with 

a closely woven braid, each having a 

distinctive color to show polarity. 


STRONG Cotton Reinforcing Cords 

which separate and cushion the 
conductors and keep the wire perfectly 
round. Soft and shock absorbing, they 
add greatly to the strength of the wire 
without affecting its flexibility. They 
protect against strains and elongation 
of the copper conductors, ensuring long, 
uninterrupted service. 


THE first layer of 60% high grade 

selected ‘““SUPER-SERVICE” Rub- 
ber, a tough resilient high grade tire 
stock. In our vulcanizing process under 
pressure, it grips fast the braided cover- 
ing of the individual conductors and the 
cotton filler threads. This resists twists 
and kinks, making the wire lie flat. 


A SERIES of strong, spirally wound 

seine twine Cotton Cords laid over 
the first rubber jacket. They add to 
tensile strength, oppose kinking, and 
aid the naturally tough rubber to resist 
stripping. 


OVER all, the big, heavy, outside 

jacket of that same 60% Supe 
Service Rubber. The whole cord is 
then vulcanized in steel moulds under 
tons of pressure, curing at the proper 
temperature for just the right period, 
making the rubber dense and tough; 
yet smooth and supple—resisting oil, 
water, acid—non-kinking, non-cutting, 
non-wearing. 


AT the same time there is moulded 

into the rubber every twenty feet, 
the name of this cord: Super Service 
—Feel for it—it is your safeguard of 
identification—it means super service 
in fact as well as in name. Remem- 
ber, every foot of Super Service is twice 
hand inspected. 


1 THE conductors, insulation, rein 

forcing, and outer jackets are al- 
ways absolutely centered. Cut a length 
of Super Service anywhere, and see 
how accurate is this centering—no thin 
spots to break down in use. 


Write to Department ‘B’ 20. 


ROME WIRE COMPANY 
Mills and Executive Office 
ROME, N. Y. 

‘Diamond’ Branch 
BUFFALO, N. Y. 

Atlantic Mills 
STAMFORD, CONN. 
DISTRICT SALES OFFICES: 


NEW YORK DETROIT 
50 Church Street 25 Parsons St. 
LOS ANGELES 
CHICAGO J. G. Pomeroy 
14 E. Jackson Bd. 336 Azusa St. 
BOSTON 


Little Building 


2140—1, 
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What A Jobber’s Salesman 
Should Be 


‘At the January sales meeting of 
the Southern New England Electric 
Co., in Hartfard, Conn., an interest- 
ing address was made to the sales- 
men by William H. Kaiser, the Con- 
necticut representative to the V. V. 
Fittings Co. Through the courtesy of 
President Joseph R. Spurr of the 
Southern New England this was 
made available for publication in 
Tue Jopper’s SALESMAN. Mr. Kais- 
er’s address in’ full was as follows: 

First of all, as a salesman, you 
must be loyal to your house and su- 
perior officers. If you do not believe 
in your house or superiors, you 
should quit, as you are wasting your 
time as well as that of your employ- 
ers. 

If your superiors ask you to do a 
thing, do it, even though you think 
it all bunk or that it cannot be done. 
Just follow out instructions to the 
letter and see whether or not it can 
be done. Give your superior officers 
a chance to find out whether they are 
right or wrong and remember their 
success depends on your success, as 
a successful jobber has nothing on 
the other fellow but his own organi- 
zation,. Always remember a chain is 
no stronger than its weakest link. 

Stick up for your house for it 
doesn’t make all the mistakes. If 
your customer has a “kick” or 
“claim” find out where the mistake 
is, and whom it is on. You will find 
the house right most of the time. 
But if the mistake is on you or your 
house, remember you are the per- 
sonal representative of your com- 
pany as a salesman selling service, 
so do not get weak-kneed and be 
just an “order taker.” 

Do not start telling said customer 
how bad your service is, or that your 
service man should have known bet- 
ter, that he made several such mis- 
takes before,.etc. Instead, call your 
house on the ‘phone and have the 
right material ‘shipped as soon as 
possible. This will make your cus- 
tomer feel better humored towards 














both you and your house. Then 
give him a good “selling” talk—try 
if possible and have him keep the 
goods shipped in error. Do not tell 
him to ship them back, that it was 
the fault of the house and they 
should have known better. If you 
tell the average customer this, you’ve 
made it so easy for him that he soon 
takes advantage of you. 

Remember: Credit costs money. 
Your time, service department, ware- 
house clerks, credit department, bill- 
ing department, bookkeeping and 
shipping, all on the original trans- 
action. Then you have the same 
routine on the credit. 

All this is wasted energy and in- 
curs overhead expense. 

If you must issue a credit or allow 
a just claim, make a note of it, then 
write the house all the details so 
they can take care of it intelligently. 
Then on your next trip you will 
have a clean slate; nothing on your 
mind but the getting of new busi- 
ness which is much easier to get as 
you have removed all chances for an 
argument. 

Most salesmen are honest with all 
others save themselves and their em- 
ployers time. 




















Educate yourself in your various 
lines. Take care of your health by 
getting enough sleep at the proper 
time. Eat good wholesome food, 
also at the proper time. 

Plan your work, know what you 
intend to do and where you are go- 
ing. Find out the best time to see 
each prospect and make a point of 
seeing him at the same time on each 
visit. You can train him to hold 
business for you. When you go into 
a man’s place of business, remember 
you are taking his time, so know 
what you are going to talk about, 
and what you intend to sell him. 
Always have a sample or something 
to attract his attention or arouse his 
curiosity. (Your customer looks to 
you for all new devices and informa- 
tion). Don’t let him have to ask for 
it—tell him about it. Let him know 
you are alive and progressive. 

Don’t just call on him because you 
had him on your list and had to 
make a report on him. Give him 
new ideas on window trim and mer- 
chandise. Also the latest informa- 
tion on the market conditions of 
your various lines. 

Get an order and get out. Don’t 
impose on your customer’s time, or, 

















A meeting-sponsored y the Beller Electric Supply Co., Newark, N. J., jobber, and 
the Bryan-Marsh Division of the National Lamp Works of General Electric Co., was 
held January 11 at Newark. Talks were given on store and window lighting and ad- 
vertising. A. metchandising play entitled “Putting It Over” was also given which 
was received with much enthusiasm. Photo shows the meeting in session in the job- 


bers’ show rooms: 
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Buy them from 
your own jobber. 
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TRADE MARK REGISTEREO 
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FOR 
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AND ALL 
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Fahnestock Spring Clip Bind- 
ing Posts on 


Columbia Ig- 


nitor at no extra cost to you. 


Reaching all markets 


HE market for Columbia Igni- 
tors and Hot Shots is literally 
nation-wide. Columbia advertising 
in over sixty magazines, as well as in 
newspapers, trade and class publica- 


. tions, is telling the Columbia story 








with a vim and snap that puts new 
life into battery sales. 


Ignition, radio, lighting, bells and 
buzzers—in hundreds of services—at 
home and office, farm and camp, city 
and country, land and sea—every use 


and every user are covered by Co- 
lumbias. And now radio has opened 
a tremendous field for dry battery 
sales, making these peppy, powerful 
dry cells a year ’round profit maker. 

Keep the Columbia Ignitor dis- 
played. Tell the public you have 
this wonderful battery for ignition, 
general service and radio. 


Window trims and display signs 
are yours for the asking. Get ’em— 
use ’em. Sell more Columbias. 


NATIONAL CARBON COMPANY, INc., New York, San Francisco 


Canadian National Carbon Co., Limited 


for 


Gas engine ignition 
Tractor ignition 
Starting Fords 
Firing blasts 
Doorbells 

Buzzers 

Heat regulators 


Ringing burglar alarms 


Columbia 





Factory and Offices: Toronto, Ontario 


Lighting tents and out- 
buildings 

Motor boat ignition 

Telephone and telegraph 

Electric clocks 

Protecting bank vaults 

Radio ‘‘A”’ 

Running toys 

Calling Pullman porters 


Dry Batteries 


—they last longer 


SALESMEN: A 
great national adver- 
tising campaign is 
helping dealers sell 
Columbia Batteries. 
And intensive adver- 
tising in all the im- 
portant trade maga- 
zines is helping you 
sell Columbias to the 
dealers. This is a 
reproduction of the 
current advertise- 
ment in trade papers. 
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In this testing oven the presence of free sulphur 
can be determined. A clean copper rod is wrapped 
with Firestone Friction Tape and baked for 16 


hours at 100 
composition. 


Its Name and 


Tested Quality 
Have Made It Easier to Sell 


Hundreds of jobbers and dealers have 
reported their satisfaction in handling 
Firestone Friction Tape. 

The name it bears is one they trust for 
utmost quality. And in the Firestone 
Laboratory, tests more rigid than 
those required by the Government, Navy 
or big electrical concerns, assure the 
absolute maintenance of the highest 
standards. 

Firestone Friction Tape possesses per- 
fect adhesive quality, unusual tensile 
strength and is highly dielectric and free 
from active sulphur. 

It comes in standard Firestone cartons, 
under Jobbers’ names or in bulk. Lead- 
ing Electrical Jobbing Houses sell and 
endorse it. 

You can obtain complete specifications 
and discounts by addressing the Home 
Office at Akron, Ohio, or any Firestone 
Branch. 


Rod must not be discolored by 








Firestone 


FRICTION TAPE 




















Electrical Supplies 











if he is a successful business man, he 
is liable to “be busy” on: your next 
trip. The fellow who has half a day 
for a salesman every time he calls, 
and talks shop and gives a big fat 
order—why, his order gets about as 
far as the credit department and no 
farther. ° 

When you get a new prospect, 
analyze the transaction for the credit 
department. Look over your pros- 
pect’s place of business, his location, 


| see if he is prosperous, if he is a good 


moral risk, and ask yourself per- 


| sonally how much you would loan 


him. Give the credit department all 
the information you can as this will 
save your house much time and 
money. 

The most important of all quali- 
ties for a jobber’s salesman is to pos- 
sess a knowledge of the lines his 
house is and they 
carry in stock. Know your stock. 
Do not tell a customer you think you 
have a thing in stock—you should 
know whether or not it is in stock 
or if it will come direct from the 
Do not leave your price 


Let your cus- 


carrying what 


factory. 
book out in your car. 
tomer know you are there for busi- 


| neses and be prepared to make a note 


on your order book of the items 


you are going to sell him and mark 


the prices along side these items, 
Then if he asks for the prices you 
can give them right off so as not to 
allow him much time to think, for if 
you have to thumb through your 
price book, here and there, you lose 
your selling talk, and your man 
cools off. The hardest job for the 
jobber’s salesman is to get the first 
item on an order blank, the remain- 
der of the page is easy. 

Do not walk into a man’s office 
and say, “I don’t suppose you need 
anything in our line today, do you?" 
He surely will say “No.” Or do not 
ask him if your house was high on 
that quotation mailed him. This is 
negative selling and the lowest bid- 
der does not always get the order. 
Remember, you are selling quality 
and service, and if you must get busi- 
ness on a price basis, you cease to be 
a salesman—you become an “order 
taker,” and your 
mail order establishment. 

Salesmanship is only the ability 
to sell goods at a profit and your 


house becomes a 


old established business will not 
keep your house prosperous. Sv 
spare no effort to obtain new ac 


counts and always remember, the 
only customers who last are those se- 
cured on a basis of Quality, Servic: 
and Fair Dealing. 
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Last month there was an article in THe Jopper’s Satesman describing the order- 
liness of the Capital Electric Co.’s stock rooms in Salt Lake City. Orderliness } 


also carried clear out to the front door and into the ranks of the men. 
was taken on the occasion of their sales convention in December. 


This picture 
The first man at 


the left in the first row is President J. A. Kahn, while next to him is E. E. Brazier, 


sales manager. 
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Big Sales Await You On 
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“UNION” Fuses 


There isn't a dealer in your territory that can’t make money, 
and make it with less effort, by selling ““Union’”” Renewable and 
Non-Renewable Fuses. Once you tell them about the better 
construction of these fuses that is responsible for their longer 
life—that makes the “Union” save more than any other renew- 
able fuse—you'll soon sell most of those prospective purchasers. 


But you don’t even have to tell the average dealer about the 
good points of “Union” Fuses. Our big advertising campaign 
does that. Week after week, year in and year out, our strong con- 
vincing advertisements are appearing in 28 publications that 
reach every fuse user of importance in the country. 


Here’s your opportunity to sell a real, live profit-maker. 


But “Union” Fuses do more than make a profit for you—they 
make a friend of every dealer you sell because of the absolute sat- 
isfaction they give. 


Once sold they stay sold. Dealers won't turn them back to 
you. There are no kicks coming to the dealer from his trade; 
therefore no kicks coming to you from him. 


Write for our proposition and Catalogue No. 29 


CHICAGO FUSE MFG. CO. 


Manufacturers also of Switch and Outlet Boxes, Cut-Out Bases 
Fuse Plugs, Fuse Wire and Automobile Fuses 


CHICAGO NEW YORK 





TRADE MARK 
Reg. U. S. Pat. Off. 


UNION 


RENEWABLE & NON-RENEWABLE 
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Not How Cheap 
But How Good! 


Ss 
Ss 
y 


In the Steel City Line of Wiring 
Devices Super Standard Quality is 


dominant. 


Steel City Wiring Devices cannot 
be made cheaper for they are of the 
highest quality. Price is a sec- 


ondary factor in their construction. 


They give the utmost in service; 
that’s reason enough why you 
should lay special stress on quality 
when you're talking them to your 


contractors. 


Steel City Wiring Devices build 
contractor business for you, 
through their quality and ability to 


satisfy his customers. 


Tell your trade of the profits to be 
derived from recommending and 
using Super Standard Steel City 
Wiring Devices in preference to 


cheaper grades. 


Sell them on the quality idea. It 
takes constructive salesmanship 
but many jobbers’ salesmen are 


proving that it can be done. 


Our Catalog No. 34-F will help 


~ and will be sent on request 


NA thectric Ge 


PENNSYLVANIA 











Electrical 
Supplies 








Electrical ‘Filling’? Compounds 


Potheads, coil boxes, small trans- 
formers, condensers and many similar 
devices require a sealing or filling 
compound to (1) insulate between 
primary and secondary windings, (2) 
prevent relative movement of certain 
coils or conductors, (8) exclude mois- 
ture, (4) guard against mechanical 
injury, ete. 

Rosin and beeswax, in varying 
percentages, is a good filling com- 
pound for some small parts, but its 
field of usefulness is limited and with 
but few exceptions one of the hydro- 
carbon compounds, of which there is 
a great variety, will be found to more 
nearly produce the results desired. 
Then, too, the hydrocarbons are used 
as supplied, require no remixing, are 
uniform as to composition, cheaper 
and better. 

The mistake is often made of se- 
lecting a compound of too high a 
melting point for work requiring only 
a few drops; that is, for such parts 
as screw holes in small switches, etc. 

The Underwriters require a melt- 
ing point “in excess of 150° F. for 
sealing live parts.” It must be borne 
in mind that as the melting point is 
raised flexibility decreases and, unless 
the part to be filled is also heated, 
the compound chills and solidifies be- 
fore it can “level up” and become 
firmly attached. For such small 
parts, the remedy lies in selecting 2 
softer compound, that is, one of lower 
melting point. 

While relatively large amounts of 
compound are used, the surrounding 
parts are not generally sufficient to 
conduct away the heat before the 
compound fills, adheres, settles and 
levels. 

On the other hand, a compound 
having a lower melting point does 
not have to be heated to such a high 
point in the pot, and when it is 
poured it flows much better. 


RESIDENT Walter Johnson, of 
the National Electric Light 
Association, recently said that he be- 
lieved that 1923 figures would show 
57,000,000,000 kilowatt-hours of elec- 
trical energy produced—in contrast 
to 25,000,000,000 in 1937. 
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: O— , Barant ELECT oom Had a hard time this month trying to dope out 

h ee oe Oe a cartoon that would get over the idea of 

Bryant distnbution. Finally we hit on the kid 

i [ 3 and the jam, and the job was done. 

” sorte. e Fits exactly. 

- sth | Notice that the jam is not only “all over the 

d. may” but on his hands, waist and pants as well, 

d and some of it is coyly clinging to the chair. 

ig Wheiever you are, have been, or will go (while 

er living, of course), you will find Bryant Wiring 
Devices. 

e- They are sold in every city in the country and 

a at every cross-roads. 

ly You will find them across the seas and at the 

ts edge of civilization, too. 

ie. This means a lot to the contractor and large 

It- user. When the best is easy to get, the bettle 

or is half over. 
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These advertisements appear in the current issues of Electrical Retailing, Electrical Merchandis- 
ing, Electrical Record, National Electragist, Journal of Electricity, Industrial Engineer, Railway 
Electrical Engineer. 
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Parlor Car Washer Demonstra- 
tion 

The purpose of this campaign was 
to bring the new Western Electric 
washer forcibly to the attention of 
St. Louis not only 
forcibly but in an inviting and dig- 
nified way, so as to gain prestige as 
well as publicity both for the washer 
and the Frank Adam Electric Co., St. 
Louis dealer. 


women—and 


The central idea of the campaign 
to exhibit the washer in richly and 
tastefully furnished parlor cars, was 
unique in the history of advertising 
in St. Louis. The cars were rented 
from the United Railways Co., and 
were decorated in a gala manner out- 
side with bunting, sighs and pen- 
In Western 
washer was 


nants. each car a 


Electric enthroned in 


actual operation. 

Then for five days, November 19 
to 23 inclusive, the cars, each manned 
by crew of demonstrators, were 
run back and forth along the car 
Each car travelled 


a 


lines of the city. 
in a different district each day, and 
thus the entire residential portion of 
the city was covered. 

Women were invited, by signs on 
the cars and by newspaper announce- 
ments, to ride free. They could get 
on at any corner, and ride as far as 
they wished, even to making the 
round trip back to their starting 
point. 

Newspaper advertising was used 
to let people know about the parlor 
car demonstration. <A _ teaser 
paign ran during the week preceding. 
And every day while the cars were 
running, large space was taken to 
invite women to ride, to give routing 
of cars, to tell about the features of 
the to urge women who 
might not see it in the cars to come 
to the store. This advertising also 
carried the usual demonstration sale 
features—free trial the home, 
time-payment plan, etc. 

At the Frank Adam store a great 
deal of window and interior display 
space was devoted to the washer. 


cam- 


washer, 


in 
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Street Car Used for Appliance Demonstration 


The campaign was a big success. 
The cars were crowded every day, 
more than 1500 women being carried. 
Crowds also visited the store. The 
parlor car demonstration was one of 
St. Louis’ principal topics of conver- 
sation during that week. 

Many Western Electric 
were sold as a result of this campaign, 
and a large and valuable list of 
The unique 
demonstration secured the interest of 


washers 


prospects was secured. 


people who could not have been reach- 
ed in any other way, and resulted in 
giving the sales force an entry into 
a class of homes that had hitherto 
been unattainable. 


Discount Terms For Jobbers 

To secure the figures set forth in 
the following table, the National 
Electrical Credit Association got in 
touch with 30 manufacturers by means 
of a questionnaire. Ten companies 
reported selling on terms of 30 days 
net only. Ten others reported terms 
of 2 per cent 10 days, 30 days net. 
Vive showed terms of one per cent 
10 days, 30 days net, and the bal- 
ance had various other terms. Sev- 
enteen companies reported that in no 
case did they place consigned stock 
with the jobbers, while the remaining 
13 companies did not answer that 
question. 


TERMS TO ELECTRICAL JOBBERS 





> — 2 
to 00 © o 
“ S bs pees ‘ 
= Type of Manufactured ,, ate - 
= O Product > > > > 
oa x Sa CI) 
-v io] akan) a) 
o* 
3 S$ se ¢ 
7 Porcelain & Electric 
Supplies ..... 
~ J REECE | ps 
1 Small Appliances.... 1. = 
4 Lighting Fixtures...... 1 3 
6. Contromess............:z. | = 
tiger ee 2 
4 Large Appliances........ 3t 


%%-10-30 net 


*One Company divides these terms with 60 day net on an even basis. 


tOn Xmas stock 60 to 90 day T. A. 


tOne Company reports on large shipments 60 day T. A. 


< ; ae. 
7 ia. 2 » & 6&5 
c & a = = a ‘S3 
. F & ea 8 F 
= = = = ® 2S oo 
_ = a a 4 a ZE 
_ nb “ 1 
1 2 eae ead 
ne a lt at 
2 a 2 1 4 
nas 1 1 <a ion boas 1 
1 one oe 1 oa ssn 2 
One Company reports 2-10-60 on one 


stock order per year placed during period of low production. 


In reporting on motor terms, we have eliminated larger motor manufacturers. 
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DAYTON MOTORS 


t 


Increase Your Fan Profits 


year by standardizing on and pushing the Dayton line. 


They embody the essentials of fan construction,—they are durable, they 
are attractive in appearance, and they displace a large volume of air. 
They are easy to sell and there’s a liberal discount on each one. 

There are 102 different Dayton Fans—a model and size for every require- 
ment. 


Ask us for complete details of our profitable Fan proposition. 


The Dayton Fan & Motor Co. 


Factory & General Offices 
Dayton, Ohio 
Established 1889 


— you and your Dealers will make more money from fans this | 


° 


—_ 


DAY-"AN RADIO 
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SIGNAL 
FANS 


The Season’s Biggest Sellers 





Junior $7.00 


List Price 


Full eight inch brass blades. Eight foot cord 
with separable plug. Hart & Hegeman Tog- 
gle Switch, one speed in base. Equipped for 
table and wall mounting. Universal: motor 
25 to 60 cycles, 110 volt. ‘(Can be supplied 
for higher voltages at slightly increased 
cost.) Self-lubricating oil wicks. Packed in 
single cartons for easy stocking and display. 


“Cool Spot” $10.00 


No. 900 List Price 
Plain Type 


Cored aluminum pedestal and motor housing; 
satin finish. Nine inch polished aluminum 
blades. Adjustable to any angle. Equipped 
for table and wall mounting. Eight foot 
green cord with separable plug. Single speed 
switch in base. Packed in single cartons 
for easy stocking and display. 





“Cool Spot” $16.00 


No. 901 List Price 
Oscillating Type 


Cored aluminum pedestal and motor housing; 
satin finish. Nine inch polished aluminum 
blades. Adjustable to any angle. Equipped 
for table and wall mounting. Eight foot green 
cord with separable plug. Single speed 
switch in base. Packed in single cartons for 





easy stocking and display. 


No. 901 


lakeauike Factory and General Offices 
GNVNE ge 1970 Broadway, 
f IMbitelGo, MENOMINEE, MICH. 
Boston, Chicago, Cleveland, Minneapolis, Montreal, New York, Pittsburgh, 


St. Louis, San Francisco, Toronto, Philadelphia, Los Angeles 


You’ll find our local address in your Telephone Directory. 











Electrical 
Appliances 





Submit a Definite Plan of 


Service 


The most important thing you can 
do from a selling standpoint is to get 
over on the customer’s side of the 
fence and look at the entire proposi- 
tion from his point of view. 

If you were in his place and had 
salesmen approaching you daily, each 
one waxing enthusiastic over the 
superiority of his own line, what 
factors or influences would keep you 
sold on any one line above the others? 

National advertising would have its 
part, and a very important part, but 
if some salesman came along and of- 
fered you some definite plan of service 
based upon the conditions found 
within your locality, and would show 
by this plan that he was interested 
not only in selling his own line, but 
in helping his customer build his 
business as a whole, would you not 
be inclined to throw to such a sales- 
man the greater part of your trade? 











The photograph shows L. P. Bell (left) 
Western Electric salesman, thanking W. B. 
McSpadden, new business manager, City 
Light & Water Co., Amarillo, Tex., for 
the business given the Western Electric 
Co. during 1923. At the same time, Mr. 
Bell is congratulating “Mac” for perform- 
ing a seemingly impossible feat—that of 
selling $12,375 worth of electric appliances 
in Amarillo, a town of 17,000 population, 
during the month—when the largest ap’ 
pliance sold was a washing machine sell- 
ing for $165.00. 
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—BECUSE HEMCO DISPLAY CARTONS 
MEAN MORE SALES 


Keep your HEMCO cartons in your 


*" windows and on your display counter 


GEORGE RICHARDS & COMPANY 


557 W. Monroe St. CHICAGO, ILL. 
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Splendid Illumination of Newark’s Central Market 


Adaptation of Street Lighting Fixtures to 750 Ft. Building 







and the Outdoor Market a Feature 


ROM a congested, dingy, poorly- 

equipped and lighted structure, 
over Morris Canal, the Newark, N. J. 
public market has been moved into 
commodious quarters equal, if not su- 
perior, to any similar structure in 
the United States. Through 
beauty and simplicity of line, with the 
solid, substantial appearance necessary 
to such construction, the new build- 
ing lends itself to efficient and artis- 
tic illumination, 


its 


Two years ago when the architects 
were considering plans for the mar- 
ket and its fixtures there, no lighting 
equipment was found suitable to such 
After experiment in apply- 
ing street lighting fixtures to the pur- 


purpose. 


pose, appropriate ones were devised. 
The exterior of the building is out- 


lined by artistic brackets, newels and 





their accompanying fixtures. Midway 
to the roof 45 Santiago brackets, 
lantern type, adorn the sides and 
augmented by 40 Arcadian 
newels outlining the edges of the 


rear 


roof. Over the main entrance on a 
small balcony are eight 4-ft. Ar- 


cadian newels. 

For the ceiling of the lozier the 
unique plan was hit upon of using 
octagonal Reflecto-Lux lanterns sus- 
pended by heavy chains attached to 
cast aluminum canopies which are a 
of the 
In these 


octagonal lantern 
fixtures 200-watt 


facsimile 
covers. 
lamps are used. 

At the rear of the building is a 
large open space for the Farmer’s 
Market. Here have been used 27 Se- 
nior Arcadian poles, two on each un- 


loading platform. All fixtures on the 





Interior of the Newark Market—Showing the Perfect Diffusion From Ceiling and Bracket Lights. 


exterior and in the Farmer’s Market 
have both octagonal Reflecto-Lux tops 
and lanterns with synite panels. The 
roof and outer wall fixtures have 200- 
watt lamps, and 300-watt lamps give 
daylight diffusion to the Farmer's 
Market. 


The building, which is 750 feet 
long and 115 feet wide is a back- 
ground for splendid lighting effect. 

The vast interior, covering a floor 
space of nearly two acres, is a glis- 
tening whiteness of tile, brilliantly 
illuminated throughout. No needed 
space is wasted or cluttered with drop 
or portable lights. All illumination 
comes from center stall columns and 
ceiling. There are white, tile columns 
in the center of each stall. The red 
tile of aisles, white tile of counters 
and over 224 ivory white Commerce 
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will be sent on reque by the 
TORK COMPANY, 8 West 
40th Street, New York 
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Selling 
Co Operation 
That Counts 


FLOOD-O-LITE advertising for 
March is being directed to the at- 
tention of over 50,000 logical users 
of Spot-Flood-Lighting with the 
request that they allow us to send 
them without charge, copies of the 
above booklets entitled 


“THE MERCHANDISING VALUE OF 
DISTINCTIVE LIGHTING” 
and 
“INTENSIFY THE SALES APPEAL 
WITH COLOR-LITES” 


These booklets contain a fund of practical 
information concerning the great possibil- 
ities of effective Spot-Flood-Lighting and 
beautiful color lighting in window displays 
for any store. They will prove inspirational, 
educational and helpful to the reader and 
assist materially in preparing him to buy. 
This effect on the trade should mean 
greatly increased sales for you. 


ee 


NiO 


We want you to have these booklets, too. 
Just clip, sign and mail the convenient 
coupon and a copy of each will be sent at 
once. If you would like descriptive liter- 
ature, selling plans and other information 
concerning cur helpful cooperation simply 
put an X on the coupon. 


Reflector & Illuminating Co. 
575 W. Washington Blvd. 
CHICAGO 


Don’t Delay—Mail Coupon Today 
2K LABERERARBRERSESESBEEEERSBEEEE ESE 
REFLECTOR & ILLUMINATING CO., 

575 W. Washington Blvd., Chicago. 

I want to derive the benefit of your co- 
operation in selling FLOOD-O-LITE Jr. 
and Color-Lites. Please send the above 
two booklets to 
Name 


EO. ari ciiseien 
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Illumination 











Exterior of the 


brackets with round ball globes in 
which 300-watt lamps are used, com- 
plete a picture of a great accomplish- 
ment. 

Besides the Commerce brackets 15 
Midget brackets, finished in ivory 
white, are used in various places 
throughout the main market. In these 
are used 100-watt lamps. The Com- 
merce brackets are installed on the 
columns about midway in the 19-foot 
ceiling height. The diffusion is so 
perfectly arranged that no shadows 
in corners can be found, an item of 
extreme importance in such kind of 
illumination. 

The second floor of the market is 
used as a garage. It will accommo- 
date 700 cars and has a floor space 















Farmers’ Market Lighted by 27 Senior Arcadian Pole Lights. 


Newark Market. 


of 80,000 sq. ft. From the ceiling 
are suspended 250 R. L. M. reflectors 
using 200-watt lamps. 

Of corresponding interest is the 
splendidly equipped basement, which 
contains engine room and wholesale 
storage rooms. In the engine room 
are two 250 K. V. A. and one 125 
K. V. A. generators, with a switch- 
board controlling generators and the 
lighting system throughout the build- 
ing. There is 60,000 sq. ft. of stor- 
age space adequately lighted by 100 
vapor-proof fixtures with clear glass 
globes equipped with 100-watt lamps. 

The ceiling height of the main 
market is 19 ft. 8 ins. The bays are 
33 by 33 ft., the booths 24 by 24 ft. 
and the aisle is 9 ft. wide. The ceil- 
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Here 
is part 
of the 
Buss 
Lamp 
message 
to 
retailers 
in the 
March 
electrical 
trade 
papers 
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of the same. That's 
what your retailers need. 


Show them how to show ’em. 
to make 


Tell them how 
money with Buss Lamps 


ing them in the right way with the right 
Your sales will be multiplied every 
time you take the time to talk to the retailer about 
Buss Lamp displays on counter or window, with Buss 
We co-operate with you in every 
For example, here’s what one jobber sales- 
man writes us:—“Must thank you for the co-operation 
you have been giving me in writing letters to my dealers, 
Stating that I have requested you to send this Buss Lamp 
Last week I sold three Clamp- 
o-Set orders on account of your letters explaining why 
they are getting Buss advertising material.”—E. W. Cook. 


material. 


Lamp display material. 
way possible. 


™ display material to them. 









Why be a Preacher? 


You haven't got time to deliver a sermon on 
Buss Lamps or any other article. You don’t 
have to push Buss Lamps—just put them 
where eyes can see them and minds can under- 
stand what they are. 


There isn’t a thing that you ever handled that 
will move so fast when you give it a chance to 
be seen. “Just show ‘em you have it.” That’s all. 


Are you doing that? Do you know that other 
dealers who are doing it, are moving hundreds— 
in some cases, thousands—of Buss Lamps? 


Why? Simply because they show’em they have 
it in the right way. The right way is not just 
showing the Buss Lamp—but showing the Buss 
Lamp display material with it—posters, counter 
cards, lamp stands. 


Get these sales helps. Get them now. Clip the 
coupon and mail it for what you want. 





If you have no stock of Buss Lamps yet 
—get in line quick. Every day you do 
without them, is dollars lost to you. 


Each lamp is packed in individual carton. Packed ten in 
a case. Every case contains lamp display stand and 

illustrated booklet, featuring bang-up selling 
helps that sell. 


Mail the 
coupon. 








real 
y display- 








furnished you 
—or drop usa 
postal or letter. 
But don’t 


leave the 

























I Jealer’s 






























Name Here 




















When you make a call, glance about and note if the 


dealer is properly displaying the lamp. 
If neither you nor the dealer have 


some display material. 


If not, set up 


the material at hand, send in one of the requisition cards 


store without getting some 
kind of a display up—even the 
fastest selling lamp in the world won't 
sell if people can’t see it and understand what 
it is. Sell the dealer on “Just show ’em you have jt.” 


Clamp-o-Set 
LAM P 
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Maxims JOBBERS’ SALESMEN: This is one 
of a series of advertisements running in all the 
for leading electrical trade magazines. Added to 
h the very unusual line of dealer helps, and the 
Merc ants extensive consumer advertising, this series 
helps to make Edison MAZDA Lamps your 

No. 2 best entering wedge with retailers. 















SERVICE” in the custom- 
er’s language means ‘ satis- 
faction”; in your language 
both words mean “Profit.” 


EDISON 
MAZDA @@) LAMPS 


A GENERAL ELECTRIC PRODUCT 
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Autobiography of a Customer 


EPISODE No. 2 


In which I learn the first principle of good lighting 


Y unfortunate experience with an 

unknown bulb* taught me the wis- 
dom of buying an advertised article like 
Edison Mazpa Lamps. But I didn’t buy 
any bulbs* for a while, thinking that our 
home was lighted well enough with the 
ones we had. 


Then one day a man rang my door- 
bell and presented a card that told me 
he represented my nearest Edison Mazpa 
Lamp Agent. He said he hadn’t come to 
sell me anything, but that he merely 
wanted the privilege of inspecting my 
lighting arrangement and of making sug- 
gestions. 


I told him that of course he might look 
at the lighting, but that I was sure it was 
quite adequate and in fact rather well 
arranged. 


The first light he saw was one with 
a thin silk shade, on the hall table. He 
took a white bulb* out of a box he was 


_ Carrying and put it in the socket in place 


of the clear glass one which was there. 
When he turned it on, I was amazed at 
the great improvement it made. Before, 
the plain glass bulb* had shown through 
the shade, and you could see all the little 














* She meant lamp, 


wires. But this white bulb* diffused the 
light and gave it a soft glow which, in 
spite of the softness, lighted the hall even 
better than before. 


Then we went into the living-room. 
The lighting man picked one corner 
which was rather dark and asked me to 
read a few lines in a newspaper under 
the electric light there. Then he put in 
what he called an “‘all frosted lamp” and 
asked me to try reading again. I had 
thought that the old light was good, but 
I realized then that the glare of the plain 
glass bulb* had bothered me and had 
tired my eyes. With this new one, not 
only the glare overhead was eliminated 
but the page I was reading wasn’t so 
“shiny,” and my own shadow didn’t get 
in the way. 


We went all over the house and when 
we were through I insisted on his taking 
my order for a complete set of the right 
lamps for all my fixtures. I had sold my- 
self the first principle of good lighting, 
and I promised myself that the store that 
took so much trouble to help me, would 
have all of my electrical trade in the 
future. 
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What do you work for?| 


Sel Panelboards 
For More Profit 


You get commission on your 
sales depending on the product. 
You know that a greater com- 
mission is paid for panelboards 
than, for instance, conduit and 
wire. 


You can sell as much staple 
goods and many more panel- 
boards by studying the matter a 
little. Success is in knowing 
FA Panelboards, every point 
that makes them superior, every 
condition in which they excel. 
They are easier to sell because 
they are better and cost no 
more,—but you must study 
them and map out your logical 
sales. 


If you haven’t full infor- 
mation at hand, write now 
for panelboard bulletins con- 
taining all the selling points. 
We want to help you make 
more profit. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


District Offices: 


Detroit, New York, Dallas, Minneapolis, 
Kansas City, Cincinnati, Indianapolis, 
New Orleans, Chicago, Denver, San 
Francisco, Los Angeles, Seattle, Phila- 
delphia, Pittsburgh. 





Triumph Type R is made of standardized units, under 
standardized manufacturing practice. Immense econ- 
omies are effected in this way, to the benefit of the con- 
sumer. The Triumph Panelboard is absolutely safe; can 
be placed anywhere in the house, and therefore at the 
logieal center of distribution; is ready for wiring, and is 
stockcd complete in a package, for quick delivery. 
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Illumination 





Monalite 
fixtures using Macbeth-Evans Monax 


ing luminaries are Krich 


enclosing globes 22 ins. in diam- 
eter, and one fixture per bay has 


300-watt lamps. Column luminaires, 


namely, Commerce brackets, have a 
light center of 10 ft. using 14-in. ball 
globes and four fixtures per column. 
Greatest intensity was obtained in 
the center of each intersecting aisle 


where ceiling lights and column 
lights were combined. An intensity 
of between 11 and 12 foot candles 


was obtained. Intensity obtained by 
column lights with ceiling lights out 
was approximately 8 foot candles. On 
counters all globes lighted, ceiling 
and column, 9.8 foot candles was ob- 
tained and with brackets lights only 
8.8 foot On the 


shelves surrounding the columns in 


candles showed. 
each stall intensities were 8.6 to 12.5 
foot candles with all lights on and 
from 6.3 to 11 foot candles with only 
The shelf 
nearest the brackets showed an inten- 
sity of 16.5 foot candles. 


bracket lamps on. top 


On the sloping floors under the 
shelves an intensity of 2.7 to 4.2 foot 
candles was obtained. 

The lighting installation was made 
by the K. W. Electric Co., electrical 


_ contractors of Newark, N. J., through 


the Krich Light & Electric Co., of 
Newark and Asbury Park, Westing- 





















— 


New 
All the lighting and generating equip- 
ment was furnished by the Westiny 
house Electric & Mfg. Co. 


house distributors in Jersey. 


* * * 


King Tut Window Display 
A rather spectacular and attractive 
installed the 
height of the fan season by McCartli 
Bros. & Ford of Buffalo. 
a most striking window and a 
seller. 


window was during 

It proved 
good 

At that time there was considerable 
reawakened discussion and articles in 
the papers and magazines about the 
Ther 


was also a vogue of the Egyptian mo 


discoveries in King Tut’s tomb. 
tif in other merchandise. So it was a 
timely as well as a unique window. 
In the background was cutout of 
two Egyptian characters presuming to 
represent King Tut and his Queen 
being fanned by an Ethiopian slave 
who wielded a large feather fan such 
They 


per- 


as was used in that period. 
were seated on a balustrade or 


of 
flanked by clusters of palms and cat 


gola Egyptian character and 


tails or bullrushes. 

In the foreground were used two 
Westinghouse fan display cutouts 
which gave action to the window. Thi 
card used is self-explanatory. 












An Egyptian Turn Rendered this Window Effective 
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No Trick to Sell Lamps 
—Just Hard Work 


Read what Mr. Schulz has to say— 
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MADE IN sr, Louis 


A.B EWING 
“ACLEDE ous BLoe New Address: 


ST Louis mo 4 : 
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National L 
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Mr. L. A. Schulz, who writes the letter reproduced here, is comparatively new 
in the lamp game. _ His first training in lamp merchandising was at the 
Bryan- Marsh conference last August. 


Mr. Schulz’s activities in the ON-TO-NELA prove that he is a real National 
MAZDA lamp salesman in every respect. When you consider that he got his first 
taste of lamp selling just last fall and that now he stands third among the 672 
ON-TO-NELA contestants, you’ve got to admit that he’s a “‘live wire.””, Mr. Schulz 

has secured about twice as many points as he needed to assure himself of the 


trip to Nela Park this summer. = 
NATIONAL LAMP WORKS 

of General Electric Company 

: NELA PARK, CLEVELAND, OHIO 
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of Calling On the Pros 









the dotted line, 
Will prove more ef 


haphazzarg calls, 
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® NATIONAL @ 
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The lungar Campaign is on! 












le fitersi = 
— wt Digesy 


Vs A 


The Tungaradvertise- 
ments in the follow- 
ing magazines will go 
into 2,656,000 homes. 


Literary Digest 
Popular Mechanics 
Popular Science 
Radio News 
Science & Invention 


Take Ad van t a 4 e— N Ow Scientific American 


Radio 





Ter ‘ : : F : : Radio Broadcast 
A National magazine campaign in the publications listed above Q. S. T. 


is telling millions of radio fans and motorists about “Tungar,” the Wireless Age 








care-free battery charger. Every dealer in your territory can profit 
by this campaign in exact proportion to the enthusiasm with which 
he ties-in. See next page for ways in which you can help. . 


MERCHANDISE 


GENERAL 
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Che-in for Sales / 
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Here Is A Complete Service That 
Will Make Tungar Sales For 
You and Your Dealers! 








Window-trim suggestions; window cards that say 
“Tungar” to every motorist and radio fan who passes; 
booklets and folders to hand over the counter; electros 
for newspaper advertising—all these are ready to help 
your dealers tie-in with the tremendous Tungar cam- 
paign, already in full swing. 


Now is the time for big sales. But to cash-in your 
dealers must first let the public know that their stores 
are Tungar headquarters. 


Show them how easy it is to do this by using the attrac- 
tive dealer material you can furnish them. Nothing has 
been overlooked to help you and help him take advan- 
tage of this campaign—a campaign that will turn a new 
host of radio fans and motorists into live Tungar pros- 
pects. Help every dealer in your territory get his share 
of this business. 





Merchandise Department 
General Electric Company 
Bridgeport, Connecticut 


DEPARTMENT 


ELECTRIC 


é 
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Vasen’s New Building 

Geo. B. Vasen, jobber, 123 North 
Sixth street, Quincy, IIl., announces 
he has just completed the purchase of 
the large three-story building located 
at 128 South Fifth street. This build- 
ing will be remodeled at once for his 
needs, including a complete modern 
glass store front, the necessary shelv- 
ing, bins and racks to accommodate 
stock, office fixtures, files and desks, 
new floors to carry the additional 
weight of the large stock, and com- 
plete electric elevator service. This 
will give him at least double the floor 
space now occupied. Present plans 
he will be ready to move into the new 
building about March 15. 

Vasen has been in the present loca- 
tion for the past 12 years. Although 
there was plenty of floor space at first, 
he has gradually outgrown the pres- 
ent location necessitating a move into 
larger quarters. 

There is every indication that the 
business of the company can be ma- 
terially increased with these facilities. 











Good Quality - Goods Quick 


DISTRIBUTORS OF 


HIGi'4 GRADE ELECTRICAL MATERIAL 





Ways to Save Money 


Practical Hints from 
the Field of the Other 
Fellow’s Experience 











Handling Errors in Lamp 
Agents’ Reports 
VERY jobber who handles Mazda 


lamp agents’ reports each month 
with their hundreds of items knows 
of the numberless errors that creep 
into these reports—anywhere from a 
few cents to irk the bookkeeper up to 
considerable sums. 

Ordinarily a letter must be written 
in each case, sometimes several letters 
back and forth in a single case. In 
the aggregate, with a hundred or more 
agents a great deal of time is con- 
sumed each month. 

S. C. Greusel, secretary and trea- 
surer of the G-Q Electric Co., Mil- 
waukee has devised a simple plan 
which does away with most of this 
work, and since it was put into effect 


SYLVESTER C. GREUSEL, Sec & Treas 


SHELBY > 


PHONE Broapway 5400 
23-25 Erie STREET 
MILWAUKEE 








BLANK ELEC. CO., 
CITY. 


12-12-23 





Attach this to your report 
of lamp sales for the month 
shown. 








The following represents the result of audit made of your lamp sales and remittance report for the 





month of NOV. Memo. No. 2605 Folio No. 
COLUMN No. 1 COLUMN No. 2 
(As reported by you) (As we have audited your report) 

To sale of lamps at list value... $ 123.91 $ 124,22 
Less ( 25)% basis compensation. $ 30.97 $ 31.06 

P 92. 94 $ 93 16 
Value of sales less basic compensation...... $ 6,64 950 
Less 5% special compensation.......... .. $ = $ 4.66 

s 8850 $ 88.50 

ceeumamiaeas : ( Amoonnt you should heve paid 





NOTE: In explanation of the figures shown in column No. 2, your attention is called to the following: 


YOUR REPORT READS 


LINE 3 6.30 
wig 17.26 
. 5 35-38 
xf 16 Se22 





' Kindly make special remittance of this amount 
. or include in your remittance covering next 
month's sale. 


You owe us 


$ -20 


Form Used for Auditing 


SHOULD READ 


6.06 
17.28 
55225 
a ee Seer 
We owe you | Deduct this amount from your next remit- 
$ { tance. 





Lamp Agents’ Reports 





a few months ago, hardly a letter has 
been written on errors in reports. 

A triplicate form was printed as 
shown herewith and the report is 
audited. Any items in error are listed, 
showing exactly how the agent’s re- 
port reads and in parallel column 
how it should read according to the 
jobber’s audit. At the bottom it is 
plainly stated “You owe us $.........” 
or “we owe you §........ ;’ and the total 
amount is entered. 

When the agent receives this report, 
everything is so plain that there is no 
need for correspondence. The amount, 
whether owed by him or to him, is 
then entered on the next month’s re 
port. 

If the report is okey, the form is 
sent just the same, rubber stamped 
“Figures as reported by you agree with 
our audit.” 

* * * 


The Biggest Thing in 
Purchasing 

Sometime ago there was an editorial 
in Business Management which con 
tained a great big grain of truth. In 
effect it was this: 

The purchasing agent has a tremen 
dous opportunity to promote the wel- 
fare of the business through establish 
ing relationships of the right kind. It 
is a safe rule in business building to let 
your banker make money on your busi- 
ness. Any man who has had experience 
in the larger aspects of financing a 
business knows this. He would not 
think of shopping around to egblish 
a banking connection because he knows 
that the difference of a few pennies in 
discount rates, or a slightly larger in- 
terest rate, is a small matter alongside 
of establishing and building up a bank- 
ing connection which will serve the 
business well. A wise business man 
looks upon his banker as an executive 
of the business—a department mana 
ger perhaps—and he is not so mucli 
concerned with the cost of operating 
the department, as he is with what the 
department contributes at the end of 
the year to the net profits of his bus:- 


ness. 
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ou 
New Selling Idea. 


—and a way to bigger profits for you and your 
dealer customers. 























You know that hundreds of thousands of ordinary 
attachment plug caps are sold over the counter each 
year—at a small margin of profit. But do you know 
that in many thousands of cases Hubbell Te-Caps 
could be sold instead—at a Jarger margin of profit! 


. Explain to dealers that a Hubbell Te-Cap is not 
merely a current tap. Here’s the big point—it can 
also be used as an ordinary cap on the cord of an 
appliance or floor or portable lamp; providing, in ’ 
addition, a convenient and often needed extra 
outlet. ‘Thousands upon thousands of Hubbell Te- 
Caps can be sold for this purpose. 

















Get dealers to point out the advantage of Hubbell 
Te-Caps when their customers ask for ordinary caps. 
Get them to carry an adequate stock. Put this new 
selling idea to work—and watch your sales grow. 


HARVEY HUBBELL 


ELECTRICAL W3RING DEVICES 


BRIDGEPORT CONN. U.S.A 
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ALPHADUCT 


Non-Metallic, Flexible 
Condutt- 





for general house wiring and 
knob and tube work—the 
easiest conduit to fish - 





- = ~~ 
Agencies: 
Broward Sales Co., Atlanta, Ga. - L. A. Doxsee, St. Louis, Mo. 
Wm. Ss. Brown Elec. Co., New York, (~) Ben B. Moore, Minneapolis, Minn. 
N. Y. }y Nicholson Sales Co., Louisville, Ky. 

L. P. Clark, Philadelphia, Pa. Cy H. B. Squires Co., San Francisco, Cal. 
S. B. Condit Jr. & Co., Boston, Mass. “iy H. B. Squires Co., Los Angeles, Cal. 
Wm. P. Crockett Co., Chicago, III. —<s S. H. Stover Co., Pittsburgh, Pa. 











Electrical Sales Co., Baltimore, Md. 
McNair Elec. Sales Co., Detroit, Mich. 
B. K. Sweeney Elec. Co., Denver, Colo. 
R. S. Wakefield, Dallas, Texas 


ALPAHADU 
COMPANY 


136 CATOR AVENUE, JERSEY CITY, NEW JERSEY 























Purchases & 
Stock ' 


In this way it is good policy for 
business to regard its other relation 
ships in the same light. It usual], 
pays to let those from whom you bu) 
make money on your business—even 
to the point of paying them more than 
you might pay a competitive bidder, 
because by so doing you are building 
goodwill of a very valuable character. 
The truth of this is found in an experi 
ence of a manufacturing concern in 
Chicago, which for nine years has been 
giving its printing to one concern 
without asking for competitive prices. 
Numerous printers had solicited the 
account, some guaranteeing savings of 
from 10 to 15 percent. But the man- 
ufacturer refused to switch. He con- 
tended that the printer served as a de 
partment manager for him. If thie 
printer was on the payroll and seme 
one else came along who offered to fill 
the job for less money he wouldn't 
consider the proposition a minute, 
so why consider the _price-cutting 
printers? 

Shortly after this printer submitted 
an advertising idea to his customer 
which netted this manufacturer a 
profit of $60,000 and the idea will 
undoubtedly be worth $200,000 in the 
course of two years. It is safe to say 
that if the manufacturer had shaved 
prices, and played printers against 
each other, as so often is done, that 
the idea would have remained un- 
covered, because no printer is going to 
give much thought to an account whicli 
is here today and across the street to 
morrow. Truly, the law of compen 
sation is still working. 

* * * 


Wheeler-Green Improves 
Warehouse 

The Wheeler-Green Electrical Sup- 
ply Co., of Rochester, N. Y., has re 
cently added about 15,000 dollars’ 
worth of alterations—increasing thie 
sales office area and the stock rooms. 

A stock control system is now being 
installed. 














T IS estimated that the United 
States Steel Corp. will show a sum 
available for dividends of about 
$100,000,000 for the year of 1923. 
The Ford profits for the year will 
amount to $158,000,000. 
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USE ARROW PORCELAIN SOCKETS WITH 
THE ARRO-GRIP CAP 














For INDUSTRIAL PENDENT WORK use Arrow Porcelain Sockets with 
the ARRO-GRIP feature which takes the strain off the binding posts and 
prevents shorts from frayed wires. 


No. 962 ARRO-GRIP cap can be used with all types of Arrow Porcelain 
bodies. This is another reason why you should use Arrow Sockets. Send for 
new Arrow Catalog of complete line of wiring devices. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 














The complete line of Wiring Devices 
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How to Hold the Radio Dealer Trade 


Methods Employed By a Successful Jobber Who Specializes in Radio 








_— is the infant department maintenance of a standard policy. standard lines, nationally advertised 
of our business,” says Harry We handle no ‘bootleg,’ ‘gyp,’ or ‘cat if possible. We also make it a point 
Alter, president of Harry Alter & and dog’ material, believing firmly in to have a full stock of everything. 


Co., Chicago, “but has 
grown to be such a 
husky fellow he can al- 
most lick his Dad. As 
to how he got that way, 
I would say that what 
Mellin’s Food is to a 
baby, service is to 
radio, and by service I 
do not mean merely 
quick shipment. It 
should include every- 
thing that goes to make 
each transaction satis- 
factory to the customer, 
including the proper 
selection of material 
and the everlasting 





a 


Meu 


Py mm oe oP 
% = - 
* « * 
s é # 
%. ¥ 


Harry Alter, President, Harry Alter & Co. 





These policies insure a 
speedy turnover.” 

The company has 
handled radio since be- 
fore the mad rush of 
1922 and the reaction 
that followed. Mr. Al- 
ter states that, after the 
crash, he sometimes felt 
with others that radio 
was a white elephant. 
but decided to take the 
bumps, stick around 
and enjoy the real busi- 
ness which everyone 
felt must come later. 
Every new invention or 
enterprise has to go 
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Radio Parts Stock Room, Harry Alter & Co. 























March, 1924 





THE JOBBER’SM)SALESMAN 





There’s a 





Radiola 





New and Remarkable 


Radio Achievements 


in the new Radiolas 


Radiola III, an improved 


two tube _ receiver 


antenna type, 
and selective. 
plete with two WD-1II 
Radiotrons and _ head- 
phones (everything ex- 
cept batteries and an- 
tenna . $35. 


Radiola II Amplifier 
Two tube balanced am- 


plifier for Radiola III, 


including two Radio- 


trons WD-I! ..... $30. 


sensitive 
Com- 








This 
symbol of 
quality 


JOBBER: 


It is impossible 


sets. Send this 
for an illustrated 


tion of every set. 





$425 


is your 
protec- 
tion 


to give 


here full description of 
these revolutionary new 


coupon 
booklet 


that gives detailed descrip- 














Radiola IIl-a, which is Radiola 
Ill and its balanced amplifier 
complete in one cabinet; in- 
cluding four WD-Il Radio- 
trons, headphones, and Radi- 
ola Loudspeaker. Everything 
except antenna and batteries 

; $100 


(above) 


Radiola X—ultra refined re- 
ceiver of the antenna type, 
selective and non-radiating. 
Remarkable for distance 
reception and perfect re- 
production. Built-in new 
type loudspeaker. Complete 
with four WD-I1 Radio- 


trons — everything except 
batteries and antenna.... 
$245. 


Radio Corporation of America 


233 Broadway, NewYork 10.So.La Salle — 433 CaliforniaSt.,San Francisco, Cal. 


Dept. §48 (Address office nearest you) 
Please send me your new free Radio 
Booklet. 
Name 
Street Address ; 
City .F.D. “ 








Sales Offices 


REG. U.S. PAT OFF 


















, jor every purse 


Radiola Super-VII1 
—an improved Su- 
per - Heterodyne. 
Selective and non- 
radiating. With no 
antenna, and no 
ground connection, 
it receives far dis- 
tant stations, even 
while local ones 
are operating. 
Loudspeaker built 
in. Complete with 
six UV-199 Radio- 
trons — everything 
except batteries. . 

$425. 

















Radiola Super-Heterodyne (second har- 
monic) same as Super VIII but semi- 
portable in mahogany finished cabinet, 
with separate Radio Loudspeaker. With 
six UV 199 Radiotrons, but without bat- 


teries ... . $286. 
Same as above, but without Radiotrons 
or Loudspeaker AEA: OEE Ae pees $220. 


(below) 

Radiola Regenoflex, a modified 
Radiola X, in mahogany cabi- 
net, with external Loudspeaker. 
With four WD-11! Radiotrons 
and Radiola Loudspeaker, but 
less batteries and antenna... 
$206. 

Same as above, but without 
Radiotrons and Loudspeaker 
$150. 
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RADIO CORPORATION OF AMERICA 
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New Radio Products, Illustrated 























































A new type of “B” battery No. 
764 constructed on the skyscraper 
principle, so that most of its bulk is 
raised vertically instead of occupy- 
ing valuable horizontal space, is now 
available to radio fans whose table 
area is limited. It has been the 
practice of many radio users to in- 
stall in their home sets the small 
“B” battery designed for portable 
sets, in situations where the saving 
of space or in first cost were con- 
siderations. The new battery has 
twice the life of the portable bat- 
tery, while standing on practically 
the same size base. It was developed 
after months of experimentation by 
engineers of the National Carbon 
Co., Long Island City, N. Y. The 
new battery gives lower operating 
cost without appreciable sacrifice in 
table space. 








A new soldering paste known as 
the “Allen” special radio soldering 
paste has been developed by the 
L. B. Allen Co., Inc., 4519 North 
Lincoln street, Chicago. This paste 
is guaranteed non-corrosive, acidless 
and is approved by the National 
Board of Underwriters. It is a 
quick working flux and insures a 
clean soldered job. 








The automatic selector switch . 
is designed to do away with 
jacks and gives both phone and 
filament control. The phones or 
loud speaker remain perma- 
nently connected and it is only 
necessary to push the various 
buttons to shift from detector 
to one step ur two steps or vice 
versa. This switch is entirely 
automatic in its operation. It 
is built of first class material, 
all springs are made from phos- 
phor bronze and all contacts of 
sterling silver. The R. Mitchell 
Co., 255 Atlantic avenue, Bos- 
ton, Mass., is the manufacturer 
of this automatic selector 
switch. 























“Superdyne” is the name which has been applied to a new receiving circuit 


developed by the C. D. Tuska Co., Hartford, Conn. 


It operates without an an- 


tenna and gives signals of sufficient intensity to be heard through the use of a 
loud speaker. In operating this circuit it has been found that it is highly desir- 
able to adjust the plate circuit for the wave length to be received, then operate 
the reverse feedback coil which is called “stabilizer” and the grid circuit in ex- 
actly the same manner as one operates a regenerative receiver. By careful ad- 
justing the reverse feedback against the positive capacity one can get unusual 


degrees of amplification. 


In order to simplify the operation, any tuned antenna 


circuit has been omitted, using four turns of wire which are closely coupled to 


the grid circuit. 


Several attempts have been made to simplify the adjustments 


of the receiver such as using fixed reverse feedback and gearing the two tuning 
condensers together. The closed circuits do not affect each other’s wave lengths, 


but the feedback varies with the wave lengths received. 


It is found that the 


reverse feedback has an appreciable effect on the grid circuit tuning. The plate 
circuit remains absolutely constant and may be calibrated in terms of wave 
length. The illustration at the top shows the working points, whereas the lower 


shows the case. 





The “Thordarson” power amplifying 
transformers manufactured by the Thordar- 
son Electric Mfg. Co. 500 West Huron 
street, Chicago, are sold in pairs, one hav- 
ing a center-tapped secondary winding and 
the other having a center-tapped primary 
winding. They are designed for use in third 
state audio frequency amplifiers, to provide 
high power amplification for operating loud 
speaking devices. These transformers are 
well constructed electrically and are capable 
of indefinitely carrying the additional load 
without breaking down, and are used not 
for increased volume but for clarity of tone. 
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“Built First to Last” 
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Portable Set Sales 


is the Answer. 


Spread it Wide 


Spread it wide this spring and you 


—< 


will reap a summer harvest of sales 
and the lasting good will of radio 
dealers who follow your advice. 
Make it easy for your dealers to 
capture the bulk of the summer 
parts business with Coto Compact 


set building contests. 


How Many Portable 
Set Contests can you 
Start in April? 


There is a radio expert in every one 
of the stores really active in parts 
sales who can assemble a wonder- 
fully efficient Coto Compact two- 
tube set on a panel only 4x8 inches. 
Perhaps he can do better. Get him 
started. Get his sample displayed. 


———_ 


Get a three months’ contest started. 


It will arouse immense interest. 

















How? How Are You Going to 
Keep Your Dealers Selling Radio 
Right Through the Summer Months? 




















Real Portability 


positively Demands 
Coto Compactness 


We will not stop to describe the 
characteristics or actual sizes of 
these Coto Compact Radio Parts. 
It is enough to say that they are in 
national demand for super-efficient 
operation in sets of regular size. In 
fact, they are rigidly GUARAN- 
TEED for such service. So in port- 


able sets they are quite supreme. 


You Can Save Many 
a Dealer’s Radio Busi- 
ness by Showing him 
this open road to Sales 


COTO COIL CO. 


87 Willard Ave., Providence, R. I. 


Los Angeles, 329 Union League Bldg 
Minneapolis, Geo. F. Darling, 705 Plymouth 
Bldg. 2 
Atlanta, C. P. Atkinson, Atlanta Trust Co 
Bldg. 
Canada, Perkins Electric Co., Ltd., Mon 
treal, Toronto, Winnipeg. 
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E SATURDAY EVENING POST April 12, 1924 : 
= = Reproduction (greatly 


reduced in size) of full 
page advertisement to 
appear in April maga- 
zines, 

This important Mag- 
navox announcement 
will have aconsumer 
distribution of over 
7,000,000. 

















‘New Models of Type R Magnavox 
Radio Reproducer Supreme 


REAT as the volume of business has been in Magnavox 
Radio Reproducers R3 and R2, dealers can depend 
upon an extraordinary increase of interest in the new 
models now being shipped by distributors and jobbers. 
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Reproducer R3 


with 14-inch horn 





Reproducer R2 


with 18-inch horn 





Reproducer M1 


with 14-inch horn 


: } HESE Magnavoxelectro-dynamic Reproducers 

set a standard of adaptability, beauty and 
economy far beyond the limits of any other repro- 
ducing equipment. 


From store demonstration to unfailing efficiency 
of service in the customer’s home, Magnavox 
Radio Reproducers meet the requirements of per- 
fect merchandise in a most impressive way. 


Magnavox Reproducer R3 


with Volume Control 


As illustrated, the new model R3 is equipped with an electrical 
control of great usefulness, consisting of a simple switch that affects 
the sensitivity and controls the volume of reproduction from very 
soft to very loud. Can be connected to either six-volt or three-volt 
battery of dry cell or storage type. Current consumption reduced 
to a minimum ; ; F ; ‘ F ‘ ; $35.00 


Magnavox Reproducer R2 


with Volume Control 


Designed for those who desire the very utmost quality in the repro- 
duction of broadcast programs over the widest range of operating 
conditions. The ideal instrument for radio demonstration. Equipped 
with volume control of special “watchcase” type, as illustrated. 
Minimum current consumption. New reduced price . $50.00 


Magnavox Reproducer M1 


for dry battery Receiving Sets 


This has met a large and constantly growing demand. Constructed 
on the semi-dynamic principle, the M1 consumes no current and is 
without a rival in its field. Standard finish black crystallized enamel 
—special de luxe model in polychrome finish if desired $35.00 


The public announcement of the new Magnavox models by 
means of full-page advertisements in April issues of Saturday 
Evening Post, Literary Digest and a large list of general, radio 
and farm publications, will create a situation which every 
efficient Radio Salesman can readily capitalize. See that 
your trade is adequately stocked, and also instruct dealers 
to write us for window posters, booklets and other selling 
helps on the new Magnavox models. 


THE MAGNAVOX CO., OAKLAND, CALIF. 
New York Office: 370 Seventh Avenue 


Perkins Electric Limited, Toronto, Montreal, Winnipeg, Canadian Distributors 
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RADIO PRODUCTS 








»* TTS NEW! 
IT’S DIFFERENT! 


ATT TT a, 
SO : 





A SALES BUILDER FOR 
JOBBER AND SALESMAN 


You can sell Tru-Fix Dials 
because they correct out of 
alignment—Looseness of End 
Play—Overbalanced Units— 
Loss of Tuning Adjustments 
and Body Capacity. 

Tru-Fix Dials are made of 
sheet brass .023 of an inch 
thick. The edge is very thin 
with a gradual contour to meet 
the panel and is finished bright 
nickel with 100 division scale 
running from left to right 
etched in surface inlaid with 
black enamel making Tru-Fix 
Dial easily read at all times. 
The Knob is of highly finished 
Bakelite 11% in. high with 
bevel edge at base. Attached 
to dial with flat spring device 
made into dial itself. 


Sold Through Jobbers Only 
Packed in Standard Packages 


Sales managers write for 


sample—no obligation. 


TRU-FIX RADIO PRODUCTS CO. 


42 MAVERICK SQUARE 
EAST BOSTON MASS. 








| extra 
| complicated nature. 


_ments is worthy of mention. 





Radio 





through its teething and_ colic 
periods; radio simply threw a few 
because of its more 
Having become 
fairly well stabilized it will progress 
to the point where receiving sets will 
crowd the phonograph and telephone 
as standard equipment in the home. 
The trend of changes and improve- 
The 
first long step forward was the re- 
This was fol- 


spasms 


generative principle. 
lowed by reflex, neutrodyne and later 
super-heterodyne. These different 
systems will remain in use, but there 
will be other new sets introduced. 
succeeding each other in the public 
mind very much as do stars and 
champions in the various fields of hu- 
man endeavor. For instance, last fall 
the east had the neutrodyne fever, 
while the west was bearing down on 
At present this has been re- 


distinct 


reflex. 
versed, each retaining a 
measurement of popularity. 

Mr. Alter has never pushed parts 
in preference to sets or vice versa. 
He believes the sale of parts will al- 
ways be a big thing and that prac- 
tically nothing will become entirely 


obsolete. Every year thousands of 


| boys are reaching the radio age of 


eight years or more and most of them 
must start out with the simplest and 
cheapest apparatus. To _ illustrate. 
old style tuning coils are still being 
made and sold in quantities. Schools 
and colleges are adding radio to their 
activities, meaning increased experi 
mental requirements and a further 
widening of the parts market. 
Although doing exclusively a 
wholesale trade, Mr. Alter has evi- 
dently given careful thought to the 
ultimate consumer. 
In answer to the question: “What 
does the consumer want in radio to 
results?” He 
divided consumers into classes, all 


demands of the 


day—technique or 
wanting results, but many acquiring 
technical knowledge first. 
the rich radio bug who wants his set 


There is 


of the very best and “ready-to-wear” 
all connected and installed. Second 
come the mechanically inclined, some 
well-to-do; others in moderate 
cumstances, who must build 
change and experiment to satisfy the 
urge of actual accomplishment. 
Third, the younger 
more diversified class. 
build, some buy complete sets, while 


cir 
and 


generation, 4 
Some of them 


others start with a skeleton of cheap 


parts and add to their outfit as 








st 








This shows a demonstration by the Marconi Co., of England of the Amplion loud 


speaker. Many thousands of people listened to this demonstration. Several instru 
ments were used—all from the same receiving set—and the broadcasting was heard 


clearly by everybody in the huge audience. 


The loud speaker does not use any batter) 


but is connected to the binding post of a set similarly to the head phones. It is an 
adaption to radio of an electro-magnetic and acoustic instrument which for over °° 
years has been used by ships of the British Navy and for many other purposes in @!! 


parts of the world. 
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Hoosick Radio 








Start the new year right. 


i 
Vals 


Make promises to your dealers 
on service, quality and price 
that you can keep. 


Composition Dial 
No. 203—2 In. 
No. 204—2% In. 
No. 205—3 In. 


Hoosick Radio Parts are qual- 
ity goods that sell at a popular 
price. We can give you the 
best of delivery service on the 
illustrated and _ other 


items we manufacture. Try 


parts 


us—make us prove it. 


QUALITY 


Regular V. T. Socket 


No. 100—With Laminated 
Springs. 

No. 101—Less 
Springs. 


Laminated Hoosick Falls Radio Parts Mfg. Co., Inc. 


HOOSICK FALLS, N. Y. 








No. 200—2 In. 
No. 201—3 In. 
No. 202—4 In. 





Edward J. Beckley 
Suite 1501, 
Tribune Bldg., 
154 Nassau St 
New York City 


Russell Electric Sales Co., 
512 Congress Blidg., 
Detroit, Mich, 


Walter 1. Ferguson & Co. 
14th & Walnut St., 
Kansas City, Mo. 


Scott Bros., Ltd. 


332 St. Catherines St., West, 


Montreal, Que., Canada 


Carl A. Stone Company 
315 Foxcroft oe 
San Francisco, Ca it. 

538 San Fernando Bidg., 
Los Angeles, Calif. 

1116 Minor Ave. 
Seattle, Wash. 

Charles Goldfus Company, 
Northwestern Bldg. 
Minneapolis, Minn, 

Stackhouse & Allen Co. 
559-61 W. Monroe St., 

Chicago, 111. 

ood & Lane Co. 

915 Olive St., 

St. Louis, Mo. 


w 

















No. 154 Binding Posts (Plain Top—No. 153) 
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CAMBRIDGE 





of Superior 
Performance 





tow Loss STEEL 
LAYER WINDING 


NO SHORTCIRCUITED TURNS 








SHELL TYPE CORE 
MINIMIZING HOWLING 


SOLDERED CONNECTIONS 
AVOIDING DISTORTION 


HEAVY LEAOS 






CONVENIENT MOUNTING HOLES UNBREAKABLE FEET 


Type 231-A Audio Transformer 


The efficiency of a -broadcast receiver is often destroyed 
by poor amplification—due to inferior transformers. 

In buying transformers the radio public is more than ever 
considering the electrical and mechanical qualities of the instru- 
ment, as well as the appearance and price. 


While many transformers are attractive in appearance, 
their performance is disappointing. 

After all, it is performance which counts in successful broad- 
cast reception. 

The Type 231-A Transformers made by the General Radio 
Co. is designed and built for performance. 

Tell your customers of the qualities of this transformer 
which will give them the performance they are anxious for. 

Sell them a transformer which will produce the maxi- 
mum undistorted volume over the entire range of broadcast 


reception, and you will be assured of their future patronage. | 


The features which have gained the General Radio Co. Type 
231-A Transformer its enviable position as a leader among 
transformers are: (see illustration). 


Low loss steel used in its core construction. 

Layer winding prevents short-circuiting of turns. 

Air Gaps in core avoid distortion. 

Unbreakable feet with convenient mounting holes make 
installation easier. 

Soldered connections eliminate losses from poor contacts. 

Not only has this transformer a high amplification factor, 
but the amplification is nearly uniform throughout the entire 
audio range, making it best for all stages. 

Turns Ratio 3.7 to |. Impedance Ratio 10 to I. 


Price $5.00 


Thoroughly Guaranteed Immediate Deliveries 


Write TODAY for our Instructive Folder— 
“Quality Amplification’’ and Bulletin 917 F. 


GENERAL RADIO CO. 


Manufacturers of 


ELECTRICAL AND RADIO LABORATORY APPARATUS 


Massachusetts Ave. and Windsor St. 


The Transformer 


MASSACHUSETTS 














Radio 


finances improve. Especially in 
teresting is a certain adult class, those 
who vow never to fall for radio. A 
few weeks later, however, they are 
discovered in the last stages, trying 
every new hook-up and snatching 
eagerly at each strange device. 

To successfully meet all these re 
quirements through the dealer, Mr. 
Alter has gone the limit to make 
radio a substantial part of his bus- 
iness. Radio and electrical supplies 
are listed together in his catalog, the 
“Pocketbook,” which tends to in- 
terest dealers who have handled only 
supplies in the past. On the other 
hand he advocates and practices the 
separation of radio as a department 
by itself. The Alter radio parts 
stockroom, illustrated herewith, is an 
example of a large and varied stock 
made easily accessible by numbered 
bins and special arrangement. 

In maintaining fast service, special 
stunts have not been used so much as 
the simple elimination of red tape 
and delay. The idea is to get the 
order to the stockroom in the shortest 
possible time and still have it per- 
fectly clear for the benefit of order- 
pickers, checkers and shippers. With 
the stock kept up as it is, shortages, 
when they do occur, are generally on 
some item which is scarce every- 
where—such as tubes at the time of 
this interview. In this connection. 
the company uses an effective stunt 
on orders accompanied by a cash re- 
mittance, many of which are received 
each day. In case there is an item 








-short or the customer makes an error 


in his remittance, sending too much 
money, a check is immediately 
written for the amount due, and this 
refund is forwarded by return mail 
pinned to the corrected invoice. All 
customers, of course, have been noti- 
fied of this system and are invited to 
re-order in case they are able to wait 
a few days for short items. 

In summing up, Mr. Alter re- 
iterates that radio demands today are 
many and varied, and that the secret 
of getting and holding dealer trade is 
an absolutely complete stock, backed 
by right prices and “same-day”’ ship- 
ment. He believes that a thorough. 
high-pressure job of merchandising 
cannot be done without a full set of 
tools and ideal working conditions. 
To prove this belief, he has provided 
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AT LAST! 


R-93 Specially Designed 
Coupler for Using An- 
tenna. 




























R-90 Oscillator Coup- 
ler, complete, with 
mounting brackets, 
bank wound induc- 
tances and adjustable 
coupling coil with lock- 
ing device. 


R-91 Intermediate Radio Fre- 
quency Transformer. Very 
sharply tuned and shielded. 





R-92 Special Transfer Coupler 
for Last Stage of Intermediate 
Frequency. Very sharply tuned 
and shielded. 





An Intermediate Radio Frequency Transformer 


READY FOR IMMEDIATE DELIVERY 


ITER rigorous tests we have proved these trans- 
formers to be very efficient and suitable for radio 
frequency amplification. 


THE DEMAND IS HERE. Your customers want to 
build Super Heterodyne Receivers. Sell them all the 
necessary Parts. 


Write us today for all information 


CHAS. A. BRANSTON, INC. 
825 Main Street, Buffalo, New York 


Manufacturers of the Famous Branston Violet Ray High Frequency Generator 


In Canada—Chas. A. Branston. Ltd., Toronto, Can. 


Display this card in 
your window or show- 
room. It appears in 
all our national adver- 
tising. 
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Saves Tubes 
Batt 





PERFECT BATTERY SWITCH 


This compact battery switch is another 
addition to the Allen-Bradley line of 
radio products. Like the Bradleystat 
and Bradleyleak, it is made of the finest 
materials and a valuable addition to any 
radio set. Only one hole is required in 
the panel and a single lock nut screws 
it firmly. The switch is totally enclosed, 
dustproof, and fool proof. 


Retail 


entertainment. 





Price 


60c 


Tell your dealers about the new Bradley- 
switch and the display carton which con- 
tains ten switches. It is an attractive 
window or counter display and sells the 
switch at sight. Write us for further 
particulars. 








492 Milwaukee, 
Clinton Wiscon- 
St. ) sin. 





Manufacturers of the 
UNIVERSAL BRADLEYSTAT 














Radio 





everything necessary in the way of 
light, room, accessories, stock and 
compensation. The rest is up to the 
organization and the results testify 
to their being sold on the basic idea 
of making each transaction a satis- 
factory and profitable one to all con- 


| cerned. 
* * * 
Explain This to Your Dealer 
Broadcasting stations are con- 


stantly searching for ways to form 
contacts with their audience so a3 to 
find out wherein the service is faulty 
and what is desired in the way of 
Likewise, the listen- 
ers would many times communicate 
with the stations and volunteer infor- 
mation if a way were provided less 
laborious than a formal letter. 

The Kellogg Switchboard & Sup- 
ply Co. of Chicago has hit upon some- 
thing effective in this direction. It 
is a post card which is here repro- 
duced and is self explanatory. The 
radio fan can use this very easily by 
filling in a few words and directing 
it to the broadcasting station with 
which he has had trouble. 


Distribution of these cards _ is 
through the jobber to the dealer, the 
latter displaying them prominently 
on his counter where all may help 
themselves. Kellogg gets out the 
cards in a series, with illustrated de- 
scriptions of radio parts printed on 
the reverse side. This is good adver- 
tising for Kellogg and for the dealer. 


Exception Taken to Answers 


In connection with the “Answers to 
Everyday Questions,’ by E. F. Pot 
ter, published in the February issue, 
K. S. Stark, of F. A. D. Andrea, Inc., 
takes exception to some of the an 
swers. His criticisms are according]; 
given herewith. 

Neutrodyne.—“‘Mr. Potter 
that the Neutrodyne circuit provides 
a method of limiting or preventing un 
desirable oscillations in a radio cir 
cuit. I would point out that the 
Neutrodyne circuit, when properly 
operated, absolutely prevents the os 
cillation of a radio receiver circuit.” 

Is the Neutrodyne Set a Radio Fre- 
quency Set?—“Your answer is this: 
‘Yes, it is—as generally applied.’ The 
Neutrodyne circuit has never been 
applied to any other than radio-fre- 
quency amplifying circuits, with the 
exception of Wheatstone bridge meth 
ods of measurement.” 

Neutrodon.—“‘This question is an- 
swered incorrectly in that the value of 
the Neutrodon as a capacity varies 
from one to 10 micromicrofarads, not 
from one to 10 microfarads.” 

Parts of a Five-Tube Neutrodyne. 
—“TI do not see where the three vari 
able condensers are needed. I think it 
would be advisable to say two 3 to 1 
audio frequency transformers. I won- 
der who manufactures tubular con- 
densers of .006 and of .00025 micro- 
farads, likewise the single and double 
mountings for tubular condensers.” 


Can Tubes Be Changed About, or 


says 





Referring to 
your program of. 


Signals were 
Fading 
Static 
Local Interference 
Local Weather 
Program Suggestions 
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Address 








POST CARD 





Place 
Stamp 


Here 
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City 





State 











Volunteer Information Cards for the Public 
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New Tubes Added Without Re-adjust- 
ment ?>—‘‘Neutrodyne circuit receivers, 
when properly constructed and ad- 
justed, can undoubtedly be used for 
the makes of tubes on the market to- 
day, with no re-adjustment necessary. 


I would not, in view of correctness, | 


make a bold statement that no adjust- 


ments are ever needed, for in some | 


makes of vacuum tubes on the market 
the capacity constants vary over rath- 
er large values; but in practice I be- 
lieve it would have been much better 
for Mr. Potter to answer the question 
by stating that in general no adjust- 


ments were necessary in shifting from | 


one type of tube to another.” 


* * * 


Now That Fixtures Are 
Merchandise 


(Continued from Page 6) 





are another contractor-dealer firm in | 


the city of Detroit, but out several 


miles from the main shopping center. 
They represent the average type of 


dealer in a city community district. 


Eight to 10 wiremen are employed | 
regularly, principally on new building | 
work. No special fixture salesman is | 
employed. However, one of the pro- | 
prietors, Leo. A. Esser, devotes much | 


of his time to the fixture end of the 
business. 


This firm is also one of the dealers | 
of the Commercial Electric Supply | 


Co. and has been established under 
the new plan for a period of about 
one year. 


In this first year they were | 


able to do a fixture business approxi- 











' 





Albany, N. Y., offers for your approval 
two of the Electric Supply & Equipment 
Co.’s salesmen, K. F. Brush (left) and E. 
\. Carraher. They are going to toss a 
‘oin to see who uses E. A.’s sedan. 








An Added Advantage 
CASH IN NOW 





The Kellogg variometer or variocoupler can also be used 
as a split-variometer, an equipment necessary in many popular 
circuits published today. 


Kellogg variometers and variocouplers will increase your 
radio sales. Their quality and reliability more than satisfy the 
user, increasing your good will. 


A few of the many advantages: 


Heavy Bakelite shells of rich brown color. Windings of 
correct gauge wire and properly proportioned for best recep- 
tion. Large bearings assure smooth operation and long life. 
No sliding contacts; rotor connections made with special flex- 
ible wires, through hollow shaft to binding posts on stator shell. 


The stops are a part of the stator and rotor and are positive. 
Bakelite especially treated to prevent distributed capacity. Ar- 
ranged for either panel or base mounting. 


The variometer or variocoupler is responsible for the 
strength of the signals received. Therefore, the size, shape, 
gauge of wire and number of turns in the Kellogg variometers 
and variocouplers are the result of exhaustive tests for equip- 
ment that will give the best radio reception. 


Therefore, it is to your advantage to sell a product that 
you know will give better reception, resulting in a satisfied 
customer and increased profit. 


The Kellogg Line will put you right. 


USE—Is The Test @ 





KELLOGG SWITCHBOARD & SUPPLY COMPANY 
1066 West Adams Street 
CHICAGO, ILLINOIS 

ATLANTA COLUMBUS 


SAN FRANCISCO 


KANSAS CITY 
PORTLAND 
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Boost Your Sales 
With the 


The Perfected One-Tube Reflex 


mendous sale everywhere. 


Write Us At Once 


for full particulars regarding our attractive offer. 


Local Reception Through 
Loud Speaker Guaranteed 


Local concerts clearly heard through loud- 
speaker, also many distant stations with suffi- 
cient volume for loud speaker reception. 


Coast to Coast Range 


Practically assured in winter. One thousand 
mile reception with head-set in summer easily 
obtained. 











Radio 


JOBBERS! 


The New Hartman Variocoupler 
with Spider Web Rotor 


Retails at a Competitive Price 


ree $450 Co ae 


being submerged in Stator Field. 





Hartman 
Stays Taut and 
Price $9.00 








It’s Going Over Big) 


This remarkable instrument is meeting a tre- 


RADIO APPARATUS CO. detroit, Mick 







SOLD THRU JOBBING TRADE ONLY 
Write for proposition on this and other radio products. 


The Hartman Electrical Mfg. Go. 
32 East 5th Street, Mansfield, Ohio 











} 

List Price of $54 
Instrument .. 
The Etherphone is_a wonderfully im- 
ay One-Tube Receiver, using the 

V201-A Tube, OPERATED BY DRY 
CELLS. It is a superior instrument, 
and in enormous demand. 
We build an amplifier which can be 
added to the Etherphone, guaranteeing 
loud speaker reception to a distance of 
800 miles. 















Products 


Clearer reception and maximum efficiency is insured through 
minimum coupling with the Spider Web Rotor. Check these 
points carefully: (a) Pig Tail Contacts; (b) Genuine Bakelite 
Tube; (c) No Live Brackets; (d) Dead Shaft with NO capacity 
effect in tuning; (e) 180° dial adjustment WITHOUT rotor 


Variocoupler 
M 


boratory 
Price $6.50 


Pat. 1-8-'24 





odel 


mately $30,000. The members of th 
firm are plentifully supplied with en- 
thusiasm and are young men well 
and favorably known in their com- 
munity, and they confidently expect 
to double or triple this business in 
1924, 

About $1,500 is invested in the 
sample line and practically no stock 
is carried, as in the previous case. 
Service and deliveries from the jobber 
are highly satisfactory and the owners 
are for the first time happy over this 
end of their business. They too, had 
handled fixtures the old way and had 
seen hundreds of dollars tied up in 
pans or brackets which later became 
unsalable and represented practically 
a dead loss. 

Leo Esser is most successful in 
his fixture sales work by waiting until 
the house wiring job is completed. 
He then arranges to go over the work 
with the owner and discuss the sub- 
ject of fixtures in a preliminary way 
on the premises. The owner is then 
brought to the store for actual selec- 
tion. His display of some 50 ceiling 
and bracket numbers is, sufficient from 
which to make the selection without 
confusing the prospect. The prices 
are reasonable—but always one price 
to everybody is maintained. 

On this matter of prices, it may be 
said that they are maintained at uni- 
formity down the line of distribu- 
tion, which has been possible only 
through the development of a stan- 
dardized product, sold by established 
merchandising methods. 

As far as the jobber is concerned 
there is a maximum discount to the 
dealer who maintains a store and dis- 
plays a representative line. A some- 
what less discount is allowed to the 
contractor who maintains no display. 
Aside from that, flat prices prevail, 
that is to say, no special quantity 

















We leave it to you if this crowd does- 
n’t look like a bunch of real jobber sales- 
men. They all belong to the Woodill- 
Hulse Electric Co. of Los Angeles. Left 
to right they are: “Pop” Mesick; H. 
Woodill; Fred Shaw; “Doc” Ryan, and 
“Cubby” Cubbison. 
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You have heard the old one about 
Smith Mfg. Co. Well, here are five jewels 
from the Diamond Electric Supply Co., 
Peoria, Ill., carefully guarded on both 
sides. Left to right: A. Togeson; Miss 
Sozisky; Miss Craven; Miss McConnell; 
Miss Tippett; Miss Langton; A. G. But- 
ler, and H. M. Butler, president. 





prices are given. This is logical be- 
cause of the fact that the dealer does 
not carry quantities in stock. He is 
supposed to work at all times with a 
minimum investment. 

With the dealer it has been found 
that list prices are maintained to an 
unusual degree. 

Dealers generally are coming rap- 
idly to see the advantages of this way 
of doing business. It has taken the 
principal elements of grief out of the 
business—investment and dead stock. 
As an example of grief the dealer 
buys a sample from the manufacturer. 
It seems to be the thing for a certain 
installation as the owner agrees. A 
quantity is ordered but before deliv- 
ery can be made, due to delays, the 
owner becomes disgruntled, cancels 
and orders elsewhere. When the 
stock arrives, if it cannot be returned 
it becomes dead or at best dormant, 
awaiting the opportunity for a re- 
duced price sale. 

Or take the actual case of a dealer 
who needed a few of a certain type 
of bowl. In order to get a price, he 
had to order 100 at over $10 a dozen. 
He really thought he could move 
them in reasonable time, but such was 
not the case and they stayed on his 
shelves for months. Under the new 
plan his jobber could have sold him 
exactly the quantity needed, filled the 
order at once, out of stock and the 
price per bowl would have been but 
a trifle greater than the hundred 
price that the dealer paid. It was not 
hard to convince that dealer of the 
proper method to follow. 





$12.50 Retail 


VIOLETTA 
VIOLET RAY 


The Bleadon-Dun Company, originators 

of one-piece Violet Ray Machines, an- 
Laboratory Model, 
It will quickly dom- 


nounce their B. D. 
retailing at $12.50. 
inate the field. 


The only quick selling Violet Ray Ma- 
chine. Get our liberal prices on this ma- 


chine as well as our complete line retail- 
ing from $8.50 to $55.00. 


We manufacture the most complete line 
| of Violet Ray machines on the market. 


This Complete Soldering Outfit 
Only $2.00 List 








Not an ordinary, sold- 
ering iron but a com- 
yee soldering outfit. 
esides the advantages 
of the Spring Handle, 
the thin construction 
of the B. D. Electric 
Soldering Iron makes it particularly adaptable for work in narrow spaces and is, therefore, 
the only soldering iron suitable for radio and telephone switchboard work. 
Made entirely of copper from accurate dies. 
The heating-element is contained in a unit of one-piece construction, eliminating loose tips. 
Nichrome wire is used in the element. It is wound on, and insulated with high grade mica. 
Two piece plug used. 


Auxiliary tip may be clamped on any part of the heating element, to secure any angle or 
penetrate any small space for soldering. Heating element guaranteed for one year. 


Bleadon-Dun Co. 7°é,ffeke6™ 





Write for Liberal Discounts 














os A Quality Loud- 
speaker Which 
Fits the Average Purse 


; Quickly 
Lists Attached 
at to any 
$ 1 gee Phonograph 
Small Clear 
Summ act Full Volume 





The Holtzer-Cabot Attachment 


A sales maker for jobbers salesmen. Your Dealers have 
dozens of calls for a really fine Loud Speaker Unit. A “twist of 
the wrist’ attaches or detaches. Used with one or two stages 
of amplification. ‘Audio Filter’’ cuts out all side noise. 


The Booklet we have for you means 
Money in your pocket—Send for it. 


The Holtzer-Cabot Electric Co. 


6161-65 So. State St., CHICAGO, ILL. 
BOSTON 19, MASS. 
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ALTAR an 
The Guaranteed A step for- | 
Safety “B” ward in| 
Battery. Radio. 
“Progressive” 






THE A PLAMENT 
ACROSS A PROGRESSIVE B BATTERY 


This B battery fulfills every promise made by 
other batteries and in addition is better de- 
signed, super-active, noiseless and has a longer 
life. 

It makes Radio safe and less expensive for 
the amateur because its design permits the 
connecting of a radio tube across the battery 
without endangering the filaments. 

This connection either purposely or accident- 
ally made will not burn out the radio tube, 
and will permit it to work perfectly after the | 
wrong connection has been corrected. 

This guaranteed safety feature is exclusive 
with the Progressive Safety ‘“‘B’ Battery. It 
is making it one of the foremost sellers in the 
“B” Battery field. 

JOBBERS! Get behind this real battery, or- 
der a stock for your dealers. Every Progres- 
sive dealer has the interests of his customers 
at heart. Have your salesman explain the 
safety feature. It will keep moving from your 
stock. Our shelf guarantee is the most liberal 
and our discounts will interest you. 


Progressive Specialty Co. 


315 Sycamore St. Cincinnati, Ohio 
Cleveland Chicago 

















@ Precision Variable 
Micro Air 
Condenser 


* f Sie ry 


THE RELIABLE PARTS MFG.CC) 





Here’s Your Partner 


Old Pal! 


When you have one of those off-days just 
think of the “‘smile” in your little old kit. 
Rain or shine, good days or bad, these 


Reliable Neutralizing 
Condensers 


will sell for you. 


Packed neatly in attractive display con- 
tainers, mounted with base or without, 
these condensers make friends with all 
dealers. For all tuned radio circuits they 
prove wonderfully effective for making 
messages more distinct. - 
List Price, each, unmounted ...$0.75 
List Price, each, mounted.......................... 1.00 


THE RELIABLE PARTS 
MANUFACTURING CO. 


730 MADISON AVE., 
CLEVELAND, OHIO 








\ 














Swat the Claim | 


(Continued from Page 8) 
controversy and actual money expense 
caused by lax methods after the 
error has been made. To educate the 
customer in presenting his claim so 
that it may be handled swiftly with- 
out bickering or needless expense is 
more than half the battle. This can 
best be done with a label, one edge 


gummed for attaching to invoices, 
statements, acknowledgments,  etc., 
reading as follows: ‘Material re- 


turned without notification or per- 
mission and often without identifying 
marks is a source of annoyance and 
loss to us and our trade. We there- 
fore cannot accept goods returned 
without our prior permission, which 
however, will not be withheld when 
reasons stated are reasonable. Per- 
mission will be accompanied by Re- 
turned Material Tag for identifica- 
tion of shipment, and goods returned 


without our consent and without this | 


tag cannot be accepted.” 

The tag is headed: “RETURNED 
MATERIAL.” are provided 
for customer's name and address, de- 
scription of goods, date bought and 
date returned and invoice number. At 
the bottom are lines for the use of the 
jobber, “condition” and “disposition.” | 
Another valuable form to furnish the 
customer is a “Deduction Slip,” cov- 
the subtractions 
found on so many remittances with- 

On this slip are 
invoice number, 


Lines 


ering inevitable 
out any explanation. 


spaces for date, 








Billy Andrews, San Joaquin Valley 
salesman for Alexander and Lavenson 
Electrical Supply Co. of San Francisco. 
Here we see him in his Sunday best a 


kkididddddddiiaiididisdididdiddsddddidddddda, 








BROCKWAY 
VARIABLE 
CONDENSER 





of the 


increasing 


features 
its 


These special 
Brockway explain 
popularity and sale. 

Easier to adjust than a vernier, 
low R. F. losses, occupies no space 
behind the panel and is attractive 
in appearance. 

We have a special jobber’s prop- 
osition which will interest you. We 
would like to submit it for your 
approval. 

BROCKWAY LABORATORIES CO. 
Toledo Ohio 
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Celerundum 
Tested Crystal 50c 


“De-Tex-it” 







Wb a, / vd 
> VERUND / 
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CELERUNDUM CRYSTALS 


are unequalled for refiex and crystal radio sets: 
non-metallic; will not burn out; function with any 
conductor; require no special cat whisker. 





CELERUNDUM “‘De-Tex-it’” 


A Perfect Fixed Detector new in principle; scien 
tifieally constructed; needs no adjustment; will 
stand any plate voltage; eliminates all crystal and 
eat whisker troubles; gives power, volume and 
clearness. 


Fully Guaranteed. Write Us. 


Celerundum Radio Products Co. 


170 Summer Street BOSTON, MASS. 








salesman’s work is never done. 


BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 
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Safeguard and prolong the life 


of Vacuum Tubes by the use 
f of No. 854 Filament Control 
No. a8 Switch. Every Radio-Tube Set 


Filament Control Switch = 


should have one. 





You can move 
your Radio to 
any room— 






Telephone Extension Unit 





Move your Loud Speaker in the 


other room—if you like—use a 


° ° There is nothing so convenient 
No. 83 Telephone Extension Unit. Pade i ce 


No. 580 No. 581 


2000 2200 
Ohm Ohm 
Head Set , Head Set 


The’ Eelebrat ed 
“FEATHERWEIGHT” 


Type 





Send for our latest bulletin on Radio— 


MAGNUS ELECTRIC CO., INC. 


Manufacturers of 





ELECTRICAL WIRING DEVICES—RADIO PRODUCTS 
451 Greenwich Street, New York 7 
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BRINGS DAYLIGHT 

INTO THE KITCHEN 
| ie NO room in the home is good light | 
more necessary than in the kitchen 
and yet, until BABY DENZAR was in- 
troduced a few years ago, there was no 
lighting unit especially designed for| 
kitchens. | 
The kitchen illuminated by a BABY| 
DENZAR is as bright and cheerful on, 
dark, cloudy days, and at night, as it is| 
on a glorious spring morning with the} 


sunlight streaming in at the windows. { 


BABY DENZAR is smaller in size but | 
in all other partieulars is exactly like the! 
full size DENZAR that is used in thou- | 
sands of school rooms, offices, stores, etc. 
BABY DENZAR can be installed in 
your kitchen in less than an hour and 
without fuss or muss. Any electrical 
dealer can furnish a BABY DENZAR 
and install it. 





J 


Kitchen Lighting 
Campaigns 


have been successfully conducted in a 
number of cities and the dealer frequent- 
ly finds that replacing the old drop cord 
with a good kitchen light is the first step 
towards getting the contract for new 
lighting equipment for living room, din- 
ing room and bedrooms. 

The BABY DENZAR and the chande- 
liers and brackets comprised in_ the 
Beardslee C-LINE of home-lighting fix- 
tures are packed in individual cartons 
making these items easy and profitable 
for the Jobber to handle. 

If you are not already selling to your 
trade BABY DENZARS for. kitchen 
lighting, full size DENZARS tor store, 
office, school and church lighting, and 
the carton line of Beardslee home light- 
ing fixtures, we have a story to tell you 
that will be of interest. 

Just drop us a line saying, “I am in- 
terested in knowing how you can help a 
jobber’s salesman get more business,” 
and we'll send it along. 


BEARDSLEE CHANDELIER Mec. Co. 
218 South Jefferson St., Vhicago 


THIS IS 
THE WAY 
WE ARE 
ADVERTISING 
BABY DENZAR 
TO THE 
HOUSEWIFE 











' the earliest possible moment. 


NN 
a 





A group from the Electric Sales Co., 
Canton, Ohio. Left to right: A. R. Ir- 
win of the Moe-Bridges Co., Milwaukee: 
R. E. Baker, sales manager; Miss Bethel, 
R. D. Kirk, and Wayne Miller. 





amount of deduction and remarks or 
explanation. Printing the regular 
terms in bold type on this slip will 
deter many customers from taking 
cash discounts to which they are not 
entitled. 

Even after a fair degree of law and 
order in the return of material is at- 
tained there remains the care and dis- 
position of the goods within the job- 
ber’s establishment. Much loss is 
suffered from depreciation on goods 
knocking about while the claim is be- 
ing settled, usually through lack of a 
proper place for safe keeping. Need 
less to say, all articles should be re- 
turned to stock or to the factory at 
In the 
meantime, the shelves, bins or room 
provided for returned material should 
be located and arranged to avoid de- 
terioration through abuse or constant 
shoving about. 

To sum up regarding the avoid- 
ance of errors and claims in general, 
it is necessary to have rules as nearly 
iron-clad as possible. Enforcement 
can only be improved by pointing out 
the dead nature of the losses sus- 
tained and the fact that the house, its 
employees and the customers all share 
in paying said losses. It is not only 
necessary to devise forms for cutting 
down errors, but they must be used 
every time. One healthy slip will 
wipe out a month’s savings on errors. 
It only takes one person to make a 
mistake, but half the force and about 
30 operations to correct it. Claim 
adjusters can and do work wonders, 
but the big money saving can only be 
accomplished through _ preventive 
measures. The key-note is that while 
the adjuster cuts the expense of a 
claim in two, ten times as much can 
be saved by reducing the number of 
claims. 
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A new feat in Balanced Movement— 
like Helping you Throw the Lever 


It works as if the up-and-down movement 
were balanced. As ifa helping hand might be 
lifting on the other end, as you press down 
the lever. 


Actually, a balancing force is thrown into the 
movement of the mechanism, before it 
reaches the point of the usual tension in 
throwing a tumbler. 


When you first start the lever you store up 
energy in a compression spring. At the point 
where you’d meet with the real resistance, 
this spring-energy is re/eased—thrown in back 
of your press—helping you throw the lever. 


While the lever action is ever so smooth, the 
switch action is positive; more positive in fact 
than in mechanisms that fee/ much stiffer. 


Though compact and contained in the l-inch 
(shallow) switch, the ‘‘works’’ have the sim- 
plicity that lasts. And the lack of strain, the 
quieted impact, adds still more to their 
service-life. 


No. 8€01 puts a notably improved Tumbler 
into the hands of the progressive contractor 
or electrician. Low priced, besides!—get all 
the facts in the 8601 circular . .. on request. 


A sister switch to the 4401 NUTMEG Push Switch—and costs no more. 


THE Hart & HEGEMAN MFa.Co. HARTFORD, CONN. 
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HARTFORD 
Time Switch - 


The Hartford Time Switch of today is a better, a more 
rugged time switch and more costly to manufacture, than ever 
before. 


The special Seth Thomas marine type, eight-day movement 
has been strengthened, yet prices have not been advanced; 
while your resale profit has been increased. 


The Hartford Switch has been standard practice for a 
quarter of a century and the better Hartford of today will fully 
meet the most exacting requirements of the electrical in- 
dustry. 


A wide range of capacities and types enables you to select 
just the right Hartford, and that Hartford will be the best 
time switch you can get for your customer’s particular purpose. 


My long-established policy of close co-operation with job- 
bers will be rigidly maintained. 


Hartford Switches in type and capacities that meet 98% 
of the demand, shipped from stock. 


Talk Hartford Time Switches to your 
contractor-dealer customers and urge them 
to go after the profitable business now avail- 


able. 
Get the latest Hartford Time Switch 
bulletins. 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y. C. 
































W. B. Satterlee 
(Continued from Page 21) 


first evidence of the “big game’ ’in- 
stinct. This was influential in getting 
for them the agency for Buckeye 
lamps. The electrical end of the busi- 
ness soon became as large as the weld- 
ing end and needed to be moved into 
larger quarters. Satterlee was keen 
for the electrical sales agency work 
while his partner, Moss, was more in- 
terested in the welding, so they split 
up and Satterlee incorporated under 
the name of the Satterlee Electric 
Co., owning all but two shares of 
stock. His business was then moved 
to 9th and Walnut streets. 

After two years his excellent prog- 
ress as a manufacturers’ agent became 
noticed and Sam Chase began to talk 
to him and urge him to become a West- 
inghouse Agent Jobber, to which he 
finally: agreed, being almost the first 
of the Westinghousé‘jobbers, with the 
cities of Kansas City,-Mo., and Kan- 
sas City, Kas., only, as his territory. 
He believed in working this relatively 
small territory in the most intensive 
way possible and would listen to no 
arguments for spreading out ‘until he 
felt ready to handle a larger terri- 
tory. 

Last summer the time was¢ripe, and 
when Mr. C. E. Allen, District Mana- 
ger for Westinghouse, suggested a 











All smiles—At the left is J. E. Myers. 
president of the Myers Electric Suppl) 
Co., Los Angeles. He is the youngest 
president, we believe, of an electrical job 


-bing organization doing $1,000,000 of busi- 


ness annually. Smiling broadly at the 
right is F. R. Dolan, recently made sales 
manager. 
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iF IT's ad A® ANITE IT'S RIGHT 


Lamp Cord seldom attracts the customers’ 
attention until a poor piece kinks up and 
fails, or loses its cover and begins to fray 
out. Then the lamp and the entire equip- 
ment shares in the unfavorable impression. 


In direct contrast, good lamp cord en- 
hances the beauty of a well designed fixture, 
ontributing to the perfection of its service 
with long life and pleasing appearance. 








PARANITE Lamp Cord is the first quality 
sroduct from a factory specializing in wires 
ind cables above the usual standards. Every 
part of its manufacture, from copper to cover 
s “right,” more than code requires. This 
duality Cord is the only kind that can safely 
e selected to accompany good lamps to the 
homes of your customers. 





PARANITE Lamp Cord is made either silk or 
cotton covered, parallel or twisted pair; packed in 
convenient boxes of 250 feet each, and in standard 
shipping cartons containing 1000 or 1500 ft. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 
Chicago, 810 Marquette Bldg. New York, The Thomas & Betts Co., 63 Vesey St. 
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Individual Control 
in Industrial 
at Low Cost 





control in industrial lighting at low cost. 


pans, canopies, brackets, etc. 


Has miniature knife switch mechanism. 


der. 


Sure and positive in action. 


nect wires IN THE USUAL MANNER. 





Lighting 


extTRA SOX FiTTER 


WiTH gach switch 





6A, 125 V.—3A, 250 V. 


Approved By Under- 
writers’ Laboratories 


REG. U.S. PAT. OFF, 


Conduit Box Switch 


A very sturdy and economical little switch for giving individual 


See How Easily It Is Wired 


Wire outfit complete on floor, connecting one leg of switch to unit circuit. 
Insert switch in knockout of conduit box. No 


running of extra conduit to switch. No extra wiring. 


Complete, ready to install. 
cord and composition ball. 


Cat. Stem. 
No. Diameter 
61 7/16-in. 
61S 7/16-in. 
62 7/16-in. 
63 7/16-in. 


Stem. 
Length 
3/16-in. 
3/16-in. 


3/8 -in. 


3/4 -in. 


Also for use in ceiling 


Never gets out of or- 


To hang, con- 


Each switch supplied with 6 feet of linen 


List, 
each 
$0.55 
55 
-60 

-60 


No. 61S for brackets and electrical appliances of all kinds where indi- 


vidual control is desired. 


Heavy Dury Puri Sockers 
Heavy Oury Pure Husks 
Conourt Box ano Fixtune 
Switcres 
tw. Between Switcnes 
Fuse Leven Switcwes 
Fiuse Pun Switcwes 
Canory Switcw Mickey 










Sample and Literature on Request 


«| MCGILL 


MANUFACTURING CO. 


Electrical Specialties of Quality 


ESTABLISHED 1904 


VALPARAISO - INDIANA 











v 


— ABLE ot gaa 


Cratrerton ComPounos 


Sold in Canada by W. H. Banfield & Sons, Ltd. 


370 Pape Ave., Toronto, Ont. 
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Consolidation with the Columbian 
Electrical Co. of St. Joseph, it ap 
pealed to Satterlee. He and Walter 
Blue (representing the owners of the 
Columbian) went together to the 
Westinghouse Agent Jobbers’ meeting 
and settled the details. On September 
1, 1923, the deal was made. Satter- 
lee and Blue purchased the Columbian 
Electrical Co. and merged it with the 
Satterlee Electric Co. 
pany took a 10-year lease on a four 
story building at 1717 Walnut street, 
Kansas City, Mo., where a strictly 
wholesale electrical supply business is 
name of the Co 
The retail de- 
partment of Satterlee’s business was 


The new com 


conducted under the 
lumbian Electrical Co. 


sold out. The officers of the company 
are: W. B. Satterlee, president; Wal 
ter S. Blue, vice-president and treas- 
urer and W. A. Satterlee, secretary. 
Their new warehouse is five stories 
with railroad track at the back door. 
The Westinghouse agency at Wichita 
was closed and the Columbian 
covers western Missouri, 
Oklahoma. 
This is a fairly complete account 
to date of the activities of one of the 
younger men in the jobbing business 
As time goes on 


now 
Kansas and 


who has “arrived.” 
there will undoubtedly be much more 
added to this history for he is full of 


enterprise, vigor and enthusiasm. 











Louis Hammermann, 


Left to right: 
| Miss Blume and Martin Newman of the 
Hub Electrical Supply Co. New York 
City. 








March, 
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“ONE TRIP UP THE LADDER” 
SWITCH AND OUTLET BOX SUPPORTS 


MOTOR CITY SWITCH BOX SUPPORT BARS are quickly and 
easily assembled on the job, for the lath holders bolt the upper and lower 
bars on the switch boxes together, nail it into place and the operation is 
complete, saving the contractor Time, Labor and useless trips back to the 
job to re-arrange switch and outlet boxes. MOTOR CITY SWITCH 
BOX SUPPORTS ARE STAMPED FROM 20 Gauge steel; come packed 
100 to carton and complete with bolts. 





















Note: The simplicity and durability 


pe ggg 7 eng ad vg es MOTOR CITY OUTLET SUPPORT BARS are stamped from 14 
lath holder upon the market. gauge steel, making it the strongest bar upon the market. Assembled on 


the job by bolting the loom slate and fixture stud to the support bar, make 
one trip up the ladder, nail it into place. MOTOR CITY OUTLET SUP- 
PORTS come complete with two bolts, which when installed save the 
contractor two bolts on every outlet. EASY to handle, economical to in- 
stall. Ideal for the jobber to handle, as they come packed complete. 100 
to a carton. 

Motor City Loom Plates, Support Bars and Fixture Studs Come Com- 
plete Ready to Install. Packed 50 to a Carton. 


Jobbers Write for Prices Today. 


MOTOR CITY STAMPING CO. 








Note: See arrows pointing to bolts 
holding the switch box to the sup- e 
port bars, making it firm and rigid. Offices and Factory 


\lso note two bolts come complete 


ps a ge Aol ae 100 to 150 S. Artillery Ave., Detroit, Mich. 
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IT’S EASIER TO SELL | sr se" 








THE BEST| 








WHEN YOU;SELL 


“RED SPOTS” 


you sell material of defin- 
ite quality and dollar-for- 
dollar value. Use the 
Wakefield Specification 
as the basis of your sales 
talk, and you can show 
any buyer that 


“RED SPOT” HANGERS 


are better hangers than 
others offered at equal 
price. 










The success of the 
Wakefield ‘‘Red Spot” 
Hanger is based upon 
high quality at low 
price. Read the Wake- 
field Specification and 
then compare prices. 




















THE WAKEFIELD SPECIFICATIONS 


Canopies. All canopies to be not less than 534” diameter and 
made of 22 B&S gauge brass. 


Holders. All holders to be of 22 B&S gauge brass, with holder 
screws having beveled ends or other approved safe holding de- 
vice. Holders for 200-watt units or larger to have device to 
compensate for lack of balance in glassware so that units hang 
even. 


Stems. All stems to be solid cast brass loop tapped for 14” iron 
pipe nipple, 24 B&S gauge brass casing and %” x 3%” iron 
hickey. Wireways reamed and free from rough edges. 

Chain. Chain of solid brass, No. 5 B&S gauge, tensile strength 
not less than 70 Ibs. 

General. All units to be wired with No. 14 stranded asbestos 


covered wire. All units must have approval of National Board 
of Underwriters. No sprayed-on finish shall be used on any unit. 


The F. W. Wakefield Brass Co. 


REDWOOD STREET : : VERMILION, OHIO 


Pacific Coast Representatives: 
GEO. A. GRAY COMPANY 
Los Angeles and San Francisco 


“Red Spot” Products are sold exclusively through jobbers 





pulleys right so I told htm to come 
back 1n a couple vf hours.” 

Then I sprung it on him, how | 
wanted to teach the young cub a good 
lesson so he wouldn’t be telling riva!s 
nis business and would he slip me thie 
order and I would see that the kid 
got credit for it after I finished ray 
zing him. Sparks laughed and 
thought awhile, then says: “When 
the boy comes in I'll tell him I de 
cided not to buy the motors yet and 
I'll stick to it. Then Ill mail it in 
to you and you can give him a ride.” 

That was duck soup for me, so | 
doped out the pulleys and other 
points and the old man took it in to 
the girl to make out the order. | 
wanted him to give it to me then, 
but he said no, he wanted to tell tl. 
kid the truth about not placing it 
then. We chinned around and the old 
man signed a few checks, etc., and 
then the kid comes bursting in and 
starts popping like fire-crackers about 
pulleys and starting load, but Sparks 
heads him off and feeds him the bad 
news. Baby brother took it awful 
hard but it was no use, and we got 
ready to leave. Just before we went 
out the door Sparks got a light off 
my cigar. I thought he was nuts, 
getting up under my chin and all that, 
but I figured he was enjoying the 
joke. 

The Haskell phonograph was al 
most silent the rest of the evening 
and I began to feel sorry for him. 
So after we got on the train for Nash- 
ville I thought I’d rub it in a little 
and then tell him not to worry, as 








This cool looking picture is run in th 
winter to remind you that summer i: 
coming ‘again. As many as we ‘couli 
gather in a hurry at the Elliott Hlectri 
Co., Cleveland, Ohio. E. J. Bonswor i: 
among the missing. Left to right: L. A 
Peterson; T. D. Fowler; W. S. Sheets 
H. McKinzie; L. Marion; W. L.-Tench 
H. L. Coup; F. F. Crabb, and F. Wag 


ner, 
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Surface Type 
Metal—Black—Gravity—Cat No. 373 
Metal—White—Gravit y—Cat. No. 374 





When requirements call 

for a good Annunciator 
at a low price you can 
do no better than to fur- 
nish DEVEAU Gravity 
Drop Annunciator. 
First class construction 
throughout and _ excep- 
tionally well finished— 
furnished with standard 
markings numbered from 
1 up. 











DeVeau Circle Push 
Removable Weighted Felt-Covered 
Base—Desk Type 
Cat. No. 4-C 





The DEVEAU Line of 
Push Buttons covers a 
wide variation of models 
and types covering Di- 
rectory and Circle Type 
and Locking Directory 
Push Buttons. Highest 
grade materials and 
workmanship — standard 
| markings and finishes. 



































Surface Lamp Type 
Surface Wood—Lamp 
14-inch Units 
Cat. No. 457 


Surface Type 
Wood—Elec, Reset—Cat No. 25-R 
Metal—Elec. Reset—Cat. No. 25-RM 


and 
Push 


Buttons 














DeVeau Directory Push 
Removable Weighted Felt-Cov- 
ered Base—Surface Wall 
or Desk Type 
Cat. No. 1-A 


Elevator Push 
Cat. No. 112 


Write for DeVeau 
Bulletin No. 117 


MANUFACTURED BY. 


INCORPORATED 
GENERAL OFFICES AND FACTORY . 


250 West St., New York, U.S. A. 


(3 BLOCKS ABOVE FRANKLIN ST.) 
CABLE ADDRESS: “ELECLIGHT:” NEW YORK 








Surface Type 


Woo ee Oak—Gravity 
as t. No. 372 








When Electrical Reset 
Annunciators of the high- 
est class are demanded 
order DEVEAU Grade 
“A.” They are made for 
heavy duty service and 
have incurred general 
favor due to their posi- 
tive, convenient and silent 
resetting feature. Very 
well finished standard 
markings from 1 wp. 
Special markings on or- 
der. 








Midget Push 
Cat. No. 5-A 








The DEVEAU Bulletin 
No. 117 makes a most 
complete reference on 
Annunciators and Push 
Buttons—you need it. 

A postal card or phone 
message will bring it. 
Get in touch with us to 
day. 





STANLEY & PATTERSON 
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Jobbers Salesmen: 


Most industrial plants want the best and safest equipment. | 
Hence, industrial plants are one of the most profitable places for 
you to sell “Circle T” Type “A” Safety Switches. 


If the industrial plants in your territory are not getting the 
highest type equipment it is because they are not acquainted 
with it. 

It is a fact that 90% of the various forms of punched clip 
switches in use today in industrial plants subjected to severe 
usage or operated under inductive load are misfits. This con- 
dition is existent because the engineers do not realize the ne- 
cessity for Type “‘A”’ construction. 





There are two distinct types of switches available for indus- 
trial plant installation. One is a punched clip switch which gives 
satisfactory service when infrequently operated or used for en- 
trance work. The second type is a machine-made Type “A” 
Safety Switch, quick make and quick break, which will stand 
up and give perfect service under inductive load and which 
can be operated any number of times a day and stand up. 

The jobber’s salesman who understands the difference be- 
tween a real Type “‘A”’ Switch in a Class A box and a punched 
clip switch in either a Class A or Class B box, can render a real 
service to industrial engineers. Jobber’s salesmen possessing 
such knowledge are on the right road to more switch sales and 
a closer tie-in with Industrial plants. 

Send for “Circle T’’ Bulletin No. 5, which contains all the 
points on “Circle T’’ Type “A’’ Safety Switches. Also let us 
send you our ‘Notes for Salesmen”’ and “Sales Data Bulletins” 
issued every little while as helps to salesmen. 


The Trumbull Electric Manufacturing Co., Plainville, Conn. 





New York Chicago San Francisco 
114 Liberty St. 2001 W. Pershing Rd. 595 Mission St. 
Boston Philadelphia Atlanta 


THE INDUSTRIAL STANDARD FOR MORE THAN 20 YEARS 








he would get credit for the order. | 
started on him easy and ended by 
telling him ‘how foolish it is to tell 
a rival salesman what you're going 
to sell. Well, all of a sudden he 
like to blew my hat off with one of 
them picket-fence laughs of his, then 
he says: “Here, chief, laugh this 
off—I was only kidding you along,” 
and he sticks under my nose the very 
order Sparks was going to mail. 

Phil, can you imagine that old red- 
headed bum? He reached around 
and slipped Haskell that order while 
he was getting a light from me. All 
I can say is, if that’s his idea of a 
good joke, he ought to get a whale of 
a laugh out of a mine disaster. 

Yours for capital punishment in 
Tennessee. 

Sam. 





Getting Industrial Plant 
Business 
(Continued from Page 10) 


undesirable connections, but when 
converted they put.” = The 
buyers are responsible for quality in 
their purchases which will mean the 
difference between smooth production 
and constant trouble. It is only nat- 
ural that they go the limit with the 
houses who furnish that quality. 


“stay 





In Answering Complaints Be 
Sincere 


When you get a complaint from a 
customer remember this before you 
answer the letter—an old customer is 
worth more to the firm than a dozen 
prospects. 

Don’t let the complaint or the letter 
get you sore. The firm has an in- 
vestment in the customer who thinks 
he has a real kick, represented per 
haps by six or more catalogues, the 
labor of everybody who has handled 
his business, and the value of his re 
peat orders. It is up to you to save 
that big investment which is threat 
ened by the complaint. 

We are not going into the ins and 
outs of how to hold that customer. 
Make a thorough investigation of his 
complaint before you attempt to an- 
swer the letter. When you do, make 
your reply clean-cut and sincere. -\ 
sincere letter will appeal to your cus 
tomer’s sense of sincerity and hon 
esty. Above all things we say make 
your letter sincere or turn the job 
over to someone who can. 
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A—Bakelite Housings 
B—One-Piece Conductors 








C—Insulator Between Conductors 
D—Spring Contacts 








BRANC 
629 West 
Chicago* 
1068 Missi 
Francis 
1356 South 
Anaeles* 
105 Milk § 


Haven* 
Rockefeller 





Stocks are carried at points designated by star (*). 


of 


i 





—the ‘‘close-up’’ proves its quality! 


ORTY years ago the first socket was 

designed and developed; today, in 
BI-LITE, you find the first major im- 
provement since that date. 


Astounding !—but true. A study of the 
close-up above proves it and shows why 
BI-LITE Multiple Sockets have won the 
enthusiastic approval of electrical men. 


Study the cut-out carefully: BI-LITE 
is made of Bakelite throughout; has no 
brass shells, no soldered connections, no 
porcelain parts. Brass conductors are 
single stampings. Spring contacts 
throughout. Guaranteed Forever! 

H OFFICES 

sackson Blvd. 


on Street, San 


~~ BETTS & BETTS 


CORPORATION 


Hill St., Los 


treet, Boston* 


154 Temple Street, New 


644 W. 43rd Street 


Bidg., Cleveland 


The No. 90 Q. D. BI-LITE (small cut 
above) will prove a great seller for Deal- 
ers and Jobbers. It fills the need for an 
efficient, durable and trouble-proof mul- 
tiple socket for use in connection with 
“convenience” outlets. 

We will soon put on the market a new 
number—a BI-LITE that we promise 
will prove a sensation! Watch for our 
announcements. 

Just off the press! Some attractive BI- 
LITE Folders and a striking Display Car- 
ton. Write us now for these pulling Sales 
Helps. Fill in the coupon below for a 
Free BI-LITE Socket. 


BRANCH OFFICES 
424 First Avenue, Pitts- 


Louis* 


New York, U. S. A. et, St. 


urgh 
143 E. Jefferson Ave., De- 
troit* 
1117 Chestnut Street, St. 
606 Lincoln Bank Bidg., 
Mills Bidg., El Paso, Texas 











BETTS 








Wynkalytes 
Glocators 
Vim Bell Rin 
Color Caps 





Name 


Address 
gers 





Firm 


Free!—A BI-LITE Socket—Use the Coupon 


Betts & Betts Corp., 644 W. 43rd St., New York—Mail Me a BI-LITE (FREE) 






















a ae 
Toy Transformers 
Loud Speakers 


Folding Loops and 
other Radio Apparatus 
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Be Sate 


Sell The Kruse 
The Original Switch Box Support 













Over 300: Jobbers 
Re-ordering Regularly 





The Kruse 


Fast to work with. Low in cost. A pair of 
pliers, nails and hammer all that are needed 
to install 


There is only one Kruse—the first Switch Box Sup- 
port—the one completely covered and protected by 
patents. Beware of infringements and substitutes. 


The Kruse is saving thousands of dollars and many 
valuable hours of busy contractors’ time. The Kruse 
is simple, easy to install and does a better job. 


If you are not selling the Kruse to your contractors 
you should swing in line with over 300 other money 
making jobbers. 


Our safe selling, profit building jobber proposition on 
request. Send for it. 


Eight Reasons Why Dealers Should Use Kruse Switch 
Box Supporting Strips and Lath Holders 


1—They are carried in stock by more than 300 electric 
jobbers. So are easy to secure. 

2—They are the original patented Box Supporting Strips, 
not imitations. 


3—No danger of trouble or of having to pay damage for 

infringing on some other patents. 

4—They are easier to install as you use no bolts, 
screws, or clips. 


5—They are cheaper because you use short pieces 
in narrow spaces; they can be cut with your 
snips. 

6—They will save time enough on each box installed 
to pay four times their cost. You cannot afford 
to be without them. 

7—They are made of galvanized iron which will not 
rust out. 











End view of 
bar showing 


slot to re 8—Cost you many times more to do without them — jath_ holder. 


ceive lath than it does to use them. They pay for them- Ends slip 
holder and ° ° into slots in 
box tongue. selves with interest. aay 


Mid-West Metal Products Co. 


Muncie, Indiana 














Self-Starter Salesman 
(Continued from Page 12) 


There is little sense in a mai 
working himself to death, but whe: 
it comes to that, how many men hav: 
you ever known to do it? Mos 
of us can speed up a good dea 
more than we ordinarily do and ye' 
keep well within the bounds o 
safety. Most of us can start quicker 
and go faster and yet not exceed th: 
speed limit. There are ten men wh: 
have to be started and pushed mos! 
of the way for one that starts himse}| 
and keeps himself going at good 
speed without being urged. 





Standardizing Colored Lamps 


A point was brought up at the con 
vention of the Illuminating Engineer 
ing Society held at Lake George, 
N. Y., the last week in September, in 
reference to colored lighting. It was 
pointed out in a paper by M. Luckiesl 
and A. H. Taylor that this method 
has assumed great importance not only 
for outside decorative effects but also 
for show window illumination and for 
interior illumination in residences as 
well as in public places. In their 
estimation, sprayed insoluble pigments 
on the bulbs will form the future 
method of obtaining colored lights. 
From the manufacturers’ standpoint 
users ought to agree on the exact tint 
of various colors so that colored lamps 
may be produced in large quantities 
and therefore at a lower price. There 
are only four fundamental colors— 
red, green, blue and yellow. Users 
should try to get the desired effects by 
mixing lamps rather than by asking 
manufacturers to produce lamps of 
many tints. 
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The Early Bird Gets the Worm— 
But Always He Has to Scratch 
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The Myers Electric Supply Co. of Los 
Angeles does not let the dealers in South- 
ern California forget that “Wisest Buyers 
Deal With Myers.” Their slogan is painted 
conspicuously on each one of their fleet 
of cars. Above is H. A. Fyfe, salesman, 
beside his trusty steed. And on any day 
of the week in any part of Southern Cali- 
fornia vou will find a “Myers” car buzzing 
in and out of traffic. 





Air Drying Varnish 





Entirely too much is expected of | 
air drying varnishes. While they have | 
certain advantages over baking var- | 
nishes, they should never be consid- | 
ered as substitutes. For surface | 


coatings to exclude moisture, oil and 
even weak acids, air drying varnish 
affords dependable protection, par- 
ticularly if the parts are first rendered 
moisture free; but for impregnating 
work, especially to any great depth, 
neither knowledge nor skill can pro- 
duce more than indifferent results. 

An air drying varnish is dry when 
the solvent evaporates. With a bak- 
ing varnish another chemical change 
takes place after the evaporation of 
the solvent; that is, heat accelerates 
oxidization and polymerization to 
effect the final hardening. It is obvi- 
ous, therefore, that a real air drying 
varnish should not be baked. 








We are glad to show a picture of the 
equa Electrical Supply Co., Rochester, N. 
Y., built up by a man who is justly proud 
f his organization. Left to right: R. L. 
Brown; W. Barclay; Mrs. Bonesteel; W. 
\. Requa, president and general man- 
ger; Miss Stock; A. G. Held; Miss Rob- 
nson; J. C. Galbraith, and A. Holtz. 











UARE p 


LY Switch 





Powerfuliy Advertised! 


The ingenious and practical merits 
of the Square D Safety Switch are 
impressed on thousands every month 
by advertising that cannot escape 
notice. Men know the Square D— 
and they know it favorably. 


SQUARE D COMPANY, DETROIT, U.S. A. 
FACTORIES AT: DETROIT, MICH., PERU, IND., WALKERVILLE, ONT. 
BRANCH OFFICES: Boston, Buffalo, Chicago, New 
York, Pittsburgh, St. Louis, Toronto, Philadelphia, 
Cincinnati, Milwaukee, Montreal, Atlanta, Cleveland, 

(55) San Francisco, Winnipeg, Vancouver 




















SQUARE D 


Safety Switch 
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Emerson Junior 








Popular With Dealers 
Who Know Good Fans! 











Other fans may come 
and go with a brief 


popularity or an appeal 
of "Snappy" appearance 
but Emerson Jr. is known 
to have the quality 
"built in." 

The popular-priced fan 
with the Emerson 5-Year 
Factory Guarantee! The 
lowest-priced member of 
a famous quality group 
of fans - 


All types and sizes - 
A.C. and D.C. 


Bulletins, price lists 
and most attractive 
sales helps ready for 
dealers. 


The Emerson Electric 
Mfg. Co. 
2018 Washington Ave. 
St. Louis 
50 Church St., New York 
The Emerson Company 


sells No Apparatus at 
Retail. 














Kranzer Heads New York 
Credit Association 


D. J. Kranzer, vice-president of 
Crannell, Nugent & Kranzer, New 
York City, was elected president of 
the New York Electrical Credit Asso- 
ciation at a recent meeting. 

* * * 
Crosley Buys Corcoran Plant 

The Crosley Mfg. Co., of Cincin- 
nati, has purchased the factory build- 
ing occupied by the Thomas I. Cor- 
coran Lamp Co. This will make 
available 135,000 sq. ft. for the manu- 
facture of radio equipment. The pur- 
chase price was $150,000. 

* * % 


Where the Steel Production 
Goes 


An anaiysis of the big buyers of 
the 43,000,000 tons of steel produced 
last year shows that the railroads 
took 
steel accounted for one-sixth and au- 


nearly one-third; structural 


tomobiles for one-tenth; while the 
export trade absorbed 6 per cent of 


the total production. 
* * # 

Purchasing Power of Farmers 

The Department of Agriculture 
estimates that the value of all farm 
crops for 1923 was $8,322,695,000; 
to this must be added the value of 
animal and other products of the 
farms, approximately $5,000,000,000, 
making a total of over $13,000,000,- 
000. 
cation of the 


This vast sum gives some indi- 
annual purchasing 
power of the farmers. 
© * * 


Western Electric New Lighting 
Unit 

The Western Electric Company has 
recently placed on the market a new 
lighting unit known as “99 Safety 
Unit.” The appearance of the new 
product is similar to the enclosing 
unit of the same number. The fea- 
ture claimed for the new unit is the 
method of holding the bowl. This is 
done by means of concentric rings 
which are controlled by one knurled 
nut. 














HERE were 14,500,000 automo- 

biles in the United States in 1923 
—one for every seven persons. What 
will 1924 produce? Judging from the 
signs, 1924 will break the record for 
1923, in which year 4,014,000 cars 
and trucks were manufactured. 











He'll Sign 


on the 


Dotted Line 


BABWABRBABBBARBRERREE EAR EAEREE EEE |S SE 


Large orders are easier to ob- 
tain after the first item has been 
sold. Tell a buyer about the 
superiority of BULL-DOG Split 
Knobs and you've made a good 
start on a big order. Read over 
the five advantages in a BULL- 
DOG Split Knob carefully. 


Here are the 5 features: 


1. Centering projection on the 
top, strenthening the point 
of greatest strain. 

2. Recess in the bottom piece. 
Most other knobs are re- 
cessed in the top, weakening 
the knob at a point of great 
strain. 

3. Cement coated nail, 14 inch 
longer than nail usually used. 

4. Genuine leather washer. Not 
fibre. 

5. Metal washer on nail. Does 
away with crimping which 
weakens the nail. 


Ball Dog 


Trade Mark Registered 


ASSEMBLED 


SPLIT KNOBS 






like its 
namesake 


ILLINOIS 


Electric Porcelain Co. 
MACOMB, ILL. 
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If you do not know what a San Fran- 
cisco go-getter is, ask any one of this 
crowd, which is a part of the sales force 
of the Western Electric Co. at San Fran- 
cisco. They are left to right: Bill Nee- 
lands; Ed. Welsh; Ad. Brunner; Char- 
ley Huyck; Tommy Thomson; Sliderule 
Schlesinger; Cop. Case; Radio Kimber- 
lin; Sunbeam Fryklund; Red Dryer, and 
Chico Holabird. 





Yet air drying varnishes are fre- 
quently recommended for use “where 
baking facilities are not available,” 
the inference being that in the 
absence of a baking oven just as 
good work can be accomplished by an 
air drying varnish. While this might 
hold true to a greater or lesser degree 
for thin surface coatings, it is a fact 
that for deep impregnation a baking 
varnish is not only better but does 
not take very much longer. Indeed, 
“where baking facilitities are not 
available” no attempt should be made 
to treat large coils or armatures. 


* * * 


Incandescent Lamp Prices 
Again Reduced 

The General Electric Co. recently an- 
nounced further reductions, averaging 
714 per cent, in list prices of substan- 
tially all types and sizes of Mazda B 
and Mazda C lamps, effective Feb- 
ruary 1, 1924. 

This action is further evidence of 
the fact that improved methods of 
manufacturing can lower prices to the 
consumer, notwithstanding an increase 
in the cost of labor. The development 
of improved lamp-making machinery 
has offset the great increase in cost of 
labor and materials until now the 
prices of lamps average 30 per cent 
below the pre-war level. 

In the last two years, four reduc- 
lions in prices have been made; one in 
\pril, 1922, representing approx- 
imately 9 per cent; one in October, 
1922, of about 8 per cent; one on May 

1923, of about 10 per cent; and 
tve reduction just announced which 


presents about 71% per cent. 




















Protect Your 
Catalog Investment 


Thousands of Heinn Loose-Leaf Catalog Binders 
are being used by electrical manufacturers, and job- 
bers everywhere. It’s a matter of saving many cata- 
log-dollars, and protecting the catalog-investment. 
Consider these facts- 


Units of any line are apt to be added or discon- 
tinued. Prices frequently change. Discounts are 
revised. Only a few sheets need be reprinted when 
the binder is Heinn Loose-Leaf. The entire catalog 
may have to be reprinted if it is permanently bound. 





Some difference in dollars—as well as the general 
appearance, timeliness and excellence of the catalog. 
Your Heinn Loose-Leaf Catalog Binders gives a 
day-by-day catalog service that lasts vear-after-year. 
Change it every day if you want. Merchandise and 
prices can be instantly listed, changed or removed. 
Sheets are inserted or taken out in a jiffy. 


Send your catalog specifications today. Prices and 
complete information on Heinn Loose-Leaf Catalog 
sinders gladly sent without cost or obligation. 


Ghe Heinn Company 


Originators of the Loose-Leaf System of Cataloging 
351 Florida Street, Milwaukee, Wis. 
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“Red Devil’ 
Linemen’s 


scored. 


Widths 2, 2% in. 
114, 13% lbs. 


Smith & Hemenway Co., Inc. 
Manufacturers of “Red Devil” Tools 


266 Broadway 


Sell him “Red Devil” Tools 


—keep his confidence 


Tool Belts 


Combine Safety 
with Utility 


ED Devil” Tool Belts afford 
a high safety factor and 


minimize the risks and hazards to 
linemen engaged in telephone, tele- 
graph and general power line con- 
struction, 


emen’s Tool Belt 


No. 458 


Specifications 


This belt is made of selected heavy 


oak tanned leather. It has 
heavy D’s and buckle and six 


loops—three 2 inch, two 3 inch and 
one 4 inch. 


An extra length of leather is laid in 
across the back of this belt. 
two ends of this piece are turned 


The 


smoothly through the D’s for 


a distance of four inches and fast- 


securely by copper rivets and 
stitching. This puts two 


thicknesses of leather between the 
D’s and against the strain. 


All 
are copper riveted and neatly 

Buckle and D’s are fin- 
in black Japan enamel. 
Weight, each 


Send for_the “Red Devil” 
‘Electrical Tool Booklet 


New York, N. Y: 
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These men are known as “Denverites.” They sell electrical goods in the “Garden 


of the Gods.” 
Co. Top row, left to right, are: 


In other words they are part of the force of the Mountain Electric 
D. A. Wells; J. M. McLaughlin; John J. Cooper, 


vice-president and general manager; J. W. Stearns, Jr.; F. E. Young; J. E. Johnston, 


and Felix Simon. 
Hunt, and J. T. Frain. 


On the prayer rug in front are. F. J. Carraher; C. S, Clay; L. G. 





Robertson-Cataract, Utica 
Branch, in New Home 

The Owen & Griffith Co.’s building, 
25 Whitesboro street, Utica, N. Y., 
will become the Utica home of the 
Robertson-Cataract Electric Co. of 
Buffalo. The Utica branch of the 
Robertson-Cataract known as_ the 
Utica Electrical Supply Co., is no 
new institution for it conducts a store 
and has offices at 508 Charlotte street 
and a at 18 Elizabeth 
street. 


warehouse 


Ira J. Leonard organized the Utica 
Electric Appliance Co. five years ago. 
This was taken over by the Robert- 
son-Cataract Electric Co. and oper- 
ated under the name of the Utica 
Electrical Supply Co., doing both a 
wholesale and retail business. The 
growth of the local branch was due 
to Mr. Leonard’s enterprise and he 


continues in charge of the company’s 
business. This will be under a new 
policy which will eliminate the retail 
business soon after the new building 
is occupied, which will be about April 
1. The entire attention of the or 
ganization will be given over to the 
matter of wholesaling and the name 
of the Utica branch will be changed 
to that of the parent company, the 
Robertson-Cataract Electric Co. 


* * * 


Warner Sayers Secretary to 
Business Club 


Warner Sayers of the F. D. Law- 
rence Electric Co., was elected secre- 
tary of the Business Men’s Club of 
Cincinnati for the coming year. The 
Business Men’s Club has just erected 
a $2,000,000 building and have a 
membership of 3,000. 








These are shining lights of the Western Light & Fixture Co., of Los Angeles, Calif. 
They are, left to right: J. L. Kline, Pres.; A. S. Winterhode; J. J. Adams; C. 
Armstrong; P. R. Mowrey; E. P. Goodman; E. J. Dwyer, sales manager. 
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50715 Pony Porce- 
lain Receptacles. 
80 Weatherproof 
Porcelain Socket. 


P&S 464 


464 Mica Tempor- 
ary Decorative 
Socket. 

61417 Porcelain 
Temporary Decora- 
tive Socket. 





P &S 220 Cold Molded Socket Strea- 
mers — Wires Soldered. Ask for 
Samples. 





Solvay 


Pass & Seymour, Inc. Staion 





P&S Wiring Devices 


Cjor Amusement “Darks 
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61971 For Outlin- > 
ing Buildings and 
= for Damp places. 
Cleat Spacing of 
Saas 
P&S 50715 
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Ask your Jobber for PES Catalog No. 26, Showing Complete Line 


Syracuse, N. U. 
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To Beat Old Man Quota Sell Your 
Dealers the SE-AR-DE Detector and 


Amplifier Brackets and 
Vacuum Tube Socket 


Place a sample of each in your case and show them 
to each of your radio dealers you call on—you will 
be surprised at the volume in sales these two items 
will give you if you will only push them. 

SE-AR-DE Brackets were developed to simplify the 
mounting of sockets and rheostats on panel or to make 
a compact unit for table mounting. The detector 
bracket is made to hold a Cutler Hammer Rheostat of 
the plain vernier or 30 ohm type and SE-AR-DE 
No. 164 socket. 

Amplifying brackets are made to hold a C. H. Plain 
or 30 ohm rheostat. SE-AR-DE No. 164 Socket 
and holes are provided for mounting most any make 
of transformer. Brackets are punched from 3-32” 
hard drawn aluminum. Every radio fan that comes 
into your dealer’s store is a prospect. 

SE-AR-DE Vacuum tube sockets are made of gen- 
uine molded bakelite. 

This socket is fitted with a T slot which allows with- 
out change the use of either a standard four prong 
or such tubes as the Western Electric V T 2 (in which 
the locating pin is placed 45 degrees from normal). 

Socket is made for base or panel mounting. The 
contacts are unique in that they afford a positive bot- 
tom and side contact; the side contact is a separate 
spring riveted to the bottom contact spring and the 
T slot is heavily reinforced to prevent breaking at this 
point. All terminal connections are plainly marked and 
one of the contacts is fitted with stops to prevent turn- 
ing either tube in the wrong direction. 





Catalogue No. 217 





Catalogue No. 218 





Catalogue No. 163 
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R. MITCHELL CO. 
255 Atlantic Ave. 


For 47 years Manufacturers of Scientific and other equipment 


Look for trade mark on every piece 
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Boston, Mass. 




























































i" 








March, 1924 


THE JOBBER'’S)SALESMAN 99 





\\\\ 


eT" 


MTT 



















WH 
i) 






\ 





\ 


! 


— 


i 


cere 







A 


Yyfy 


f 





ANNOUNCEMENT 


We just had to do it} 
* 


For some time our business has been 
clamoring for a conveniently located 
Eastern Branch. Good service demand- 
ed it. Yetit was not a step to be taken 
carelessly. Our many loyal Jobbers and 
Dealers in Eastern territory were entitled 
to the very best. 





‘Moe-Bridges Company 
588-590 Broadway 
NEW YORK CITY 





is the name and address of our Eastern Branch | 
Office. In connection with our San Francisco 
Branch, we are now one hundred per cent 
equipped to render thoroughly efficient co-opera- 
tion—on a National scale. 


The opening of this branch is another milestone 
along the track of our truly phenomenal progress. 





Dealers and jobbers who haven’t yet connected 
—there’s still time. 














Write for beautiful full-color : 


catalog and details of our line 
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No. 40 K-5 
Five-candle Wrought Iron 
Polychrome finish 





No. 12 K-2 


Two-candle Bracket 
Silver or Silver and Blue finish 








B-14-194 
Portable Lamp 


opper Bronze Base. Hand- 


ettetee 
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curs ions 


Proper mixing of the ingredients used 
in ACE and VICTOR Dry Cells pre- 
motes uniform corrosion of the can 
and gives the maximum energy for a 
greater length of time. 
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BATTERY, Sm 


l/2VOLTS 





ACE Dry Cells 
ACE Hot Spark Batteries 
ACE Flashlights and Flashlight Batteries 


ACE Wireless Batteries. ACE Carbon Brushes 

AOE Welding Carbons. VICTOR Telephone Cells 

DICKEY Projector Carbons 

Complete line of Carbon Specialties of the 
highest quality 
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SHELF :;'GOODS 


A Hot Shot 

The stingy farmer was scoring the hired 
man for carrying a lighted lantern to call 
on his best girl. 

“The idea,” he exclaimed. “When I was 
courtin’? I never carried no lantern. I 
went in the dark.” 

“Yes,” said the hired man sadly, “and 
look what you got.” 





ok 


You’ve Felt This Way 

Affable Room Clerk (to traveling man): 
“Room, sir? Just sign right here, please.” 

Traveling Man (who has had a discour- 
aging day): “Damn it! Let’s see you 
SELL me a room?” 

x * x 
The Assembling Room 

Rastus was dressing. He couldn’t find 
his clothes and pestered his, mother, in his 
efforts to discover them. On this particu- 
lar day he seemed worse than ever. Fin- 
ally he was dressed except for his feet. 

“Ma,” he said plaintively, “does you 
know whereabouts my shoes and stockin’s 
is?” 

“Rastus,” said his mother, exasperated, 
“yo? is de good-fer-nothin’ness nigger dat 
I knows. Yo’ shoes am behind de do’, yo’ 
stockin’s am undah de bed and yo’ feets 
am on you. Now see if you can mingle 


’em.” 
* * Ok 


Phew! 
Mistress—“Mary, your young man has 
such an air of braggadocio about him.” 
Mary—“Yis, pore lad, he worruks in a 
livery-stable.” 
* * 


Try Moonshine 


Mrs. Barber: “Why don’t you put the 
baby to sleep yourself?” 

Mr. Barber: “Talk common sense! She 
always wants me to do the things that 
keep her awake.” 

’ * * © 


Couldn’t Stand the Shock 


A salesman who had failed to send any 
orders home had not been heard from in 
over a week. One day his firm received 
a wire from a western hotel: “Your sales- 
man, Jones, died here very suddenly. What 
shall we do?” ‘To which they replied: 
“Search his pockets for orders—probably 
sold something and died from heart-fail- 
ure.” 

es © 
Not His Fault 

\ big touring car shot up the street at 
50 miles an hour, dashed over the curb 
and crumpled up against a 10-story build- 
ing. As they fished the driver out of the 
= he protested weakly: “I blew my 
iorn !” 

+ * 
Clever Strategy 

A woman entered a theater recently, 
and happened to take a seat in front of 
anewly married couple. She was scarcely 
seated before they began making remarks 
about her. Her last year’s hat and cloak 
were criticized with more or less giggling 
on the bride’s part, and there is no telling 
what might have come next if the woman 
had not put a stop to the conversation by 
a bit of clever strategy. 

She turned her head, noticed that the 
bride was considerably older than the 
bridegroom, and in smooth tones said: 
“Madam, will you please ask your son to 
— his feet from the back of my 

air?” 









WER GSELt 


EFFERSON LAMPS 


WHAT the Public wants 


Whether or not you stock Jefferson Lamps, 
your customers are buying them— 

If not from you, from your competitor down 
Our new catalog, illustrated street. 


in actual colors, portrays and . . . P 
deuisliiaa: ik: caaiaiins: tas Check us up on this—put in our full line—it 


of Jefferson Lamps—if you will cost you only $695.00— 
do not have a copy on file, 
write us today. Tell your customers that you now carry the 


complete line of popular priced Jefferson 
Lamps—then see what happens! 

If you are a good sport, ‘phone, wire or write 
us that you will stack $695.00 against Jefferson 


Quality, Price, Service, and National Adver- 
tising—you can’t lose. 


Tue 
The 
defersan Camypnemyy 
Makers of the Jefferson Lamp 
FOLLAMSBEE WEST VIRGINIA 


che Jefferson Lamp’ 










































ANYLITE 


THE NEW RP-I 





A New Product Being Announced to 
YOUR CUSTOMERS 


There is a great need for a small, compact, easily used plug of this nature. 
Anylite RP-1 has been designed to exactly meet every requirement. It will 
fit any convenience outlet and will receive standard parallel or tandem blade 
caps. This plug fits close to the wall and presents a neater appearance than 
any other plural plug used for the purpose. 


Every jobber should get in a supply at once and be in readiness to supply 
his customers. 


Write today for prices and other information. 


ANYLITE ELECTRIC CO. - Fort Wayne, Ind. 
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Weber Stock in Chicago 


Henry D. Sears announces that a 
stock of Weber Wiring Devices is 
now carried in Chicago in order to 
better serve the western trade. The 
new warehouse is located at 131-139 
South Desplaines street, corner of 
West Adams, which is in the center 
of the new electrical district and 
only a short distance from the new 
Union Station which is rapidly ap- 
proaching completion. Paul J. Cratty 
who has been western representative 
for more than 10 years becomes west- 
ern manager and will have his office 
at the above address. 


* * * 


Moe-Bridges Acquires Two 
More Buildings 

The Moe-Bridges Co. of Milwau- 
kee has annexed the two buildings 
adjoining its present quarters. Each 
of the two new buildings consists of 
six floors and basement and the addi- 
tion will triple the floor space 
formerly occupied by this rapidly 
growing firm. 


Motor City Stamping Com- 
pletes New Factory 

The new factory of the Motor 

City Stamping Co. is located at 100- 

150 South Artilley Avenue, Detroit, 








purpose of making dies and _ tools. 
Twelve new stamping machines have 
also been added, which will bring 
production up to 100,000 units a day. 
To secure additional capital, the 











and covers two acres of ground. It 
is a one story steel constructed build- 
ing of modern design. 

Additional machinery of the latest 
type has been installed and a complete 
machine shop is maintained for the 




















This miniature signboard attracted much attention at the recent Lighting Fixture 


Market, in Chicago—the idea of the Benjamin Electric Mfg. Co. 


It is 25 inches 


high and 46 inches wide, lighted with three flashlight lamp contained in an exact 


miniature reproduction of their elliptical angle reflector No. 5525. 


The board is 


wired exactly according to specifications for standard signboard lighting. The light- 
ing effect was extremely even and effective. 





New Factory of the Motor City Stamping Co. 








Motor City Stamping Co. increased 
its capital stock $100,000. 

The new factory is being equipped 
with conveyors and labor saving de- 
vices, which will carry the material 
from one machine to another, thus 
speeding up production and materi- 
ally increasing production, greatly 
reducing the overhead of manufac- 
turing costs. 

Mr. Gore, secretary and treasurer 
of the company, worked out a prac- 
tical scheme in the moving of the 
equipment from the old to the new 
factory, interrupting production but 
a very little. 

The policy of the company will 
not be changed. It will continue to 
market its products through the job- 
bers and will cooperate with them 
by assisting their sales through ad- 
vertising to the dealers and contrac- 


tors. or a 


A. M. of E, S. to Meet in 
Atlantic City 

The annual meeting of the Asso- 
ciated Manufacturers of Electrical 
Supplies, and the Sections wil! be 
held at the Hotel Ambassador, At- 
lantic City, N. J., during the week 
beginning June 23. 
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A Western Electric group taken quite some time ago, but just as happy now as 


they were then. Left to right: 


John Schmidt, (the man who collects the bills) ; 


J. M. Perlewitz, (light and power sales); J. L. Beebe, (city salesman); R. R. Reid, 
(contractor) ; J. V. Buckle (dealer and contractor); L. Crockett, (sales department) ; 
L. A. Hobbs,.(Edwin F. Guth Co.) ; J. M. Drury, (sales department); A. J. Calloway, 


(pilot). 


These are all of the Salt Lake City branch. 





Fan Propaganda 


Ten non-summer uses of the electric 
fan will be the basis of a cooperative 
fan motor promotional campaign. This 
will be carried on by the Fan Motor 
Section of the Associated Manufac- 
turers of Electrical Supplies and the 
Society for Electrical Development. 
The diversified uses of the fan upon 
which information will be dissemi- 
nated are the following: 


1. To stimulate radiation in cold 
rooms with hot-air and hot-water heat- 
ing and to induce circulation in hot- 
air furnaces. 

2. To increase draft in hot air 
furnace. 


3. To speed up the drying of 
freshly varnished furniture or var- 
nished floors. 

t. To speed up the drying of 
clothes from the wash. 

5. To aerate the refrigerator after 
it has been cleaned. 


6. To dehydrate fruits and vege- 
tables. 

7. To dry white shoes after clean- 
ing. 

8. To dry hair quickly. 

9. To cool and ventilate the 
kitchen. 

10. To supply fresh air service 
either in the home or in a place of 
business. 

* & * 
Miller Company Takes Over 
Ivanhoe-Regent 


Edward Miller & Co., Meriden, 
Conn., has been reorganized, under 
the name of the Miller Company, and 
at the same time has acquired the 
Ivanhoe-Regent Works of the Gen- 
eral Electric Co. The latter becomes 
the Ivanhoe Division of the Miller 
Company. No change in policy on the 
part of either is contemplated. W. F. 
Minor continues as manager of the 
Ivanhoe Division. 

















Group from Collins Electric Co., Des Moines, Ia. Left to right: C. A. Paulson; 


— ollins, president; Edward Collins, secretary and treasurer; R. V. Cord; Elfa 
watt ns 
Ande) 


on, and Geno Suchine. 


Catherine Clark; James Collins; 


C. E. Harding; Fred Franklin; C. B. 
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“AMERICAN 


BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 





Unchanging 
Quality! 


Quality has always been a virtue 
with “‘American Brand’’ Weather- 
proof and Bare Copper Wire and 
is naturally a dominant factor in 
the success of ‘‘A-1°" Magnet Wire. 


The high quality of these two 
brands is unchanging— it is stead- 
fast and because of this fact, job- 
bers’ salesmen find them the best 
sellers, month after month. 


You can back up your statements 
on quality with samples. We'll send 
them if you just say the word. 


American Insulated 
Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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New Electrical Products, Illustrated 



























The Frankelite Co., 5016 
Woodland avenue, Cleve- 
land, Ohio, has added to its 
line No. 8050, a five-light 
ceiling fixture with artisti- 
cally wrought iron bands in 
dull black to harmonize with 
the background of antique 
gold or butler silver. Clear 
crystal pendants and a silk 
tassel add to the appear- 
ance of this unit. 





Curtis Lighting, Inc., 285 West 
Jackson boulevard, Chicago, has an- 
nounced the development of a new 
portable flood light (with center 
spot beam) for use in large display 
work such as automobile display 
rooms, etc. It is also used for night 
lighting wherever such a portable 
flood light is needed. No. 303 as 
shown here can be used for white or 
colored lighting. The stand is 54 in. 
high, and the unit takes an ordi- 
nary 200 watt Mazda “C” lamp. 








The No. 610 single flush recepta- 
cle of 250 volts, 660 watts, designed 
for the express purpose of meeting 
the demand for a rigid construction, 
but adjustable to fit all standard 
wall boxes and plates, has been de- 
veloped by the Magnus Electric Co., 
Inc., Greenwich and _ Desbrosses 
streets, New York City. One fea- 
ture of this receptacle is that easy 
access for wiring is permitted. 








The Even Heat Electrical Co, 
3485 Piquette street, Detroit, Mich., 
manufacturer of electrical heating 
units has developed a new hot plate 
having many new features and im- 
provements. It is cast from heavy 
plate, finished in polished nickel, 
with high grade range wire and a 
heater cord and two-piece separable 


plug. 





The growing demand for automatic 
heat and time controlled ranges has 
increased to such a high degree that 
the Edison Electric Appliance Co., 
5600 West Taylor street, Chicago, has 
placed on the market a new super- 
automatic range. The already proven 
practical “RS67” super-automatic 
type is being furnished in all white 
enamel with nickel trim making a fine 
appearing electric range. It is fur- 
nished with either open or sheath wire 
units and can be had in 25 or 60 
cycle. 
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“Independent” switch - bo x 
and lath supports can be quick- 
ly and easily installed. They 
are constructed of heavy gal- 
vanized metal, so formed and 
designed that once your job is 
positioned nothing can throw it 
out of line. Free end of lath is 
rigidly held in place by the 
metal lath uprights. They are 
approved by Underwriters and 
are being placed on the market 
by the Independent Stamping 
Co., 5938 Chene Street, Detroit, 
Mich. 
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New Electrical Products, Illustrated 








With the “Vibro-Shave” electric 
safety razor placed on the market 
by the Electric Safety Razor Corp. 
of America, 2156 Woolworth build- 
ing, New York City, one enjoys the 
smooth close shave that a blade vi- 
brating 8,000 times a minute makes 
possible. The attachment for a 
high-vibrating massage is included 
with each “Vibro-Shave” outfit. 























A new and original heater of the 
portable type has recently been pat- 
ented, developed and perfected by 
the Double Heat Electric Heater 
Co., 47 West Forty-second street, 


New York City. The heating ele- 
ment being hollow (similar to a gas 
retort having both ends open) is 
converted into an elongated flue by 
means of the connection of copper 
tubes at the top and bottom placing 
the same vertically within the body 
of the heater at a proper distance 
facing the reflector. It has been 
tested and approved by the Under- 
writers Laboratory of New York 
and the Hydro Electric Power Com- | 
mission of Ontario, Canada. 








The American Fixture Co. of 
Milwaukee, Wis., has brought 
out the new fixture illustrated 
herewith. It is called the “Con- 
dulet Fixture” as it is made to 
fasten into a %-in. Condulet, 
doing away with all exposed 
wires. It can be made with 2, 
3, 4 or 5 universal joints. It is 
a great favorite in machine 
shops, industrial plants, on 
power sewing machines and in 
all places where direct light is 
required. 





An attractive display 
rack and glass combination 
is being offered by the Ivan- 
hoe-Regent Works of the 
General Electric Co., Cleve- 
land, Ohio. Some features 
of this display rack are: It 
points out your store as a 


place to buy lighting glass-| 


ware; it identifies your 
store; it helps to keep your 
sample glassware clean; it 
enables you to show all 
glassware over a_ lighted 
lamp; it is an attractive spot 
of harmonious color; it im- 
proves the appearance of 
your counter display; it 
makes a window display of 
glass and other merchandise 
effective; it features and 
helps to sell all items of 
lighting equipment; it gives 
continuous advertising on 
lighting equipment, and it 








will last a lifetime, because 


it is constructed of metal,|g 


carefully wired, tested and; 
extra finished. 











































In homes and offices where low cost is of im- 
portance the “R & M” fan finds a large field of 
usefulness. The Robbins & Myers Co., Spring- 
field, Ohio, takes pleasure in presenting to the 
trade for season 1924 the newest fan in the 8-in. 
alternating current induction type, known as 
Model 41. It is finished in a glass black enamel 
baked on and is permanently beautiful, and with 
the felt base it cannot harm the finest table’s 
finish. It is light enough to carry from room to 
room for constant day and night use. The base, 
motor body and end heads of the fan are made 
of drawn steel. A hinge joint makes the fan 
adaptable for wall mounting. The Model 41 fan is 
only manufactured suitable for use on 100-120 
volt, 60 cycle circuits. 
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A Credit To Any Jobber’s Line 
A Good Durable Plate 


Popular Price 


Not A 
Sky 
Rocket 





Style 500, 660 Watts 
9” diameter, 4” high 


Even Heat Has A Good Name 


EVEN-HEAT-ELECTRIC-CO. 


2429 Canton Ave. Detroit, U.S. A. 











ELECTRICAL JOBBERS! 


INCREASE YOUR REVENUE BY SELLING 


American Safety Switches. 


It is the policy of The American Electric Switch Company to 
recognize the jobber as an important factor in the sale of safety 


switches. 


Selling The American Electric Switch Company products will 


provide for the jobber a greater margin of profit, decrease selling 
resistance by giving better 
quality at less cost, and 
automatically increase 
sales. 


Our policy of direct 
representation will stimu- 
late contractor dealer 
sales and lend a valuable 
assistance to the jobber’s 
salesman. / 





Cat. No. 14211 


The American Electric Switch Co. 


Factory: Minerva, Ohio 


SALES OFFICE: CANTON, OHIO 
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Ehrlich Provides for Expansicn 
J. M. Ehrlich, president of Gait: s- 
Peace & Co., manufacturers of lig! | 
ing fixtures, Sosakion, N. Y., recent 'y 
completed plans for establishing. offics 
in Chicago and San Francisco. ‘|| |i 
nine central states will be taken care 
of from the Chicago department whi: |; 

















Ray Sullivan 


is located at 870 Blue Island avenue. 

Will Weinberg, who has been iden- 
tified with the electrical industry for 
the past several years is branch mana- 
ger at Chicago. As president of Wein 

















Will Weinberg 


berg & Co., Chicago, manufacturers of 
the ‘Handy Tester” and jobber o! 
electrical supplies, he has developed 
desirable business during the past nine 
years through the consistent applic: 
tion of merchandising good sense. 

Ray Sullivan has been appoint: d 
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WHATEVER YOU WANT TO KNOW— 
If It’s Electrical 
LOOK IN THE 

EMF Electrical Year Book! 

YOULL FIND IT THERE. 





THE 1924 EDITION WILL BE READY FOR DISTRIBUTION APRIL 1, ’24 


ELECTRICAL TRADE PUBLISHING CO. 


53 WEST JACKSON BOULEVARD 
CHICAGO 
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TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. } 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 


Distributors of Factory Output: 
UNION: ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 

















The American Time Switch is supreme in its 
field. We manufacture all the component parts 
of this clock and back its superior and efficient 
operation to the fullest extent. 

Immediate attention is given all repair work. 
If possible we return clock the same day received. 


Send for full data. 





CLEVELAND, OHIO, U. S. A. 








THE JOBBER'’S SALESMAN 


ing each month. 


JOBBER'’S SALESMAN 


F VERY person connected with the selling end of 
the electrical industry will find something of in- 
terest, something worth reading, in every issue of 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 


We want you to become a regular reader of THE 


Send a dollar for a year’s subscription. 

















— 


sales manager at Chicago. He iias 
been associated with the Lindsay Li:ht 
Co., of Chicago, for the last 16 years, 
and there established a record for j)ro- 
ducing volume business through co- 
operation with the jobber. He is an 
ardent advocate of this policy and hias 
the patience and ability to execute a 
straight aggressive selling program 
with the distributor. 
* * * 


Swayze Has Grown Up With 
Poles 


Frank H. Swayze has been made 
line material sales manager of the 
Western Electric Co. Inc., with head- 
quarters at 100 East Forty-second 
street, New York. 

Speaking of the changes in meth- 
ods and materials that have taken 
place since he was first introduced to 
poles and their haberdashery, some 
20 years ago, Mr. Swayze says that 
the modern lineman prefers to keep 
fit with the daily dozen and let the 
earth boring machine do the digging. 
Instead of trying to stand up under 
a pike pole with its spike in the 
chestnut or the cedar, the modern 
line builder pulls a handle and his 
pole setting truck supplants group 
grunting with gear growling—and 
up she goes. 

Between these two phases of line 
building Mr. Swayze has been a part 
of an intensely interesting develop- 
ment. Starting with the auditing 
department of the A. T. & T. Co., 
he moved up to the job of pole buyer 
with that company, at first concen- 
trating his attention on New York 
State problems. 

When the Carolina Pole Co. was 
organized, shortly afterward, Mr. 
Swayze was appointed as its treas- 
urer with headquarters at Wilming- 
ton. This organization was dissolved 
in 1908 and Mr. Swayze joined the 
Western Electric Co.’s pole purchas- 
ing department, becoming pole buy- 
er and inspector in 1916. In 1919 he 
was appointed district manager of the 
line material department and last 
year was made sales manager of the 
pole division. 

oes 
Rogers Electric Doubles Space 

The Rogers Electric Laboratories 
Co. of Cleveland, Ohio, has doubled 
its manufacturing space devoted to 
the manufacture of its “Quality 
Products,” which include hot p!ates; 
curling iron heaters and violet ray 
equipment. 
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New Name for Nela 
Laboratories 
Several years ago the Nela re- 
search laboratories of the National 
Lamp Works of the General Elec- 
tric Co. at Nela Park were expanded 
by the addition of The Laboratory 


of Applied Science, under the direct- | 


orship of M. Luckiesh. The activ- 
ities of this laboratory were not only 
confined to work which Mr. Luckiesh 
had been doing for years previous 
but also extended over the field of 
the production, measurement and 
utilization of light. 

With the rapid development of 
lighting in this country, so many 
problems arose of a foundational na- 
ture underlying the use of light that 
the work of the laboratory gradually 
became directed almost entirely to 
lighting research. 


Therefore, the name Lighting Re- | 


search Laboratory of the National 
Lamp Works of the General Electric 
Co. has been adopted as being more 
in keeping with the present aims and 
activities. 

The personnel remains the same 
with Mr. Luckiesh as director, with 
the exception that Dr. P. W. Cobb, 
whose extensive researches in the 
psycho-physiological fields of light 
and vision are well known, has 
been transferred to this laboratory. 

New work is being initiated in the 








study of glare, eye-fatigue, speed of | 


vision and increased production as 
affected by illumination, intensity 
and quality of light. 
= 2 
Celerundum Radio Products 
Moves to Larger Quarters 
The Celerundum Radio Products 
Co., formerly known as the Harris 


Radio Research Laboratory at 97 Al- | 
bany avenue, Boston, has moved to its | 


new offices and laboratories at 170 
Summer street, where the growing 
business will be carried on under the 
new name. 


!. A. Green is now covering Rhode 


Island and Connecticut for this com- 
pany. 
* #* & 


General Electric District Head- | 


quarters at Cleveland 

The General Electric Co. recently 
announced Cleveland as the head- 
quarters of its east central sales dis- 
trict. The headquarters will be 
moved there from Cincinnati, and 
4 new warehouse is to be erected on 
P. 152nd street. 


Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 30. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 

















The Easiest Thing In the 
World To Sell 
Because It’s Made Right! 


Among the first rectifiers to be made for battery charging was the 
“Sterling,” yet the present type is so vast an improvement over the 
product of pioneer days that one marvels at the improvement. 


Some rectifiers are still rectifiers ““good enough for the past,” but not 
for the present. The Sterling is up-to-date. It is made for the newly 
adopted 5-amp. max. charging rate. Can’t overcharge. Almost total 
absence of sparking. No freezing nor sticking. It is known as 
“The Battery Charger Without A Weakness.” List Price............$16.00 


THE STERLING MFG. COMPANY 
2853 Prospect Ave., Cleveland, Ohio 
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Now one of the most 
profitable of all 
electrical specialties! 


Dollars and cents 
talk! 


The Violet Ray has 
leaped. into its pop- 
ularity almost over- 
night. ~ Dealers’ re- 
port it to be actu- 
ally outselling 
many of the most. 
profitable electrical 
appliances ! 


Few other single 
lines are gaining so 
rapidly in popu- 
larity and in actual 
sales volume. Doc- 
tors, beauty par- 
lors, and even the 
“beauty hints” col- 
umns in newspa- 
persand magazines 
are working for 
you in recommend- 
ing it and popular- 
izing 1t. 


Remember, - there’s 
no servicing ex- 
pPenmseona 
“SHELTON”! 
“Shelton” outfits 
embody the most 
advanced features, 
and are made of 
high grade mate- 
rials. 


Our special dealer 
proposition makes 
these one of the 
most profitable of 
all 


electrical spe- 
cialties. 
Get this special 


proposition and 
our new catalog at 
once! There’s no 
obligation, and it 
will show you 
how and why 
other dealers are 


making bigger 
profits. A_ post 
card will do it. 


SHELTON 


ELECTRIC COMPANY 
NEW YORK CHICAGO 











| branch, with a complete stock of fix- 
| tures, lamps and glassware, is in step 


clinch. 


Touhey Heads Moe-Bridges’ | 
New Eastern Branch | 


Lamp buyers will recognize in the | 
picture of this genial gentleman V. J. 
Touhey, now New York representa- 
tive of the Moe-Bridges Co. of Mil- 
waukee. The company has opened a 
New York branch at 588-590 Broad- 
way and has placed Mr. Touhey in 
charge. 


The opening of the New York 














V. J. Touhey | 


| 
| 


with the rapid expansion of Moe- 
Bridges’ eastern business. 

With “V. J.” at the helm and Ernest 
Pacius, former service manager at the 
Milwaukee factory, in charge of the 
office, the eastern territory can be as- 
sured of 100 per cent service. 





ee. 2 © 


H. & H. Samples Being 
Distributed | 

Samples of two of its latest | 
products are being sent out by The 
Hart & Hegeman Mfg. Co., Hart- 
ford, Conn.; namely, renewable fuse | 
plugs and attachment plugs. In the 
former, the fuse is in plain sight, not 
behind a mica window. Renewals 
can be made quickly and there is 
ample room between plugs in a cut- 
out—handy grip on the porcelain and 
no metal top. The latter is the 
attachment “plug with the curved 
knurling.” This feature runs through 
the whole line. The contacts grip the 
prongs of the cap with a new, springy 
grip, long after the time when plugs 
are ordinarily supposed to cease to 





Says the Professor— 


“Permanency is 
a worthy amb:- 
tion towards 
wich we ail 
strive m the 
creation of that 
which is new, 
or im the in- 
provement 
of that which 
exists.” 





elvet Frost 


; Reg. U. S. Pat. Off. 


Frosts lamps permanently. Actually 
etches that glass, giving a smooth 
white finish which cannot be removed 
Ready to use in 2%4, 5 and 10-pound can: 


MARKETED THROUGH THE JOBBER 


McKAY COMPANY 
275 Water St., New York City 


Western Representatives: 
Atlantic-Pacific Agencies Corp. San Francisco 


Canada: 
L. C. Barbeau & Co., Ltd. Montreal 








“POWERLETS” 
CONDUIT FITTINGS 





Made in all types and sizes, 
neat in appearance, integral 
hubs, clean cut threads, per- 
fect alignment, and no break- 
age because all fittings subject 
to bending strains are made of 
malleable iron. 


Send for sample. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St. 
CHICAGO ILLINOIS 
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Sidebotham Concern Purchases 
Belden Tape Mill 


Continuing the progressive policies 
inaugurated by its founder, Thomas 
Sidebotham, over 100 years ago, the 
firm of John Sidebotham, Inc., of 
Frankford, Philadelphia, Pa., pur- 
chased the weaving plant of the Bel- 
den Mfg. Co., Chicago. The Side- 
botham firm, one of the oldest in 
this locality, specializes in the manu- 
facture of electrical tape in all its 
branches. 

Contractors are now dismantling 
the Belden plant, preparatory to ship- 
ping the equipment east. The plant 
will be re-established in quarters ad- 
jacent to the main offices and plant 
of the Sidebotham firm at 4317 Gris- 
com street. The addition will add 
considerably to the already high pres- 
tige of the Sidebotham establishment. 


The Sidebotham firm, one of the | 
many Frankford concerns to achieve | 


success in that section of the city, ob- 


served its centennial last year. Its | 
management has always been taken | 


care of by the Sidebotham family, 
four generations having thus far con- 
ducted the business—at present, John 
B. Sidebotham, Jr., secretary and gen- 
eral manager. 

The firm has branch offices in many 
parts of the country, including De- 
troit, Chicago, St. Louis and San 
l'rancisco, 

* & 


Walsh Takes up Brandes 
Publicity Work 


Harry J. Walsh, who for the past 
year was assistant to Director Lane 
of the electrical industry’s 
Committee for Business Development 
has been appointed assistant pub- 
licity manager of C. Brandes, Inc., 
237 Lafayette Street, New York, 
manufacturer of ‘Matched Tone” 
radio headsets and the Brandes 
“Table-Talker.” 

Previous to his connection with the 
Joint Committee for Business De- 
velopment, Mr. Walsh was for several 
years on the editorial staff of “Elec- 
trical Record,’ and was news editor 
of that publication when he resigned 
to go with the Joint Committee. 

Mr. Walsh was educated at Colum- 











Joint | 





bia University and during the war | 
served overseas with the Tank Corps | 


of the United States Army. 

The Brandes company announces 
at this time an increase of its capital 
stock from $500,000 to $1,000,000. 








Like This! 


‘“‘Just take a nail and 
break it apart’’ 
Box, Bar and 


The LEAD-ALL Switch Support 


20 gauge and solid—a better method of installing switch and 
outlet boxes. It is the only bar you can use for either installation 
and it will take any type of box. 
The illustration below shows the LEAD-ALL used with shallow out- 
let boxes and a LEAD-ALL broken apart and used as a switch support. 


MORE efficient 


LEAD-ALLS may be used on every job, on old houses or up-to-the-minute installations. 
They permit the use of any type of box—does away with 70% of loom fasteners and labor 
of putting them on. 


LESS expensive 

One LEAD-ALL 
makes two switch bars. 
The new lath clip 
holds the lath in place 
—fits any lath. 

Packed in cartons 
of 100 Lath holders 
and clips included. 
The only bars packed 
in cartons. A_ pack- 
aged article sells best. 

Ask for samples and 
prices. 

We want to con- 
vince you and samples 
will do it. 

Send for yours to- 
day—it will do US a 
favor! 

Test the quality. 
Push the line. It’s a 
profit maker. 


The Electrical Equipment and Manufacturing Co. 
1137 CHAMPLAIN STREET $3 a4 TOLEDO, OHIO 
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Building a sales volume becomes a comparatively easy 
matter with Herwig Outdoor Lighting Fixtures. This 
line is the best known to dealers and builders and sells 
rapidly and easily for installation on apartment houses, 
residences, churches, institutions, industrial plants, 
garages and other buildings. 


More than your share of this type of business can be 
secured if you will push the Herwig Line. Try it and 
see for yourself. 


Price and Delivery 


_ Herwig prices are right and we can fill your orders 
direct from our large stocks immediately upon re- 
ceipt of your order. 

Salesmen: Ask your sales manager to get our 4 


new sheets, printed on both sides, for your catalog. 
Also, catalog No. 12 will be sent ‘upon request. 


HERWIG ART SHADE & LAMP CO. 
2140 N. Halsted Street 


Illinois 
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Glass Insulators 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
and Uniformity. 


Correspondence 
i Invited 











HEMINGRAY 


OFFICES& FACTORY 
UNCIEY 
IND. 

















































These Time Saving Devices 
Are Money Makers 


This line is a time-saver for the con- 
tractor and electrician, and a money-maker 
for the jobber. 

Knockouts are accurately cut and easily 
removable, being held only by the connect- 
ing neck. Supporting bar is steel with 
three perforations at each end to attach to 
varying widths of joists, box is slideable 
thereon and is held by a patented adjustable 
friction grip, it being only’ necessary to 
gently strike the center of bracket with 
the bar or hammer to increase the friction 


grip. 





Accurate workmanship in the Knockouts 
and the slidable grip are the means of 
saving much valuable time as compared to 
the use of other similar devices. 

Single loom plate is of standard design 
and superior workmanship. 





Send for 
Jobber’s | 
Proposi- , 
tion and \ 
Prices. 





Independent Stamping Company 
5938 CHENE STREET 


DETROIT MICHIGAN 





















Lyons Resigns After 25 Years 
of Service 
P. F. Lyons, for the past 25 years 
Chicago representative of the Na- 
tional India Rubber Division of the 
U. S. Rubber Co., has resigned, 
effective April 1, 1924. Mr. Lyons is 
one of the veterans of the electrical 
industry in the Middle West and has 
an acquaintance, especially among 
jobbers in that territory, equaled by 
few. He was not ready to announce 
any plans for the future at the time 
of going to press. 
x ok 
Trumbull Secures Two Live 
Ones 


Eric Foster Storm and H. L. 
Wheeler have been added to the sales 
force of the eastern sales office of the 
Trumbull Electric Mfg. Co., with 
headquarters at 114 Liberty street, 
New York. 

Mr. Storm was for many years 
connected with the Connecticut Tel. 
& Mfg. Co., of Meriden, Conn., and 
later with the Benjamin Electric 
Mfg. Co., of Chicago. He served as 
a non-commissioned officer with the 
A. E. F. in France and recently re- 
ceived his second lieutenant’s com- 
mission. His territory will be West 
Va., Cincinnati and a part of Ohio. 

Mr. Wheeler was for eight years 
with the Consolidated Gas Electric 
Light and Power Co., and was also 
a star salesman with the Robertson- 
Cataract Electric Co., Buffalo and 
later on with the Hamilton-Beach 
Co. He has had practical experience 
in practical construction work as 
well as in selling. He will cover 
Baltimore, Washington, Norfolk, 
Richmond and North Carolina. 

* * 


General Electric Territories 
Given New Designations 


The General Electric Co. has re- 
cently given new geographic designa- 
tions to its district office sales terri- 
tories, according to a recent announce- 
ment, as follows: Southeastern dis- 
trict; New England district; Central 
district; East Central district; Rocky 
Mountain district; New York district ; 
Atlantic district; Pacific Coast dis- 
trict; Southwestern district. 

The new designations more accu- 
rately describe the geographic terri- 
tory covered by the districts in ques- 
tion than the names of the cities here- 
tofore used. 





“AUTEX” Extension 
Reels 


TO YOU, Mr. Salesmon 
—See that your ho: 
provides you with sa 
sheets on “‘Autex” Ree|s 
for your price cat 

logues. There is a large 
and constantly increas. 
ing demand for the 

Reels, and there is : 

reason why you should 
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Underwriters. 
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THE CINCINNATI SPECIALTY MFG. CO., Inc., 


Manufacture 
1915-17 Powers St. 









Reaches the job 
ready to install 





Repeats ! 


6¢6QEND us some \ 
more—” the hap- 
piest phrase that greets 
a salesman in his long 
day’s grind. 






“Send us some more” 
is enticingly familiar to 
the men who sell Pitts- 
burgh Standard. 


It is the “repeat or- 
ders” that count—you 
4 will get these “repeats” 
4 with P. S. 






Costs 
no more 

than ordinary ait 

enameled conduit @ 


ENAMELED 
CPITTSBURGH, PA) 
METALS CO! 












Grarrrr rrr ro 


The following illustration shows an i 
terior sectional view of the Jonas-Cadi! 
lac Service Station at Milwaukee, Wis., 
where over 100 “‘Autex”’ Reels have given 
over two years satisfactory service. 





“CINCINNATI, OHIO 












not assist your firm in 
securing their share 
the business in ther 
Fully approved by the 
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HIGHEST 
QUALITY 













Corp. 


\BRUNT 
PORCELAIN 






Manefactured under 
license from the 
Porcelain Appliance 


Patented 
Feb. 3, 
1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 
























“CENTRAL” 


Rigid Steel 
CONDUIT 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 





“Central White” 
may be bent like a piece of 
soft annealed wire. 
pipe and finish remain un- 
impaired—features 
sively “Central.” 


“Central White’’—galvanized 
“Central Black’? — enameled 


Central Tube Co. 


PITTSBURGH, PA. 


Conduit 


exclu- 


The 














“Where was Moses?” 


During a recent Friday night 
evangelistic service in Billy Sunday’s 
tabernacle at Charlotte, N. C., the 
lights went out. This, in spite of 
that fact, that Mr. Jenkins, the choir 
leader, was singing the second stanza 
of “Shine Where You Are.” 

Fifteen employes of the Charlotte 
Hardware Co. saved the day by illu- 
minating the tabernacle with their 
300 and 500 foot beam Eveready 
flashlights. How they came to have 
the instruments along on this par- 
ticular evening, is a mystery. The 





rapid circulation of the name of the | 


flashlights used is another. Why the 
electric lights went out is a third. 
However, a_ vast 
learned the value of 
through a rather unique method of 
advertising. 

a 


Three Wise Men 

L. L. Brastow, sales manager of the 
Trumbull Electric Mfg. Co., Plain- 
ville, Conn., reports the addition of 
three new salesmen to his force. 

H. P. Schaefer, formerly with the 
publication bureau of the General 
Electric Co., and with the Wesco Sup- 
ply Co. of New Orleans for about two 
years. 

Mr. Coe, formerly with the Carson 
Pirie Scott & Co. of Chicago, and other 
connections outside of the electrical 
industry. 

Henry P. Victor, formerly purchas- 
ing agent of the Indianapolis Electric 
Supply Co. 


¢ & 


Pierson Handles “Standard” 
Sales 


Charles A. Pierson has recently 
been appointed manager of the Stand- 
ard Electric Stove Co. of Toledo, 
Ohio, and Goshen, Ind. 

This company has recently ap- 
pointed two new jobber distributors— 
Listenwalter & Gough, Inc., Los An- 
geles, Calif., and the Woodill-Hulse 
Electric Co., Inc., of Los Angeles. 

* * # 
Stone Appointed District 
Manager 

The United Electric Co. of Canton, 
Ohio, manufacturer of the “Ohio 
Electric Cleaner, announces the ap- 
pointment of G. B. Stone, formerly 
sales manager of the Ohio Tuec 
Co., of Toledo, Ohio, as district 
manager for its Indianapolis, Ind., 
territory. 


congregation | 
flashlights | 





SALESMEN 


Tell Your Dealers 
You Can Supply 





THE NEW ALLEN 


Special Radio 
Sodering Paste 


Developed in our laboratory especially for 
RADIO and ELECTRICAL WORK. 


RESULTS GUARANTEED 


Greater Range Finer Tuning 
Increased Selectivity Non-Corrosive 
Increased Volume Protective 


Write for circulars containing valuable 
information “‘How to soder Radio Sets.” 


& tL R 4lo.0 fon0 (co | € @ 
SODERING SUPPLIES 
oYoUUISISISUV GUY N ° 


3 4586 N, Lincoln St. Chicago, Ill. 








For 
“Super-Quality” 








Coil-to-a-Box 
Guaranteed Loom 


American Wiremold Co. 
HARTFORD, CONN. 
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Hotel Radisson 


Minneapolis 


In the Heart of 
the Retail and 
Theatrical Dis- 
trict. 


450 Rooms at Moderate Rates 


4 Large Cafes 
The Largest and 


Most Complete 
Hotel in the 
Northwest. 











GENERAL 
PORCELAIN CO. 





Manufacturers of 


Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 
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Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 









1108 8S. Wabash Ave. 
705 Peoples Gas Bldg. CHICAGO 








White Promoted by A. B. C. 


Announcement is made of the pro- 
motion of J. L. White to the posi- 
tion of assistant sales manager of 
Altorfer Bros. Co., Peoria, [IiIl., 
manufacturers of ABC washing ma- 
chines and ironing machines. For 
the past several years Mr. White has 
been district representative for Al- 
torfer Bros. Prior to that he had 
a number of years’ experience in 
the washing machine industry and 
brings to his new position experi- 
‘ence which will prove invaluable in 
‘his work. 





* *« * 


American Electric Switch Lo- 
cates in Minerva 

| The American Electric Switch Co. 
ihas purchased the plant and equip- 
‘ment of The Lewis Electric Co., for- 
‘merly manufacturers of ‘“Kantshok” 
switches, at Minerva, Ohio. The plant 
‘is now in operation manufacturing a 
line of improved service entrances and 
‘a complete line of 30 ampere inclosed 
| externally operated switches. 

E. F. Duquette is president, C. P. 
Wolfe, vice-president and _ general 
manager, C. B. Kramer, treasurer and 
sales manager, and J. C. Lewis, elec- 
trical engineer. The general office will 
be at Minerva, Ohio. Sales office at 
1110 Harter Bank Bldg., Canton, O. 

sw = 


'Joseph Mann, N. Y. Repre- 
| sentative for Frank Adam 


Joseph Mann, for some years asso- 
‘ciated with the home organization of 
the Frank Adam Electric Co. in St. 
Louis has been appointed as their rep- 
resentative in New York. Where 
quotations or special information on 
panel boards or switchboards is need- 
ed, in addition to routine matters he 
will be particularly well able to serve 
owing to his wide experience in both 
ithe sales and production departments 
lof the company. His office is at 116 
| West Twenty-second street. 








* * * 


| Hemingray Organization 
Changes 

Two changes of interest have re- 
‘cently been made in the organization 
|of the Hemingray Glass Co., Muncie, 
‘Ind. W. Edgar Evans, while re- 
taining his interest in the company, 
|retires as secretary and director to 
| devote himself to personal affairs. 
|Willard P. Zimmerman succeeds Mr. 
'Evans as secretary. 
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AIR - BLAST 


FANS 


A dealer merchandis 
ing plan with a 
punch—built around 

that big Peerless fan 

feature, the air-blast 
jade. 





Write us for details. 
THE PEERLESS 
ELECTRIC Co. 

Warren, Ohio 
te INERT NESE 








Electrical Testing Laboratories 
80th Street and East End Avenue 
New York City 


is equipped to render a 
test service on practically 
any electrical device made 
and in almost any quan- 
tity to jobber, manufac- 
turer, central station and 
dealer alike. 


KNOW —BY TEST 











To Every Jobber Selling 
YAGER’S 
Soldering Salts 
Why Not Also Sell 
YAGER’S PASTE? 


YOU can make money doing so. Write 
us for 1924 price list, also for copies of 
a booklet you can give out to your 
salesmen on which your firm name may 
be printed. 





ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


me of distributors see McRae’s 1923 Blue 
ook. 
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WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at one- 
half the cost. 


No solder, no 
blow torch 
necessary. 


Makes _ every 
connection 
100% perfect. 


Ss. H. STOVER & CO. 
PITTSBURGH, PA. 
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<ne STEELDOUc, 







reant 


OUNG srowN.OM'Ss 


RIGID STEEL 
CONDUIT anp FITTINGS 


The Steelduct Company 


Youngstown, Ohio 

















PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








Complete Service 





INDUSTRIAL WIRING 
' DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficinecy Electric Co. 






















Wrigley for Quality 







HOOD RIVETED ON 






Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
lan average toggle bolt. 

First Toggle Bolt made, 


The Thomas Wrigley Co., 
504 Sherman St., Ohicago, Ti. 























|Killark’s New Sales Agencies 


| Within the past few weeks the 
Killark Electric Mfg. Co. of St. 
Louis, has opened three new sales 
agencies. E. G. Hohs, 155 Colbeck 
street, Toronto, Ont., Canada, will 
hereafter represent them as_ sales 
agent in the province of Ontario. G. 
L. MacGillivray & Co., Ltd., 3 St. 
Nicholas street, Montreal, Que., Can- 
ada, will act as sales agents in the 
| provinces of Quebec, New Brunswick 
and Nova Scotia. George G. Young 
& Co., Bourse building, Philadelphia, 
Pa., will be agents for eastern Penn- 
sylvania, southern New Jersey and 
Delaware. ie: 


Collier Handles Weber Devices 
From Cleveland 

Chester E. Collier, recently with 
the Chicago office of the Square D Co., 
but for five years prior to that with 
the Chicago office of the Arrow Elec- 
tric Co., is now a representative of 
Henry D. Sears in the exploitation of 
Weber wiring devices in Ohio, In- 
diana and Michigan. Mr. Collier will 
make Cleveland his headquarters. He 
succeeds Robert J. Jones who recently 
resigned. — * * *% 








|\Caffrey In Business for Himself 
| Harry J. Caffrey recently resigned 
\from the Manhattan Electrical Sup- 
ply Co. after a period of 1314 years. 
‘He will now act as manufacturers’ 
‘representative, with headquarters at 
51 East Forty-second street, New 
York, N. Y. With Manhattan, he was 
first outside salesman, later branch 
‘manager of the Harlem store and fin- 
ally district manager for the New 
'England States. 


* * * 


Latest Trade Literature 


Reflector & Illuminating Co., 565 
West Washington street, Chicago, II]. 
—the merchandising value of distinct- 
live lighting is emphasized in an eight 
page pamphlet dealing principally 


light, Form C. 

The Robbins & Myers Co., Spring- 
field, Ohio,—Bulletin Form 137 just 
issued covers types “R” and “R. A.” 
repulsion induction motors. 

Mutual Electric and Machine Co., 
| Detroit, Mich..—A new booklet en- 
titled “Industrial Safety Type 
Switchboards,” describes a complete 
line of dead front switchboards for 
high grade installations where safety 
‘is a dominant factor. 





with the ‘Flood-O-Lite, Jr.” spot | 
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Dongan Electric Manufacturing Co, 


BELL RINGING & RADIO TRANSFORMERS 
Detroit Mich 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 

















POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Blidg., 


San Francisco, Calif. 














NORTHERN WHITE 
WESTERN RED 
GUSRANTEED GRADES 
24Hour Service. 





BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


J SEND FOR BOOKLET CONTAINING 
VALUABLE 




















THE JOBBER’S(JSALESMAN 














































































































nt 
il 


holders. 


to install. 
der all conditions. 
tenance. 


or make rust stains on the building. 


and see how easily it goes over. 


"PITTSBURGH 

















a PEIRCE 
190Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 


1. The Linemen like them because they are easy 


2. The Superintendent likes them because he can 
depend on them to support the service wires un- 


3. The Manager likes them because of their low 
first cost, low installation cost and no main- 


4. The House Owner likes them because they are 


neat and inconspicuous and do not split the wood 


Write for a sample to take with you on your next trip 


HUBBARD & COMPANY 


CHICAGO 














Index to reer: 


Adam Electric — 


Allen & Co., 


Allen- Bradley oe 
Alphaduct Co. 
American Electric Switch Co 


Frank... 


American Wiremold 0... 


American Time Switch Co... 
Anylite Electric Co... Ae 
Arrow Electric Co... 





Beardslee Chandelier Mfg. ne 


Bell Lumber C 


Branston Co., 


Benjamin Hlecteic mig. Co.....87, 38, 
Benson Co., Alex. R 
Berry, A. Hall 
Betts & Betts Corp 
Bleadon-Dun Co. 





s “Chas. ; Seas 

Brockway Laboratories Co 
Brunt Tile and Porcelain Co 
Bryant Electric Co... , 
Bussman Mfg. Co 


Carbon Products Co 





1» £De 


Celerundum Radio Products. $ Co.. 


Central Tube Co. ..... 
Chicago Fuse Mfg. Co... 


Cincinnati Specialty Mfg. Co., Inc 


Coto-Coil Co. 


Curtis Lighting, , Sea 
Dayton Fan & Motor Co 
Dongan Electric Mfg. 


Economy Fuse & Mfg. Co.... 


Edison Lamp Works of General Elec 
7: SR ST elem ie 56, 


Electrical Equipment & Mfg. Co. 


Electrical Testing Laboratories........ 
Emerson Electric Mfg. Co......... 
Enameled Metals Co. 
Even Heat Electric Co 


Firestone Tire & Rubber Co 


General Electric Co..........00..0000.... 


General Porcelain Co és. 
CFOROTOAT TRO Oss vsceccscn cise 
Hart & Hageman Mfg. Co 
Hartman Elec. 


Heinn Co, ..... 


Hemingway Glass Co. 


i eo ae 
Hartford Time Switch Co...................... 


Herwig Art Shade & Lamp ¢ Co 
Holtzer-Cabot Electric Co.. : 
Hoosick Falls Radio Parts Mfg. Cc 0., 


Hubbard & Co. 


Hubbell, Inc., 


Ilg Electric Ventilating Co 


Illinois Electric Porcelain Co........ 
Independent Stamping Co 


Indiana Rubber 


Jefferson Co., 


boas Insulated Ww ire Co 


Kellogg Switchboard & Supety Co 


Liberty Gauge & Inst. Co 


CCS oasis scccotncpcegesessevcinen 


Mekiay Co. ......i< 


Magnavox Co 





Magnus E bepiets Ge ‘ae Stee 
Midwest Metal Produc ts Co... 


Mitchell Co., 


Moe- Bridges Co. 


Motor City Stamping Co. 


Multi Electric Mfg. 


National Carbon (o..43, 2nd and ard Cove . 
National Lamp Works of G. E. Co...... Hy 


Co 


National Metal a > eee 


National Pole Co 
Partridge Lusher Co., T 


or asec 


Pass & Seymour, Inc.................... . 


Peerless Electric Co..... 
Phillips Wire Co 





Progressive Specialty Co..............-....- 


Radio Apparatus Co.. 


Radio Corporation of “America........ 


TRAN RD no ssinics cntapSeinsecaaioscanceee ; 


Reflector & Illuminating Co............ 


Reliable Parts Mfg. Co 
Richards & Co., George...... = 
ON FE Be oo on on nen sos San nssencepnncneneccese 
Russell Electric Co 
Sewickley Electric 
Shelton Mlectric Co..........c0.-...c0..--<.--s---ee-" 
Signal Elec. Mfg. Co 
Smith & Hemenway, 


Square D. Co 


Standard Electric Stove Co............------- ; 


[es re 










Stanley & Patterson, Inc............------ 


Steelduct Co. 


Steel City Electric Co...... 
Sterling Mfg. Co.............-.- 
Stover @& Co., 8S. H.-.......... 
og &) ee 
Tru-Fix Radio Products Co............-- pics 


Trumbull Electric Mfg. Co... 
Tubular Woven Fabric Co..........------ 


Union Electric Co...................--------- 
Wakefield Brass Co., 
Wayman Electric & Mfg. ee 
Westinghouse Elect. & Mfg. Co 
Wiggins Co., John B 
Wrigley Co., The Thomas 
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SALESMEN—A great 
national advertising 
campaign is helping 
dealers sell Eveready 
Flashlights. And in- 
tensive advertising in 
all the important 
trade magazines is 
helping you sell 
Eveready Flashlights 
) the dealers. This 
is a reproduction of 
the current advertise- 
ment in trade papers. 








































No. 2671—Eveready 2- 
cell focusing spothght 
with the 200-foot range. 





Eveready Unit CELLs 
fit and improve all makes 
of flashlights. They come 
in two sizes to fit every 
tubular flashlight case 

Know the Eveready size 
that fits your case. Then 
you can buy new Eveready 
Unit Cells without both- 
ering to take your flash 

















light along. Eveready Unit 
Cells mean brighter flash 
lights and longer battery 








Now! 


life 





The new Eveready Flashlights — 
to show them 1s to sell them! 


HerE is the biggest news in flash 
lights that has ever been announced to 
the trade—‘‘Eveready has a new line 
of flashlights that is "way ahead of 
anything you ever saw or dreamed of.” 


Here are some of the new Ever- 
ready improvements—every one a 
talking point: 


A remarkable new  safety-locking 
switch that cannot be turned on by 
accident. 


An octagonal lens ring on all types 
—better looking, easier to screw on 
and off. Prevents rolling. 


The most attractive cases you ever 
saw! Some are dressed up in a hand- 
some new ribbon-pattern fibre; water- 
proof, warp-resisting. 


Some numbers are equipped with 
beveled lenses; others with moulded 
bull’s eyes; all with single unit assem- 
bly of lens ring, lens and lens-locking 
ring. 


And, of course—the standard fea- 
tures are retained that have always 
made EVEREADY recognized as_ the 
finest flashlights in the world! N« 
change in retail prices—65 cents to 
$4.50 complete with batteries, any- 
where in the U. S. A. 





Use your flashlight. This compelling 
urge in all advertising in our powerful 
1924 campaign becomes doubly effec- 
tive with such flashlights as these. It 
is backed by over 75 million hard-hit- 
ting salesmen-in-print, and is sure to 
bring streams of customers to all 
stores carrying the new Eveready 
Flashlight line. 


Order Eveready Flashlights and 
Unit Cells from your jobber. Get our 
new display trims. Line up with the 
new flashlights from the start. Man, 
these will sell! 

NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Canadian National Carbon Co., Limited 
Factory and Offices, Toronto, Ontario. 


EVEREADY 


FLASH LIGHTS 
é& BATTERIES 


—they last longer 














== Lvery Hold-Heet™ Appliance is Backed ia “dl Two Years of Guaranteed Service 
| 


You Cannot Buy This Iron 
Unless 
You Agree to Bring it Back 


—should it not prove to be just the finest iron in every way you ever used. That offer 
is definite; there are no strings to it. Prove its merit this way. Use the ‘“Hold-Heet” 
Electric Iron on two full ironings—note how much easier the job is done and how 
much time you save. Then, if after such a thorough test, you do not believe that the 
*Hold-Heet” Iron is the very best iron you ever used, keep your original agreement and 
return it to your dealer who will promptly refund the full purchase price. This unusual 
guarantee is made possible by ““Hold-Heet’s”’ superiority; it is the reflection of scientific 
laboratory tests, plus hundreds of right-on-the-ironing-board experiences of women 
everywhere. Here is your opportunity to prove these facts in your own home 


Expect Unusual Things of “Hold-Heet” 


—and you will not be disappointed. There never 
was such an iron, it heats up ready for light work 


most, and uses only half as much current for 
sroning. The “Hold-Heet” is the only iron with « 


in sixty seconds — helps you through your iron 
ing in about half the usual time —does not tire 
your arm because the comfort - designed handle 
requires no tight clutch. “ Hold-Heet™ never cools 
down on heavy work, nor burns out when needed 


steel bottom —all others use cast iron. Smoother 
more highly polished —it glides over the work with 
greater speed and ease Nearly all of the heat w 
concentrated in the bottom where it is needed; the 
handle stays cool You can smile when you iron 


Try 
iy Hold-Heet™, but you must agree to return it if it does not “prove up on every 
claim made for it. If your dealer does not sell the “ Hold-Heet” yet. he will gladly get one 
for you. There are no substitutes for “Hold-Heet". Write for our latest book “Getting the 
most from Electricity in the home.” It is thoroughly worthwhile 


Té—then you will know why it is becoming 20 popular Ask your electrical dealer 


RUSSELL ELECTRIC COMPANY 
Manutacturers of “Hold-Heet’ Electric Appliances 
340 W. Huron St., Chicago, U.S.A. 


~Hold -Heet’ 


Hold-H ark on electrical appliances; known im countless homes all over the 
heated merchandise than any other manufacturer in the world 


“e 


Silence may be golden but it never yet put gold in a cash waliiiiis Paste 
that in your hat if what’s under said hat harbors the bunk about “the world 
making a beaten path to your door.” No, J. S—you know and I know that to 
SELL the world you must, TELL the world. The best merchandise in the 
country surrounded by silence is like a tombstone—quiet, austere and unin- 
viting. But meritorious merchandise with the propelling power of good ad- 
vertising close behind it, is a joy to behold and to handle and to sell. 

“Hold-Heet” Appliances are the livest order winners on the map today be- 
cause every blessed piece is top notch quality at a fair price. You can’t beat 
that combination especially if it is backed up by consumer-winning adver- 
tising. 

Up in the North East corner you will find in hypodermic form one of a 
series of full page Saturday Evening Post advertisements on “Hold-Heet” 
Appliances. Some folks say they are good. Maybe these advertisements 
ARE good—they would HAVE to be to match the merchandise—but unless 
they help you sell MORE dealers MORE pieces of Hold-Heet merchandise, 
by impelling MORE people to buy MORE “Hold-Heet” Appliances then 
they are duds. Wow! There’s a mouthful of truth in that sentence. Run 
your eagle eye over it again—it’s worth it. 

Take a little tip, J. S., “Hold-Heet” is a mighty good line to hook the old pay check to. 
It’s a growing line and a growing line means a growing pay check. Think it over. Then 

write us for the inside facts. The more both you and your boss 


know about “Hold-Heet” Appliances and the plan, the push and the 
publicity behind them the better off we will all be. Let’s gear together. 


RUSSELL ELECTRIC COMPANY Jo», 


We Make More Pieces of Electrically Heated 
Merchandise Than Any Other seemanecee! 
in the World 


340 W. Huron St. Chicago, U. S.A. 








